





Easiest of all 
to install 


Biggest valve in attic fans! 


@ Automatic ceiling shutter @ Easiest of all to install 

@ Certified ASH&VE air ratings @ Fits low ceiling attics 

® Hunter highest quality construction @ No suction box needed 

@ (Quiet and powerful @ » sizes: 4750 CFM and 6800 CFM 


@ Orher models i 7700 CFM and 97 CFM 


PRICED TO RETAIL AS LOW AS $154.93* (Complete with automatic ceiling shutter) 
* In des Federa! Excise Tax 





FOR CORNER PULL-IN ELBOWS, 3-PIECE CONDUIT COUPLINGS, 
PIPE STRAPS — CLAMP BACKS —NEST BACKS 


GEDNEY ALWAG/ 


NATURALLY you want to cut installation finished, individually inspected to ensure 
time and costs. And you'll do it easily with top quality. What's more, Gedney Fittings 
Gedney Fittings, for these fittings are ac- are made of unbreakable malleable 


curately machined and threaded, smooth For best profits, order Gedney always! 


ron. 


TYPICAL OF THE COMPLETE GEDNEY LINE ARE: 





Corner Pull-In Elbows in 12"’, ¥4"’ and 1” sizes. 
Ideal for space-saving, machine wiring, easy 
wire pulling. Cadmium plated. 











3-Piece Conduit Couplings in a large range of 
sizes from 12" to 6”. Cadmium plated. 





One-Hole Pipe Straps, Clamp Backs, and the 
handy new Gedney Nest Backs. These supple- 
mentary spacers nest firmly behind the Clamp 
Backs — use as many as you need to hold pipe 
at desired distance from wall. Hot dip galva- 
nized to prevent corrosion. 
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GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 





GEDNEY FITTINGS FIT 


& Chestnut Sts., Philadelp 
i as seecond-class matter at tt 
1 Of " 
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a New- 


HUBBARD AUTOGAP 
LIGHTNING ARRESTER 


ENGINEERING DATA 


Phase to Phase Voltages 
Ungrounded System 15,000 V. to 18,000 V. 
Grounded System 18,000 V. to 25,000 V. 


Minimum Impulse Breakdown AIEE 
Voltage (1% x 40 Micro-sec. Wave) 87KV 


Front of Wave Sparkover AIEE 
150KV  Micro-sec. Rate of Rise 122KV 


Surge Capacity AIEE—5 x 10 Micro-sec. to 
10 x 20 Micro-sec. Wave 65,000 Amps. Min. 


Net Weight Less Bracket 12 Pounds 
Shipping Weight with Bracket 15.5 Pounds 
Length Overall 16-inches 
Height Overall 12'/-inches 
Height of Top Insulator 7-inches 
Width Overall 5 Va-inches 


Top Crossarm Mounting Bracket No. 2308 (Fits all standard arms), 
Rural Type Transformer Mounting Bracket No. 2302 FT-34 


Line Terminal 
Isolating Air Gap 


No. 2327 Exelusive Autogap Twin Exhausts 
provide Maximum Surge Capacity 


Ground Terminal 


Crossarm Mounting Bracket 
No. 2308 





HUBBARD ax» COMPANY 


ESTABLISHED 1643 


PITTSBURGH «+ CHICAGO + GAKLAND, CALIFORNIA 


Ylareg the load on ftiibbard Hardware!” 
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The First Overhead Fluorescent Lighting Unit 
JSLAND LJ 5s TIS 





Ee et eee 


“Siil/* Station Master’ 


New, but tested and proved! The Station Master makes sales z-0-0-0m to fantastic new highs! 
Specifically designed to deliver high intensity of light at the selling zone, without creating a barrier 
of glare. Provides truly inviting lighting for the motorist, and reduces service-time per car. 
The Station Master is Leader's answer to the need for modern glare-free lighting and efficient island illumination. 


No station is too small—or too large—to be deprived of Station Master sales-stimulating illumination. 


AVAILABLE IN SIZES OF FOUR — EIGHT —OR SIXTEEN FEET 





Sold and installed by the better electrical dealers and contractors 
Yj’ Aneuicaa Vo. Lighting Cgugpment Manifaciintr 


LEADER ELECTRIC COMPANY * 3500 North Kedzie Avenue * Chicago 18, Illinois 
Leader Electric—Western: 800 One Hundredth Avenue, Oakland 3, California 
Campbell-Leader, Ltd.; Brantford, Ontario, Canada 
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Here’s a Switch 


that thrives on 


WORK! 


Ample _ wiring space at top, 
bottom and rear, plus a removable 


switch unit speed installation 





Type A 
@Type A Shutlbrak Switches 


ENCLOSED SWITCHES : ae wenn ane 


operation with a new shuttle 

mechanism and heavily silvered 

copper contacts that roll under 

@ Type A Shutibrak Switches are an answer to pressure and actually improve 
industry's need for a high quality, long lasting, ee 


trouble-free heavy duty switch. 


Featuring quick make and break operation, these 
safe, dependable switches have inter-locking fuse 
doors which automatically lock when the current is 
“on” and permit access when the switch is “off” 
(An intermediate position of operating handle 


provides access only by authorized persons.) 


Underwriter Laboratories-approved, @ Type A 
Shutlbrak Switches are ideal for motor control, 
service entrance or for any job requiring a heavy 
operating switch. They can be effectively used also 


for panelboard and switchboard assemblies. 


Capacities are 30 to 1200 amps, 250 volts AC or 
DC and 575 volts AC in 2, 3 and 4 poles. For further KAMKLAMP FUSEHOLDERS have 


silver plated 
pressure type contacts to reduce heating and eliminates 
the need for auxiliary tneans of obtaining pressure be 


a . tween fuse terminals and fuseholder. Solderless type 
rite > Ol. ‘leans ” 
or write for bulletin 5 pressure connectors are another feature. 


| Frank eCdam Electric Co. te 


P.O. BOX 357 ST. LOUIS 13, MISSOURI 


Mahers of BUSDUCT + PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 


information contact your nearest @® representative 
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CATALOGS and BULLETINS 


Available Free to Readers of 
Electrical South upon Request 


(Additional items will be found on pages 7, 89 and 91) 


1005—Building Wire, Cable, Conduit. Extensive techni- 
cal data an a comprehensive line of electrical cable, build- 
ing wire, and conduit raceways are provided in a new 86- 
page publication, General Catalog No. 500, issued by Tri- 
angle Conduit & Cable Co., Inc., 1906 Jersey Ave., New 
Brunswick, N. J. Handsomely bound in sturdy leatherette 
to take years of wear, this catalog also contains valuable 
information on electrical engineering and wiring standards 
for the aid of contractors, engineers, architects and indus- 
trial users. 

1011—Conduits. “Natural Electric Conduits” is the title 
of the new 30-page Catalog No. 603 which describes and 
illustrates the many types of electrical conduits that are 
manufactured by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. 

1013—Proper Cable Sizes. A new booklet, “Selection of 
Proper Cable Sizes,” has just been issued by General Elec- 
tric’s Construction Materials Advertising Department, 
Bridgeport, Conn. This publication deals with the method 
of determining cables and cable sizes of asbestos-varnished 
cambric cables, Types AVA, AVB, and AVL. 

1015—SQUEEZON Connectors. The Squeezon, a new 
compression connector for power lines, is fully described 
in bulletin, “SQ” available from the James R. Kearney 
Corp., 4236 Clayton Ave., St. Louis 10, Mo. The Squeezon 
features greatly increased electrical and mechanical effi- 
ciency at approximately half the cost of conventional 
connectors. 

1019—Service Panels. Information and prices on protec- 
tive control centers for homes, apartment buildings, ser- 
vice stations, and industrial applications is contained in 
Bulletin 494. “New Push-Button Service Panels,” issued 
by BullDog Electric Products Co., Box 177, Roosevelt Park 
Annex, Detroit, Mich. 

1023—Protective Control Centers. Information and 
prices on a new line of push-button protective control 
centers are contained in Bulletin 493, “BullDog Pushmatic 
and Pushmatic Electri-Centers.” BullDog Electric Prod- 
ucts Co., Box 177. Roosevelt Park Annex, Detroit 32, Mich., 
has made the bulletin available. 

1031—Heating Units. The new Chromalox Catalog of 
Industrial Flectric Heaters, Catalog 50. is available from 
Edwin L. Wiegand Co., 7600 Thomas Blvd.. Pittsburgh 8, 
Pa. Four basic Chromalox units—strips, rings, tubulars, 
and cartridges—with wide variations in wattage, voltage, 
and sheath material. are listed, as well as easy selection 
and application data. 


1035—Electrical Fittings and Devices. Buchanan Elec- 
trical Products Corp., 1290 Central Ave., Hillside. N. J., 
offers a 12-page catalog covering solderless connectors, 
cable and conduit fittings and wiring devices. It contains 
complete data on “Splice Caps” and “Termend” lugs for 
wire splicing and terminating, box connectors for metallic 
and non-metallic sheathed cable, both plain and insulated 
conduit bushings, conduit locknuts, knock-out plugs, ter- 
minal blocks, attachment plugs, fuse pullers, etc. Suit- 
able illustrations, dimensional data, and application in- 
structions are included. 

1039—Switches and Guards. Newly released 32-page, 
two-color Catalog No. 49, of the McGill Manufacturing 
Co., Ine., Valparaiso, Ind., contains complete descriptions 
of Levolier switches, McGill lamp guards, and McGill 
electrical specialties. 

1041—Cabinets and Boxes. Thirty pages of catalog 
sheets comprise a new catalog available from B & C Metal 
Stamping Co., P. O. Box 56, Station D, Atlanta, Ga. The 
catalog is divided into three sections: products for elec- 
trical applications in general, products for the utilities 
and the R.E.A., and products for appliance distributors. 

1045—Electrie Connectors. General Electric Co., Sche- 
nectady 5, N. Y., has announced a booklet describing a 
complete new line of solderless electric connectors which 
accommodates a wide range of conductor sizes. The new 
line is completely illustrated and diagrammed. This book- 
let is available from the Apparatus Dept., General Elec- 
tric, in Schenectady. 

1051—Air-Cooled Transformer. Bulletin No. 49-ACO is 
now available from Marcus Transformer Co., Inc., 34 
Montgomery St., Hillside 5, N. J., giving descriptive de- 
tails on the company’s new air-cooled distribution trans 
former. Designed for indoor or outdoor use, the new 
transformer utilizes heatproof class B and C insulation 
which enables it to withstand overloads and eliminates 
the use of oil or other liquids 

1053—Bustributien Duct. This 23-page bulletin, No 
162, issued by BullDog Electric Products Co.. Box 177, 
Detroit 32. Mich., describes in detail the BullDog Feeder 
and Plug-In-Bustribution Duct for bus duct electrical dis- 
tribution. The bulletin is profusely illustrated. The many 
drawings included show details of the duct, the various 
fittings, and the hangers, as well as diagrams of complete 
systems 

1071—Plugs and Receptacles. Additional loose-leaf 
sheets for insertion in the Pylet Catalog 1100 are avail- 
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Please send me the bulletins and catalogs indicated. 


(Print Plainly) 


Name 
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City & State 
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Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 
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You get these advantages with 


ome Aluminum 


LE 
ROPRENE SELF-SUPPORTING SERVICE DROP CAB 


ROPRENE OR ROLENE LINE WIRE 


3 BIG REASONS 


Why you are bound to save money with Rome Aluminum Self- 
Supporting Service Drop Cable and Rome Aluminum Line Wire 
. . . lower purchase cost... lower installation costs . . . longer 
service life. 


LOWER PURCHASE COST... Depending upon the service in- Rome Aluminum Self-Supporting Service 
volved, aluminum conductors cost less today. Drop Cable is regularly supplied with two 
RoPrene (Neoprene) insulated power con 


LOWER INSTALLATION COSTS....Aluminum’s lighter weight ductors of solid aluminum, spiralled around 
means easier and cheaper handling... in many instances a bare neutral messenger of ACSR (alumi- 
permits longer spans with fewer poles. The simplicity of num conductor steel reinforced). This time 
Rome's Self-Supporting Cable construction means in- proven construction provides high strength, 
creased savings through cheaper hardware and ease of plus simplicity of installation. 


installation. Rome Aluminum Line Wire is available with 


. , overi f RoP N RoL 
LONGER SERVICE LIFE... Aluminum has proved itself as a helene ee ae ee eee 
‘ polyethylene). Here is low cost Line Wire 

long-life conductor material. RoPrene (Neoprene) as well as 

RoLene (polyethylene) as either insulation or covering 

has exceptional resistance to sunlight, moisture, corrosive diameters provide neater appearance, be 

atmospheres and abrasion. With no braids to rot and fes- sides reducing wind and ice loading 

toon, replacement is minimized. 


having ease of handling, as well as long 


non-festooning service life. Uniformly small 


It Costs Less to Buy the Best 


ALUMINUM 


ROME CABLE CORPORATION, ROME, N.Y., AND TORRANCE, CALIF. 
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able from the Pyle-National Co., 1354 N. Kostner Ave., 
Chicago 51, Ill. These pages describe a wide range of 
plugs and receptacles for special purposes. 

1079—Connectors. A 24-page catalog describing K & H 
solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Cincinnati 
2, Ohio. A wealth of information, including specifications, 
descriptive material and illustrations are included. 

1081—Busduct Data. Various applications of the FA 
busduct for industrial purposes are illustrated in this 31- 
page bulletin made available by the Frank Adams Electric 
Co., St. Louis, Mo. 

1085—Lighting Fixtures. Eastern presents their most 
complete catalog, 32 pages of engineered lighting data, 
including a variety of fixtures for all architectural, com- 
mercial and industrial applications. Eastern Fixture Co., 
Inc., 170 Vernon St., Boston 20, Mass. 

1087—Connectors and Fittings. The M. & W. Electric 
Mfg. Company, Inc, East Palestine, Ohio announces a 
new twenty-four page catalog covering Service Entrance 
Cable Fittings, Ground Clamps, Ground Rods, BX and 
Romex Connectors, Staples, Conduit Fittings, Wireholders, 
Insulator Supports, Cable Racks and Watt-hour Meter 
Protectors. 

1093—Magnetic Motor Starters. A new 22-page booklet 
(Catalog No. 6300—AIA file No. 31G3) issued by the 
Monitor Controller Company, 51 Hayward Street, Boston, 
Mass., describes in detail the company’s V-type starters 
and explains the protection inherent in the patented Com- 
pensated Therma! overload. 

1095—Electrical Specialties. The F. D. Kees Mfg. Com- 
pany, Beatrice, Neb., has available upon request, a 20-page 
catalog illustrating various types of enclosures and other 
electrical specialties manufactured. This 76-year-old firm 
supplies the better-known utilities and jobbers throughout 
North America. 

1097—Flexible Cords and Cord Sets. A complete nine- 
page catalog is available from Cornish Wire Company, 15 
Park Row, New York 7, N. Y., containing data on all 
standard electric cords and stock cord sets, including Neo- 
prene-jacketed. Also descriptive data on the new UL 
approved all-Neoprene heater cord “COROPREX.” 

1099—Lighting Fixtures. Fluorescent and incandescent 
luminaires for schools, offices, stores and churches are il- 
lustrated in a series of bulletins issued by Curtis Lighting, 
Inc., 6134 West 65th Street, Chicago 38, Ill. The entire 
series or any individual bulletins may be obtained upon 
request. 

1103—Electrical Connectors. Burndy Industrial Catalog 
52, featuring a complete line of general-purpose connect- 
ors for industrial wiring is available. Complete informa- 
tion concerning application, construction features and di- 
mensions of these connectors are included, as well as sev- 
eral pages devoted to engineering data. Published by 
Burndy Engineering Co., Inc., 107 Bruckner Blvd., New 
York 54, N. Y. 

1105—SnapX Connectors. A new folder on SnapX con- 
nectors is now available from Briegel Method Tool Co., 
Galva, Ill. Illustrated and explained are the three steps 
necessary for connecting cables to boxes with this new 
connector for armored and non-metallic cable. 

1107—High Voltage Portable Cables. The various types 
for use from 600 to 15,000 volts are described and illus- 
trated. Catalog listing including weights and outside diam- 
eters are given. Detailed splicing instructions are in- 
cluded. Copies may be obtained from Simplex Wire & 
Cable Co., 79 Sidney Street. Cambridge 39, Mass. 

1109—Anchoring and Drilling Devices. An illustrated 
32-page catalog No. 65, describing more than twenty-five 
anchoring and drilling devices for making fastenings to 
masonry, is available from the Arro Expansion Bolt Com 
pany, Marion, Ohio. 

1111—Fluorescent Fixtures. The specifications on all 
fixtures built by the Light & Power Utilities Corp., of 
1035 Firestone Blvd., Memphis, Tenn., are detailed with 
illustrations in the newest catalog issues by this company. 
The cover of this catalog has an interesting wood cut 
called Light through the Ages which depicts the advance 
of lighting from the cave man to modern fluorescent 
lighting. 

1115—Remote-Control Wiring. An eight-page, non-tech- 
nical booklet on remote-control wiring, publication No. 
16-330, written expressly for the consumer, is available 
from the G.-E. Construction Materials Dept., Bridgeport 
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2, Conn. The booklet gives a picture story on the con 


venience, safety, and economy of this new wiring method 

1117—Fluorescent Fixtures. The Edwin F. Guth Co., 
2615 Washington Ave., St. Louis 3, Mo., has released a 
new catalog covering their complete line of commercial 
and industrial, fluorescent and germicidal lighting equip 
ment. A full range of fluorescent fixtures is presented in 
the catalog, No. 47, in a condensed, easy-to-refer-to form. 

1121—“SPIKE-LITE,” a new product of PERFECT- 
LINE Manufacturing Corp., Hicksville, N. Y., is now avail 
able. The “SPIKE-LITE,” a weatherproof, adjustable, 
aluminum lamp holder, is ideal for special outdoor light- 
ing for farms, gardens, displays, billboard, etc. It is com- 
plete with stake, asbestos gasket and 10 ft. or 25 ft. out- 
door cord and plug, and uses PAR 38-150 watt lamp which 
is not included. 

1131—Fluorescent Units for Slimline Lamps. This new, 
illustrated, 20-page bulletin gives complete specifications 
of general purpose, “Magna-F lo” lihting systems for 96, 
72 and 48-inch, T12 Slimline lamps. Describes individual 
units and continuous line systems plus accessories. 84 
x 11” page size. Write Benjamin Electric Mfg. Company, 
Des Plaines, Illinois, and ask for bulletin “mf.” 

1133—Vaportight Fixture. New Appleton “V-51” Series 
Convertible Vaportight Lighting Fixture is fully described 
and illustrated, for pendant, ceiling or bracket mounting, 
with or without reflectors and guards. Wattages, weights 
and dimensional data. Bulletin 5-A, 20 pages and cover 
Appleton Electric Company, 1701-59 Wellington Avenue, 
Chicago 13, Ill. 

1135—Electrical Wiring Devices. Catalog No. 51, con- 
taining complete electrical wiring device line of Leviton 
Mfg. Co., Brooklyn 22, N. Y., is a 96-page thoroughly illus 
trated one. Included are such features as the Kwikchange 
line, with wiring diagrams, a general index, and an index 
to catalog numbers. This catalog is completely new and 
revised. Over 1,000 items illustrated. 

1141—Champion Maintenance Manual. The “Champion 
Maintenance Manual’—24 pages of basic data on incan- 
descent and fluorescent lamps, also the “Champion Light 
rule’—an accurate pocket calculator for problems involv 
ing various lighting fixtures with incandescent or fluores- 
cent lamps. Champion Lamp Works, Lynn, Mass. 

1145—Wires and Cables. Crescent Insulated Wire & 
Cable Co., Trenton, N. J., has issued a 118-page bradded, 
notebook-style catalog, No. 45, covering their complete 
line of wires and cables. A description of processes used 
in manufacture is followed by illustrations, specifications, 
and descriptions of the entire line. An alphabetical index 
and addendum complete the catalog. 

1147—FLUORESCENT LIGHTING FIXTURES. Com 
plete catalog of fluorescent lighting fixtures for industrial, 
commercial and residential use. Address requests to Sy! 
vania Electric Products, Inc., 87 Union Street, Salem, 
Massachusetts. 

1149—Insulators. Victor Insulators, Inc., Victor, N. Y., 
has available a complete catalog of Victor high, medium 
and low voltage insulators and pole line hardware. Com- 
plete contour shapes, dimensions, specifications and engi- 
neering data are included. Write for Bulletin No. 4 or use 
reply coupon below. 

1151—Circuit Breaker System. A concise and well-illus 
trated 28-page catalog, No. C. B. 1000, on the new Stab 
Lok Cireuit Breaker System has been announced by Fed 
eral Electric Products Co., 50 Paris St., Newark 5, N. J 
Advantages of the system comprise headings under which 
are listed complete specifications. Dimensions and knock- 
out locations, purchasing information, and wiring dia 
grams are features of the catalog. 

1153—Jiffy Line Electricians’ Tools and Wiring Special- 
ties. A new catalog issued by Clyde W. Lint, 1144 W 
Washington Blvd., Chicago 7, Ill., discusses details of the 
company’s line of tools and electrical wiring devices, pole 
line hardware, and standard porcelain. 

1155—Wire and Cable. Two new illustrated catalogs 
Magnet Wire, No. 23, and Power and Control] Cables, No 
24—available from Rome Cable Corp., Rome, N. Y., cover 
variations of wire and cable types in the broad field of 
Rome Cable applications. Magnet Wire catalog has been 
designed to assist in selection and application of proper 
Magnet Wire types. In addition to descriptive data, techni- 
cal information has been included for reference. Power and 
Control Cables catalog is intended for utility, construction, 
and industrial engineering and purchasing personnel as 
a guide in selection of proper wire and cable types. 





Insulated 
Conduit 
Bushings! 


Top quality and economy 
go hand and glove with 
UNION'S integrated pro 


duction. 


All operations under one 


roof, from raw material 


‘ i ‘ 
me] + cf 
3 . 3 . 
<< 
— uM aes 
x —_ Il 6 i aaa to distributors stock. 
McGRAW HILL ¢ 
ELECTRICAL “5 
CATALOGS 
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h EXCLUSIVE ADy y 
WHEN ECIFy Ne 


fixtures are certified 

by Electrical Testing ie 
Laboratories, inc., as comply- 
ing with rigid specifications. 
covering electrical and 
mechanical construction. 


THESE 4 ADVANTAGES a WHEN YOU SPECIFY FLEUR-O-LIER 


Manufacturers 
Write for your ~ 2116 Keith Building ° Cleveland 15, Ohio 
free copy of the . os 


new booklet 
giving complete 
details of the 

Fleur-O-Lier 
index System 
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Now a 32-step regulator for the 


You can set new standards of service on your branch 


and rural circuits with this new ML32 single-phase 
step voltage regulator—and at no extra cost! 


The ML32 supersedes the ML8 at no increase in 
price. With this new regulator, you get a twenty 
percent range of automatic voltage regulation—10% 

( 


raise and 10% lower, in thirty-two °,°7 steps. You 
get accurate regulation, too—new Class I accuracy 


controls assure at least 99°7 accuracy, regardless of 


operating changes in temperature, frequency or load. 


These and other new features make the ML32 by 
far the best and most advanced single-phase step 
voltage regulator available today. Booklet GEA-5752, 
just off the press, gives full information. Ask your 
local G-E sales representative for a copy, or write to 
General Electric Company, Schenectady 5, New York. 


GENERAL @@ ELECTRIC 
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CLASS | CONTROL ACCURACY results from skilled craftsmanship and thorough 
testing. Here a composite test is being made of an assembled ML32 control 
panel. A final check is made on both the regulator and its controls after as- 
sembly 





Standard Voltage Ratings 


load 
Amp at 

10% 

Raise 
or Lower 


Kva 

Cont List 
55C Cat. No. Price* 
Rise 


RATED 2500 VOLTS (For 2500-2400-volt Circuits) (4330Y Volts) 





12.5 29D380 $1664 50 
25 290381 1885 100 
37.5 29D382 2106 150 


RATED 5000 VOLTS (For 5000-4800-4330-4160-2500-2400- 
volt Circuits) (8660Y Volts) 


25 29D385 $2193 50 
50 29D386 2693 100 


RATED 7620 VOLTS (For 12470GrY/7200-13800GrY 7960 
11950GrY 6900-13200GrY /7620-volt Circuits) 


19.1 29D388 $2373 
38.1 29D389 2820 
57.2 29D390 3279 
76.2 29D391 3715 


“For estimating purposes, multiply these prices by 0.52 





price of an 8-ste 
the new ML 


@ 10% raise and 10% lower 
thirty-two 5/8% steps 


@ Class | Control Accuracy 
@ Modernized Control Panel 
@ Optimum-life Switching Mechanism 


@ Large Magnetic Position Indicator 
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MODERNIZED CONTROL PANEL is neat, simplified. All control 
knobs are conveniently located. A handy utility shelf holds meters 
and tools, and locks door in open position. In closed position, it 
may be used as an instruction book holder 


OPTIMUM.-LIFE SWITCHING MECHANISM. Arrow points to new 
impeller that provides the optimum switching speed for maximum 
contact life. This improved switching design assures long contact 
life with fast, silent operation. 


LARGE MAGNETIC POSITION INDICATOR on the new ML32 
has big, bright numerals and is slanted downward for ease in 
reading from the ground. 





TREX. 
HELPS 


TAKE THE BUBBLES OUT OF STEEL CASTINGS 


Foundries “skin dry” molds so that the molding sand will not give off a gas and 
cause bubbles or porosity in the casting. 


Until a short time ago it was common practice in most foundries to skin dry molds 
with an open kerosene torch. It was slow, hot, dirty, disagreeable work and a moment’s in- 
attention could result in a burned and spoiled mold. 


A Milwaukee foundry decided to get rid of this dirty, slow job of skin drying molds. 
They had infrared ray heaters developed. These heaters not only did away with the drudg- 
ery of the job but gave the foundry several unexpected dividends. First, the labor of the man 
drying the mold was eliminated. Second, spoiled molds became a thing of the past. But better 
still, because the infrared ray heaters were faster than the open kerosene torches, it was 
possible to dry an additional mold each day and that is a considerable dividend. 


Of course the infrared ray heaters demanded a dependable pathway for power and 
that they got in TIREX Cables. This picture shows TIREX Cables connected to the heaters. 
TIREX not only operates dependably day in and day out but it safely combats the sharp 
abrasive foundry sand, it eliminates the danger from cable fires caused by flying molten 
metal sparks, and it takes in its stride the everyday abuse that is part of the job. 


Isn’t that the kind of service that you want from your portable cords or cables? Of 
course it is! This kind of service was deliberately built into TIREX Cords and Cables. They 
are a product of Simplex research. 


Simplex research gave you the first heavy duty, rubber-jacketed portable cord or 
cable; the first low water absorption insulation; the first rubber-jacketed underground 
cable. Besides these notable ‘Firsts’ Simplex research has provided a great many develop- 
ments which have enriched the art of cable design. 





SIMPLEX-TIREX IS A PRODUCT OF SIMPLEX RESEARCH 


SIMPLEX-TIREX 





SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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Now... get “individually engineered’ 
panelboards ...in minutes! 


BullDog’s new principle of standardized units 
offers immediate delivery, new flexibility on 
Pushmatic panelboards up to 42 circuits 





Here’s news that electrical contractors will like 
to hear. By standardizing on component parts, 
BullDog has engineered 5 basic panel devices that 
can handle any requirement up to 42 circuits. 


For the first time you can get immediate deliv- 
ery on panelboards that will meet any installation 
need <xactly, that are virtually “individually 
engineered” to circuit and rating specifications, 
yet available in minutes from the shelves of your 
local BullDog Distributor. You can stock them 
yourself, too, since these 5 flexible units replace 
hundreds of now outmoded catalog numbers. 

BullDog panelboards also give great flexibility. 
Individual Pushmatic circuit breakers are inter- 
changeable and available in a wide range of rat- 
ings. Where circuits aren’t needed immediately, 
filler plates can be used, and later changed as new 
circuits are required. You'll make extra profits 
on each Pushmatic you install. 


So forget about high-priced, custom-built panel- 
boards that take weeks to get and hold up rush 
jobs. Recommend and install flexible BullDog 
Pushmatic Electri-Center Panelboards. They are 
mass-produced, cost your customers less, bring 


y Get all the details on BullDog Pushmatic Electri- 
higher profits to you. Center Panelboards. See your BullDog Distributor or 


write for free Bulletin 513. 





BULLDOG Pushmatic Electri-Center Panelboards 





@For plants, commercial build- 
ings, institutions. 

@ Underwriters’-listed up to 42 
circuits. 

@individual Pushmatic units 
(Thermal Magnetic) rated 15, 
20, 30, 40 and 50 Amps.; quick- 
mounting, fully interchangeable 


@ Meet Federal Specifications WP 
131a Class A 


@ Push-button switching and auto- 
matic circuit protection. No reset 
position. 


@ Code Gauge steel fronts, flush 
or surface type. 





@ Code Gauge steel boxes with 
ample knockouts in removable 
ends. 


@ 4"-wide gutters for easy wiring. 


® Provision for Main Lugs at top 
or bottom. 


@ Flexible from every standpoint. 








BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN * FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 


BULLDOG 


1902-1952 . . . SERVING INDUSTRY FOR 50 YEARS WITH FINER ELECTRICAL PRODUCTS 
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How Can America Produce All the Steel It Needs 
... for Military. . . and Civilian Purposes ? 





FREE BOOKLET Tells How to 
Conduct Scrap Salvage Program 
in Your Business. 

Address Advertising Council, 25 
W. 45th St., New York 19, N. Y. 


One way is to feed more pig iron into 
the furnaces. But . . . 

That will require more supplies of ore, 
limestone, coal, etc.*—to say nothing 
of more new ore boats and rail cars to 
transport the additional supplies. 

A better way—the only practical way 
—is to use the dormant iron and steel 
scrap lying around in the form of old 
machines, equipment, tools and metal 
structures. 

Your business must have available 
scrap—in some form. That scrap is 
needed to keep the furnaces going in the 


steel mills . . . to keep our fighting 
forces and our allies well armed . . . to 
sustain our civilian life at home. 
Think how many ways you use iron 
and steel. Think what would happen if 
it became extremely scarce. Put your 
iron and steel scrap to good use—now 
—by selling it to your local scrap dealer. 
Don’t delay—the emergency is be- 
coming more severe every day. 
*For every ton of scrap fed into the furnaces, 
we save approximately 2 tons of iron ore, 
1 ton of coal, nearly 4% ton of limestone and 


many other critical materials. Also, scrap helps 
make steel faster, shortens the refining process. 


NON-FERROUS SCRAP IS NEEDED, TOO! 


This advertisement is a contribution, in the national interest, by 


ELECTRICAL SOUTH 
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Specified wherever 
quiet, efficient 
operation 


Aovance iv demanded 
TRANSFORMER 
CO. aie OBall uy CABLE ADDRESS: 
1122 W. CATALPA AVE., CHICAGO 40, ILL... 3 ame 
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NOW! PLEXOLINE® FLEXIBILITY 
WITH NEW LOW BRIGHTNESS 


HINGED LENS 


The introduction of Day-Brite’s Plexoline system 
in 1950 made headline news in the lighting industry. 


Now Day-Brite announces a new Plexoline develop- 
ment to meet the increasing demand for low bright- 
ness luminaires. 


The new HINGED LENS PLEXOLINE is a 2-lamp 
fixture, equipped with Holophane Controlens* No. 
9015, fitted into a hinged 

frame. A separable hinging 

arrangement allows hinging 

from either side or complete 

removal for easy mainte- —— 


<9 
nance oe 
Available in eight-foot and plexoline Circulor Units— 
Adjustable and fixed 
accent units with luminous 
sides. 


four-foot sections for Slim- 
line or Fluorescent lamps, 
the HINGED LENS PLEXO- 
LINE is recommended for surface mounting only 
and top reflector plates are furnished for 100% 
direct distribution of light. 


*® Holophane Company 





HINGED LENS PLEXOLINE is a new addition to the famous 
Plexoline system. Combined with Plexoline-2 circular units 
and adapters, this new linear unit permits unlimited light- 
ing 


patterns curves, circles, angular patterns, abstract 


designs — with the most advanced low brightness qualities. 


For full information and data 
on the new HINGED LENS 
PLEXOLINE, 


nearest Day-Brite representa 


“DECIDEDLY BETTER 


DAY-BRITE. 
Sg lighting Portes 


consult your 

tive or write Day-Brite Light- 

5435 Bulwer Ave., 
° Missouri 


ing, Inc 
St. Louis 


YOU'LL FIND THE DAY-BRITE REPRESENTATIVE IN YOUR AREA HELPFUL AND COOPERATIVE: 


ATLANTA 1, GEORGIA 
Cecil Cannon & Oren Ruff, Jr. 
P. O. Box 1304 

HOUSTON, TEXAS 

N. O. Reed 

1602 West Main 
BALTIMORE 17, MARYLAND 
Sam Masland 

625 West North Avenue 


MANDARIN, FLORIDA 

Joseph N. Crevasse 

P. O. Drawer 7 

CHARLOTTE 2, N. CAROLINA 
Gordon Wells 

212 Builders Bidg. 

MEMPHIS 3, TENNESSEE 
Munding Elec. Sales Agency 
166 Monroe Ave. 


16 


DALLAS, TEXAS 

H. A. Auchter 

102 Thomas Bldg. 

NEW ORLEANS, LOUISIANA 
Paul Hogan, Jr. 

342 International Trade Mart 
RICHMOND 24, VIRGINIA 
Earl Dagenhardt 

4000 Maury St. 


OHARA ATRO 
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CLEAN HEAT FROM 
CLEAN HEATERS! 


valier 


ORTABLE 
ELECTRIC ROOM HEATERS 


BIG 

SALES FEATURES 
YOUR CUSTOMERS 
SEE AT A GLANCE! 


1. Easiest to clean of any heater on the market. 
Complete cleaning in FIVE minutes. 


2. Circulates air through tapered cones . . . no need 


for a fan. 
These are only two of the many features that help 


you make sales faster, easier with Cavalier. 


Distributors Being Appointed. Write For Details. 


...2000 WATTS, 230/240 VOLTS 
3000 WATTS, 230/240 VOLTS 
-4000 WATTS, 230/240 VOLTS 


HEAVY purty HEATER 
INDIVIDUAL AUTOMATIC 


\TH 
™ CONTROL 


THERMOSTAT 


QUALITY PRODUCTS SINCE 1865 


CAVALIER CORPORATION 


ELECTRIC HEATER C N 
CHATTANOOGA 2, TENNESSEE 


Manufacturers of Cavalier Cedar Chests 


ond Covolier Bedroom Furniture 





Task Matched industrial lighting plus “Springlox... 


only BEN7AMIN Wecagrete PCO ssn 


bring you Lotte Uf 


No other T12 Slimline System is so compLete! No other lighting system has 
“Springlox”” Lampholders! Only Benjamin “Magna-Flo” Systems bring you Boru 


these advantages, so important to BETTER SEEING and QUICKER MAINTENANCE, 


%, FREE DATA BULLETIN AD5705 brings you complete “Magna-Flo” specifications 


Fand details of the hundreds of “Magna-Flo” combinations which make possible lighting 
to MATCH ANY INDUSTRIAL SEEING TASK! Benjamin Electric Mfg. Co., 
Dept. Z-1, Des Plaines, Illinois. 


for BETTER SEEING... 


I Task Matched eas 


Bou get BETTER SEEING, because the “Magna-Flo™ Line is so complete 
that you can always specify units which are MATCHED TO THE SEEING 
Rask! No need to settle for “second choices” or substitute sizes and 
Bice! Just three channels and four reflectors form the basis for 

UNDREDS OF COMBINATIONS! Assembly lines or drafting tables, inspee- 

x or production lighting, lighting for the discernmen. of fine detail or 

equate light for larger work ... whatever the seeing task, it can be 

ATCHED with “MAGNA-FLO”™. 





a ” 7] ” with 2 or 3-lamp ‘'Springlox"™ 

yi} poi 2 a | in INDIVIDUAL UNITS or CONTINUOUS LINES 

- with APERTURES, LOUVERS, COVERS or SHIELDS 
T12 LAMPS and Suspended by CHAIN, CONDUIT, CABLE, SINGLE- 

© REFLECTORS J ROD, CEILING or TWIN-ROD 


@ for QUICKER MAINTENANCE... 


te 5 
Springlox Lampholders 


There's nothing like this rugged, all-metal, patented Benjamin fluores- 
cent lampholder for “quick-in, quick-out” lamp servicing that speeds up 
relamping and improves reflector maintenance. “Springlox™ is one of the 
important exclusive advantages that make “Magna-Flo” Systems out- 
standing. It is a “MAGNA-FLO™ PLUS that COSTS NOTHING EXTRA! In addi- 
tion to its maintenance speed-up features, “Springlox” assures (1) 
COMPLETE SAFETY from lamps dropping out or being loosened by vibra- 
tion, because it is self-adjusting for slight differences in lamp lengths: 
and (2) NEVER-FAILING SAFETY CONTACT because of a built-in “easy- 
make, easy-break™ circuit switch, 


. =p werd 
| a ap “a b> 
ja = af 


- 
. 

. 
watt e 
~ 








To Supplement your Short 
Supply of Copper Wire and Cable 


‘USE ALUMINUM 


CLISIDS SL EORLLLED II ESS IES VUES FT. 


‘200000 CM- Al-600V- aH 





CRESCENT has had much experience in the 
BULLETIN No. 521 manufacture of insulated aluminum conductors. 


CRESCENT ALUMINUM Building Wire em- 
CRESCENT ploys ENDURITE heat and moisture resistant 


insulation in sizes No. 1/0 AWG to 1,000,000 
CM as Underwriters Laboratories “Type RH— 
c” 


75° C. or RW—60 
Aluminum CRESCENT ALUMINUM Service Cables are 


available in size No. 6 AWG and larger as Ser- 
Building Wire , vice Drop (Type SD); Service Entrance (Type 
SEU); or Underground (Type USE, Style RR). 
CRESCENT ALUMINUM Power Cables can 
be furnished with rubber, thermoplastic or var- 
nished cambric insulation and with braid, neo- 
—— Pe eee prene jacket, lead or armored coverings. We 
sae tag ae ce ie ens aan Foe ampere re will welcome your specific inquiries. 
SEN nae : Under the C.M.P. Program, it is necessary to 
get an allotment of aluminum for insulated 
electrical cables from your Claimant Agency. 
Your Electrical Distributor and the CRESCENT 
Sales Representative will be glad to work with 
you in obtaining additional desirable aluminum 
cable above what you can get in the critically 
short copper types. 
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Are You Making Use 


of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you \ 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, cirele the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want. 






a The safe, efficient way to provide 
closely-spaced, correctly-located outlets 

The staff of ELECTRICAL for the convenient plug-in-anywhere of 
SOUTH will, be glad to help y | electrically-operated machines and 


you with other problems. They i equipment on assembly. lines, work 
will obtain expert advice for benches, inspection tables, in laboro- 
you on both technical and tories, engineering departments, offices 
business problems. The ser- . wherever it is essential to have all 
vices of a number of consul- 

: ; the outlets you need when you need 
tants are available. Whether 
them, where you need them. 
your problem relates to sales 


promotion, lighting or wiring «net TRig, 


layouts, applications of the % 


x 
National Electric Code, or J ( e ) 10 PLUGMO.y 
equipment application, it will = y }) BA PN ‘7, 
receive careful attention. "\) 45 oe 
Ws 
& 


Send today for this 
Address your requests to: cA opliing anal the * 
PLUGMOLD tric 





Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE yo THE WIREMOLD COMPANY 


Atlanta 5, Ga. | HARTFORD 10, CONN.. DEPT. B 


Please send me a copy of the PLUGMOLD bulletin 
Name 


THE WIREMOLD COMPANY 
HARTFORD 10, CONN. 


Company 


Address 





a_i Stote 
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ALCOA 


and, Alcoa Worknuanalip ACCESSORIES 


Alcoa has developed a complete 
ea YY line of aluminum accessories to 
gere? help you build your T. & D. lines 

faster and better. 


codve 
pie oO 


“SEE IT NOW,” with Edward R. Murrow, 
brings the world to your armchair... 
CBS-TV every Sunday — 3:30 P. M. EST 
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for the office . . . for the store 


for the factory 


RRO UucyesT TUES « Smithenaft 


LIGHTING DIVISION 
CHELSEA 50 ASSACHUSETTS 


M 
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This Transformer must be 


ELECTRICAL SOUTH for MARCH, 1952 


From an electrical engineer's viewpoint, it’s 
essential to install lighting transformers in 
locations like this, close to the center of the 
load. But, from the point of view of your 
maintenance staff, it could be a problem. 
Westinghouse Dry-Type Transformers solve 
that dilemma. They're maintenance-free! 
They have no liquids to recondition or 
replace, no valves, gaskets, or mechanical 
devices. With complete simplicity of de- 
sign, they eliminate ordinary transformer 


maintenance problems! 


They offer other advantages, too. Because 
they are built around Hipersil® cores, they 
are smaller, lighter, easier to install. Some 
models, with circuit-breakers built in, dis- 
pense with the need for separate protective 
devices. Available in a wide range of ratings 
to serve both light and heavy machinery as 
well. For complete information, check with 
your distributor, your Westinghouse rep- 
resentative, or write direct for a copy of 
booklet B-4439 Westinghouse Electric 
Corporation, P. O. Box 868, Pittsburgh 30, 


Pennsylvania. }-70615 














L 


ROLL THIS WAY! 

















ER 


z 






—_, 









SP ee | 


You bet...with 
just a little push 
from you! 


Our job, as we see it, is to roll wire, 
conduit and cable to you—to you 
power companies who light 
America and make the wheels turn 
for defense—to you industrials 
who produce the goods to make 
us strong—to you contractors 
who harness electricity during war 
and peace. 


We'll roll it out as fast as is 
humanly possible—and here’s 
where you can help. Try to antici- 
pate your Triangle requirements 
as far ahead as possible. Such 
“look-ahead” ordering will help 
us roll it your way—on schedule! 


You'll save—and get it faster— 
through a Triangle Distributor 


TRIANGLE CONDUIT & CABLE CO., INC. sew srunsivice, new sensey 


“Glazon’’ Building Wire « Bare Wire + Armored Cable « ‘’Glazon’’ Non-Metallic Sheathed Cable « Service Entrance, 
Service Drop, Varnished Cambric Braided or Leaded, Control Wire, Trioprene Trench, Power and Parkway Cables « Rigid 
sees Conduit Hot-Dipped Galvanized and Black Enamelied - Electric Metallic Thin Wall Conduit « Flexible Steel Conduit, 4 
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PROTECTIVE 
LIGHTING 


EXPLOSION-PROOF 
LIGHTING 





PUT GRAYBAR'S LIGHTING EXPERIENCE TO WORK FOR YOU to the more specialized applications of protecti 

You can count on Graybar for accurate, re pny infor ee | rhting, and explosion-proof lighting 

eager any of these typical lighting installations. We'll and w erials they + can be convenient] 
» glad to work with you in planning practical solutions cured through your near-by Graybar office 


~ How to simplify complex lighting hs 


When the job’ yugh one, call in your local Graybar Lighting 
Speciali >” iv to help you and your customers develop 
tailor-made I: ut for all types of protective or explosion- 
proof lighting installations 


But, no matter what the job—when it first comes up 

the time to contact your Graybar Representative. Let him fur 

nish the delivery, price, and specification data you need to make 
your bid. You'll get it fast, too, because Graybar people have 
this sort of information right at their fingertips. Later on, it’ 

a simple matter to write out a single order for all the lamp 

fixtures, wire, and fittings you need—saves you dollars both in 
time and paper work 


emember, Graybar distributes over z different elec 
R ber, ¢ I listribut 100,000 diff t el 
trical items, including the most complete selection of lighting 
: units and lamps available anywhere 
Lighting hazardous locations in refineries, chemical ; ; 
plants and pumping stations, for example, requires In fact, it pays to check with your local Graybar house for 
specialized techniques. A Graybar Lighting Special everything electrical—for wiring, power, ventilation, and com 
ist can always help you select lighting units and munication, as well as lighting _ 
fittings that provide maximum protection against 200-73 
the danger of explosion. 


Graybar Electric Co., Inc. 
Executive Offices: Graybar Building 
420 Lexington Ave., New York 17, N. Y. 


Ger convenience, service, reliabtiity . 


100 PRINCIPAL CITIES 











—you ll find what you need in the Complete line 


These pictures will give you an idea of the wide 
variety offered in the Penn-Union Catalog: 

Grounding connectors, clamps, and studs for all 
combinations of pipe, rod, flat bar, braid, tubing. 

Every one a thoroughly tested, dependable unit 
of protection for personnel and equipment... of 
ample capacity, high mechanical strength, and 
resistant to corrosion. 


SOLD BY LEADING WHOLESALERS 


BEN K. PATTON 
Gulf Sales Agency 

3022 Metairie Road 

New Orleans, La. 


- 
‘I 
= 


L. MORRIS LANDERS 
624 Spring St.. N.W 
Atlanta, Ga. 


PENN-UNION ELECTRIC CORPORATION, Erie, Pa. 


PENN-UNION 


Penn-Union also makes the complete line of 
Service Connectors, Power Connectors, Tees and 
Cable Taps, Straight and Parallel Connectors and 
Reducers, Terminal Lugs, ete. 

Penn-Union fittings are the first choice of lead- 
ing utilities, industrial corporations, electrical 
manufacturers and contractors—because of their 
known dependability. 


WAREHOUSE STOCKS CARRIED BY— 


WALTER J. HUEMMER 
Dallas Transfer & 
Term. Warehouse Bldg 
Dallas, Texas 


WILLIAM ROBINSON 
Gulf Sales Agency 
524 East 14th St 
Little Rock, Arkansas 


BECKER DRANE 
Gulf Sales Agency 
731 Wingfield St 
Jackson, Miss. 


4 
& 
} 
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How to balance your 





communications 





with your needs 














Every power line has its own individual communi- 
cations requirement. Any less is unsatisfactory. Any 
more is wasteful. 


The Bell System can provide exact amounts of 
communications service — no less, and no more than 
you should have. If your communications needs in- 
crease, we can expand your service accordingly. If 
your needs decrease, we can trim your service to fit. 


Net result: good, flexible, efficient communications 
for the job at all times. 

The Bell System places all forms of communica- 
tions at your service — using microwave radio, wire 
or cable. In every case, we have matchless experience 
to back up our equipment. 

e 
Your Bell Telephone Company will be glad to study 
your communications problems and needs without charge. 





PRIVATE-LINE TELEPHONE TELETYPEWRITER MOBILE TELEPHONE 


Neon 
BELL TELEPHONE 


METERING CHANNELS SYSTEM 








* 
| ‘act: With over 40 million cars... 


more than a mile of road for 
every square mile of area. . . and over 250,000 gas- 
oline stations along those roads . . . the people of 
the U.S. have achieved freedom of personal mobil- 
ity beyond anything even imagined anywhere else. 





© 
{1 Question: 
Who worked out the plan under which 
this was achieved? 


Answer: No one did and no one 


could. It is the product 
of a process, not a plan. It came about through the 
American process of open, strenuous competition 
in the automotive and petroleum industries. It’s 
the kind of accomplishment which only such com- 
petition can produce . . . and let’s not forget it! 


rat Min, Pwr. 4 ah (a  r9s 


This report on PROGRESS-FOR-PEOPLE is published by this magazine in coopera- 
tion with National Business Publications, Inc., as a public service. This material, 
including illustration, may be used, with or without credit, in plant city adver- 
tisements, employee publications, house organs, speeches or in any other manner. 


The competitive system delivers the most to the greatest number of people 
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NDUSTRIAL FIXTURES 


mean Brighter Business! 





SYLVANIA 


NT 2404 


NT 4408 


Attention Lighting Contractors and Wholesalers! | Lower prices and lower maintenance . . . 


Sylvania now offers you a fixture line that is undoubt- | assured by Sylvania’s improved simplified designing. 

edly the greatest advance ever made in fluorescent fix- | This permits fewer parts and faster assembling opera- 

ture engineering. This new line is bound to mean better tions. These savings in time and material are passed on 

and brighter business for you... . and your customers to you... and your customers. In addition, rugged con- 

. for 3 big reasons. Here's why: struction and Sylvania long-life tubes mean minimum 
maintenance costs. 








2 222 New Industrial Fixtures. Engineered for superior performance. 


Adaptable to the full range of industrial lighting | Finished in RLM approved porcelain or Miracoat 
. from simple store-room illumination to hgh enamel, Sylvania fixtures are unsurpassed in initial and 

intensity lighting required in inspection and pre- maintained light output. 

cision assembly operations. 





Urge Electrical 
Contractors to 


"eesta;,, 
Display this sign. FREE 
It identifies ILLUSTRATED FOLDER ~~ 
them as the / 
Lighting Con- 
tractor equipped 
to offer finest 
service and fin- 
est fixtures... 
SYLVANIA. 


Sylvania Electric Products Inc. 

Dept. L-2803, 1740 Broadway, New York 19, N. Y. 

Please send me illustrated folder describing the full line of Sylvania’s 
New Industrial Fixtures. 


FLUORESCENT TUBES, SIGN TUBING, FIXTURES, WIRING DEVICES: LIGHT BULBS; 
RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC 
TEST EQUIPMENT; PHOTOLAMPS; TELEVISION SETS 


brings you full details about 
Sylvania’s new Industrial Fix- 
tures. Mail the coupon for your 
copy NOW. 








& 
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OF THE U.S.A. 


A newsboy whistling; children laughing; the bark of a dog; the whir of a lawn mower; the 
song of a thrush; the whish-whish of passing cars and the thunder of lumbering trucks; a 


hammer's thud on wood; the cheers and jeers of a football crowd; an ambulance siren; the 


reverberating warning of the streamliner; the roar of a 4-motored transport plane; the 


imperious ring of the telephone; bell strokes from a church steeple. 


From coast to coast, you hear it, a symphony of 
people and machines; the music of a young, 
strong, FREE country on its way to a more glorious 
future—the music of the U.S.A. 


All across the nation, electrical energy flows 
through arteries of aluminum and copper, rein- 
forced with steel; and wherever it flows, this 
music is carried, the song of a people like no 
other in the world. 


SOUTHERN ELECTRICAL 
CORPORATION 


Provides TOP-QUALITY in 
© ACSR Conductors 
® Galvanized Steel Strand 
© Copper Wire and Cables 
© ACSR Accessories 


Plus the FASTEST SERVICE available 
But right now, our country's DEFENSE has first call on both. 


SOUTHERN QUALITY 


Phone 7-3325 


a 


im THE eas oF THE a 


CHATTANOOGA, TENNESSEE 


SOUTHERN SERVICE 
MEETS EVERY TEST Ge EXCELS THE REST 


P.O. Box 989 
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Listed by Underwriters’ Labora- 
tories, Inc., for Class 1, Group C 
and D, Hazardous Locations. 


@ Greater Safety 
@ Easier To Maintain; Faster To Service 


# 
‘a 
rd 
Ud > @ Maximum Lighting Efficiency 
\ 





X 


Here’s the safest explosion-proof fixture ever designed 
for hazardous location lighting! Exclusive engineering fea- 
tures combined in the new Appleton AA-51 line make The ALL-NEW 


these fixtures safer, more efficient, easier to install and 


maintain—years ahead of the field! | 
AA-51 full circle venting—use of the entire lower edge = s ERIE y 

of the hood as a continuous louvre—is combined with 

porous metal interiors to provide much more even heat dis- EXPLOSION-PROOF LIGHTING FIXTURE 
tribution, definitely cooler operation. Special shock-absorbing 

sockets mean a longer useful life for every lamp bulb. And 1. Standardized Canopy 
greater light output— proved by lighting curve tests on every 
wattage—gives you a bonus of extra light for your money 
every hour the AA-51 operates! 3. Release lug for easy fixture removal 


@ Cooler Operating 





2. Connecting Block with Spring-leaf Contacts 


Wire-free canopy construction in AA-51 canopies 4-Shock-Absorbing Socket 
permits instant removal of the entire fixture! By exchanging 5. Porous Metal Interiors 
a clean, freshly lamped fixture unit for the one taken down, 
all actual re-lamping and cleaning may be done in safety at 
the work bench. No juggling of separate parts while perched releasing globe ring 
on a ladder! Canopies themselves—including ceiling types 7. Heat and impact-resisting Glass Globe 
and long and short bracket types—are standardized, will take 
any fixture in the AA-51 line, 60 to 500 watts, without rewir- 8. Detachable Reflector 
ing. To safely confine arcs, should current accidentally be 
left on while removing fixture, five full threads on canopy 
are engaged whenever contact is made or broken! 


Sold Through Electrical Wholesalers A P a L t T 0 wn 


APPLETON ELECTRIC COMPANY 


DUT 1754 Wellington Avenue ¢ Chicago 13, Illinois a L t T R } Cc 
Field Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. « CLEVELAND, 1836 
Euclid Avenue © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 


100 N. Santa Fe Ave. * ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 809 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth St., S. ¢ PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St. 


BOSTON, 10 High Street © DENVER, 1921 Bioke Street © PHILADELPHIA, 2013 Locust Street 
CINCINNATI, 608 American Bidg. © HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9 
BINGHAMTON ¢ DALLAS ¢ INDIANAPOLIS ¢ KANSAS CITY * ORLANDO ¢ MILWAUKEE 
NEW ORLEANS. ¢ SEATTLE ¢ PORTLAND, ORE 
Representatives: internationa! Standard Electric Corp. 67 Broad St.. New York 4 N.Y 


6. Notches provide screw driver leverage in 
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THE iron and steel industry faces a serious scrap 
shortage, growing more critical every day. . . . It will 
be impossible for producers to make the steel tonnages de- 
manded for rearmament and essential civilian needs, unless 
consumers cooperate by furnishing more scrap. . . Most 
desperately needed now is heavy industrial iron and steel 
scrap. . . . Keep the cobwebs from gathering at your 
own plant by turning in more of your own scrap today. 





The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


The steel industry is using all its resources to produce more steel, but it needs your help and 
needs it now. Turn in your scrap, through your regular sources, at the earliest possible moment 
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AXIMUM VISUAL EFFICIENCY PER FOOT CANDLE 


"Yes 
. “Fe 
Here is another , 





Sunbeam visionaire that 

leads the country in € 
luminaire design and photometric , ‘ 
characteristics. Its unique 3-lamp configura- 
tion is designed to produce a uniform 

(no “hot spots’) and wide-spread distribution 


of indirect light combined with the low brightness 4, 


transmission of the extruded plastic side aN 
ponels. Ceiling-fixture contrast ratio is markedly ’ 
reduced and the general indirect illumination contributes 
to greater visual comfort. For modern offices and ’ 
areas where speed and efficiency of work is critical, this is . 
the lighting unit to specify. The easily removed, “4 
single piece plastic side panels are supported by metal 7 
rails and grooves. Pendant mounted only, 

this luminous-indirect P1270 series is available in 48 


and 96" lamp lengths, fuorescent and slimline 


Bi ) 
SI \BEAM LIGHTING COMPANY 


777 EAST 14TH PLACE 
LOS ANGELES 21, CALIF. 
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American PS Shielded Cables are perfect for aerial lines. Tree trim- Here's a good example of the way PS Shielding prevents corona 

ming is practically eliminated. Corona troubles vanish . . . along formation. The conductor on the left is insulated with unshielded 

with television and radio interference. “ozone-proof” rubber. But the PS Shielded Cable on the right is 
completely free from corona. 


PS Shielding is so flexible, light and small that PS Shielding provides an extra margin of safety when cable must be 
it is easy to manhandle over support rigs in the dragged over sharp rock and when it must be handled by workers 
most rugged country. 
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by itself is a safety measu 


*an original development of American Steel & Wire Division 


@ There’s an easy way to prove the effectiveness of PS 
Shielding. Just drive a spike through the PS conducting 
rubber tape into the copper conductor without touching the 
ground wires. Your breakers will trip every time, proving 
that PS Shielding alone is an outstanding safety measure 
y for the protection of all who handle your cable. 
tn Naturally, the PS grounded tapes can’t carry heavy cur- 
AMERICAN rents, so they’re usually used in combination with ground 
ELECTRICAL WIRE wires. But PS Shielding will easily handle the circumfer- 
; ential current of the cable. In other words, it will do every- 
AND CABLE / thing that metallic shielding will do with these added 
advantages : 


Prevents Corona Discharge —PS Shielding is so flexible that it never 
pulls away from the insulation. This is in sharp contrast 
to metallic shielding which often separates from the insul- 
ation when the cable is bent. Each of the resulting gaps is 
a serious danger point since it may cause spark discharge 
plus the inevitable corona and ozone formation, 


Easy to Splice —PS Shielding is available in rolls. For most splices 
you can apply your shielding to the splice just like ordinary 
insulating tape. 


Reduces Bulk —PS Shielding has less bulk and weight than metallic 
shielding. Consequently, the cables are lighter, smaller, and 
in general—easier to handle. 


Increases Cable Life —PS Shielding is so smooth and pliable that it 
won't chafe the insulation or jacket. There are no fine wires 
to break when the cable undergoes hard usage. 


For the full story on PS Shielded Cables, get in touch with 


your nearest American Steel & Wire Division office. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY 
GENERAL OFFICES, CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S American Electrical Wire & Cable 


.U NITED ST A:T §:S e782 1 
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UNIPACT 2000 BELL 


Need an entire new system? Or perhaps 
just one unit that meets present noise 
level needs? Buy UNIPACT. It’s the best. 
UNIPACT is a tailor-made group of 
signals that are designed to master de- 
partment noise levels with 17 inter- 
changeable units—bells, buzzers, horns, 
chimes—all fitting one standard adapter 
plate. No new wiring is needed. Plant 
conversion is easier. Buy the proven 
brand—FARADAY. 





HOSPITAL SYSTEMS 


Whether it’s Nurses’ Call, Doctors In- 
and-Out Registers, Corridor Paging, or 
a variety of other proven hospital audible 








FIRE ALARMS 


Fire is under control from the start with 
a Sperti Faraday Fire Alarm System. 
Fire Alarm Stations, Sounding Devices, 
Control Panels are designed to give a 
fast, efficient system that stays on the 
job 24 hours a day. 


or visual signal devices, you're sure with 
a NAME BRAND—FARADAY. They 
give fast, efficient performance with a 
trouble-free signal system that has 
proven itself in hundreds of installations 
across the country. W rite for new catalog. 


ELECTRICAL SOUTH for MARCH, 1952 





IF IT'S PARANITE 
IT’S, RIGHT Wie 4“ (i 


PARAFLEX Non-Metallic Sheathed 


Cable lays flat. Won’t squirm or twist. 
Clean to handle. Plainly marked. 


PARASYN Type TW Thermoplas- 


rubber insulated wires. Smaller diameter. 





PARA-USE Type “RR” Cable pro 
vides permanent underground installa 
tion from power line to meter, and for 
connecting several buildings. Meets re- 
quirements of CAA Specifications L-824 
as Type A (on all applicable sizes). 





HYDRO-THERM Building Wire wl AAAS RAAAR AAR ALARA RAR RRAAAAAOAAAIE 
combines in a single wire the heat-resis- 
teat qualities of Type RH and the mois- Wy HYORO- THERM 


ture resistant qualities of Type RW. 


urRC Weatherproof Wire and Cable 

can be relied upon to meet severe cli- j eee PILI A EI 2 al 
matic conditions. Both actual line and 

Weather-Ometer tests prove unusual 

ageing characteristics. 


SERVICE ENTRANCE CABLE, 


Type SE Style U unarmoured and Type 
SE Style A armoured. There is also a 
Paranite Service Drop Cable, two con- 
ductor, Type SD. 


oro = PARANITE WIRE AND CABLE a 


THROUGH AND CABLES 


WHOLESALERS Division of ESSEX WIRE lene} 7 10) 7 -VEle), | SINCE 1890 
FORT WAYNE 6, INDIANA 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


TRICAL WIRES AND CABLES “BETTER AN CODE REQUIRES” 
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CERTIFIED 
BALLASTS 


Conservation and efficient use of critical materials is now of vital 
importance to our national defense. 


This adds a new reason for insisting on CERTIFIED BALLASTS in 
all fluorescent fixtures. For CERTIFIED BALLASTS always assure 
highest fluorescent efficiency and economy of operation. 


CERTIFIED BALLASTS are tested by Electrical Testing Laboratories, 
Inc., which certifies they meet the precise specifications that assure 
efficient operation. 








e Complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer 
may be obtained from Electrical Testing Laboratories, Inc., 
East End Avenue at 79th Street, New York, New York. 
CERTIFIED | Participation in the CERTIFIED BALLAST program is 
- J open to any manufacturer who complies with the require- 


ments of CERTIFIED BALLAST MANUFACTURERS. 


_ BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 


- You can tell a CERTIFIED BALLAST by the shield. 
; i | 








2116 KEITH BLDG., CLEVELAND 15, OHIO 
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Breaks 
Bottleneck 








on 
Low Cost 
Light Duty 











Terminals 





Mounting demand has forced us to expand production of Burndy Scrulugs. 
Unsurpassed for quick, dependable connection, 5 sizes of this efficient, 
one piece terminal will handle all cable from #14 solid through 500 Mcm. 
Scrulugs are demanded in increasing quantities by industry because they 
offer these important advantages: 


® High conductivity copper —ploted to @ Versatile —each Scrulug takes wide range of 
resist corrosion cable size 


®@ One piece — no parts to lose ®@ Quick, easy installation — with common 
. wrench or screwdriver 
® Integral sliding pressure bar — grips 
and protects conductor @ Compact — idea! for limited space 


As a result of our increased production, we are temporarily able to accept 
Scrulug orders—in all sizes and in quantity-for immediate delivery. Place 
your order now—or write to see how Scrulugs can cut costs and time in 
your operation. 


BURNDY 


52-10 BURNDY ENGINEERING COMPANY - NORWALK, CONNECTICUT BURNDY CANADA, LTD., TORONTO 8, ONT 
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_NO WELDED paps...PARABOLIC ReFLECTOR...GREATER Layp owe pint 


A complete new line of more than 150 models in three 
basic price ranges featuring parabolic reflector for maximum down light . normal 
lamp cut-off of 15°, which is in excess of all laboratory requirements, 
and toughest possible resistance to oxidation. There are no welded 


parts—sections are phosphatized and finished before being assembled with plated screws 


finish models components 


All porcelain, porcelain reflector only, Two and three lamp conventional Finest E.T.L. Approved bak 
or all hi-baked enamel. Available in and slimline in every lamp watt- lasts, starters and turret sock- 
all white porcelain or paint on special age from 40 thru 75, four, five, ets having 5” lamp spacing 

order. six and eight ft. lengths 


Satin aluminum enamel with hi-baked Two and three lamp convention- Finest E.T.L. Approved com- 
white enamel reflector. or porcelain al and slimline. in every lamp ponents with conventional 
reflector. Available in all white porce- wattage from 40 thru 75, four, white sockets having 3%” 
lain or paint on special order. five, six and eight ft. lengths. lamp spacing 


Satin aluminum enamel with hi-baked Two and three lamp 48” con- Components are same as Nada- 
white enamel reflector having a re- ventional only. lite 


series except Scotty has 
flectance of more than 86%. 


shallower channel to accom- 
modate narrow cross-section 
ballasts 


Satin aluminum enamel with hi-baked Four lamp conventional and Finest E.T.L. approved com- 
white enamel reflector. or porcelain re- slimline, 48” (4-40 watt) and ponents with conventional 
flector. Available in all white porce- 96” (4-75 watt or 8-40 watt) white sockets 

lain or paint on special order. 








GIBSON 





‘7102 


y anutacturing La. 1919 PIEDMONT CIRCLE, N. E, ATLANTA, GEORGIA 
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HUNDREDS OF WHOLE 


MILLIONS OF 


ITS THE SAME with wholesalers everywhere . . . their 
Stab-lok sales are terrific ... they’ve sold Stab-loks by the 
millions! Wherever you are located, there’s a nearby 
Stab-lok wholesaler . . . and more wholesalers are adopting 
the line all the time. Federal Noark Stab-lok is setting new 
sales records every month! 

Stab-lok is the lowest priced circuit breaker of absolutely 
proved dependability. It brings the safest, most convenient 
overload protection at the lowest cost. It’s easy to install. 
You can usually count on quicker deliveries than of other 
breakers. And Stab-lok is a natural as a stock item for your 
shop and trucks. 

Cash in . . . order Federal Noark Stab-loks now from your 
wholesaler! 


STAB-LOKS pass the same exacting Underwriters’ Labora- 
tories electrical tests as the highest priced A.C. circuit 
breakers. And now mechanical comparisons of the five 
most popular breakers give still further proof that Stab-lok 
gives you most for your money. 


@ Stab-lok is a BIG, FULL-SIZE BREAKER! 
@ Stab-lok has FEWER and MORE RUGGED parts! 
@ Stab-lok uses metal where it counts — CARRYING CURRENT! 


. » + @ whole combination of features that makes Federal Noark 
Stab-lok the best circuit breaker at any price. 


INDEPENDENT LABORATORY TESTS OF FIVE POPULAR CIRCUIT BREAKERS SHOW: 





% Total % Total % Total i 

Total No. of % Weight of Weight of of Current | 

Brand No. of Fibre Case and Metal Carrying 
Parts Parts Handle Parts Assemblies 





—_—_———_j 


STAB-LOK 22 1 100.0 100.0 100.0 | 
Cc 31 5 . 76.8 88.0 53.8 
24 2 . 80.4 83.3 48.7 


28 85. 56.0 97.6 48.7 





31 A " 88.0 53.8 
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SALERS HAVE SOLD 


Stab-lo 


REGISTRATION APPLIED FOR 


indicates Stab-lok wholesalers 
$ indicates city with 5 or more wholesalers 


FEDERAL ELECTRIC PRODUCTS COMPANY 
50 PARIS STREET, NEWARK 5, NEW JERSEY 


FEDERAL NOARK ({(% 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboards, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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THAT ARE EASIER TO USE- 
SAVE MONEY TOO! 








Easier to use and neater in 
appearance, Briegel All-Steel 
Indenter Fittings not only make 
stronger connections but also 
make each job more profitable. 
Contractors the world over 
recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better 
job. It is only natural that 
Briegel Fittings are the most 
widely used E.M.T. connectors 
and couplings. 


\P (ou 
METHOD 
ARIAT 
a c 


GALVA,*® ILLINOIS 


Cross Section 
Showing 
indentations 








The M. B. Austin Co., Northbrook, Ill.; Clayton Mark & Co., Evanston, Ill.; Clifton Conduit Co.» Jersey City, N.J.; 
General Electric Co., Bridgeport Conn.; The Steelduct Co., Youngstown, Ohio; Enameled Metals, Pittsburgh, Penn. ; 
Wagner Malleable Products Co., Decatur, Ill.; Kondu Mfg. Co., Ltd., Preston, Ont. 
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Ecouomie Comment 





HOW 


CURRENT EVENTS 


WILL AFFECT BUSINESS 


TRENDS 





Consumer Buying 

Two factors will have top pri- 
ority in consumer buying during 
the present year. One is quality. 
Thé public is far more quatity con- 
scious now than ever before. Since 
the dollar has much less purchasing 
power than in normal years, every 
forced to look for 
more quality than in the past. 

At the very least, this search for 


buyer is now 


quality will cause a critical investi- 
gation of products for actual or 
implied added advantages. Gadgets, 
designs, and special features will 
contribute more weight to the pur- 
chase decision as the average buyer 
items with in- 


correlates these 


creased Emphasis — on 
statements and _ product 
demonstrations will salve the con- 


quality. 
dealer 


science of many buyers who feel 
that a 
must be made before the purchase 


thorough product enalysis 
of durable goods. 

The other factor will be the con- 
sumer’s demand for service. By ser- 
vice is meant the extra advantages 
derived from dealing with a parti 
cvlar business firm. Businesses of 
all types will be offering free ser- 
vices such as installations, repairs, 
guarantees, and many other added 
attractions to induce the consumer 
to part with his money. Firms that 
anticipate a minumum of. service 
offers to the public cannot hope to 
share completely in the market this 
vear. 


Small Business 


The small businessman, 
larly in the 


particu- 
production field, has 
had a chance in recent days to com 
plain bitterly of his economic posi- 
tion to Congress. The Senate Com- 
mittee on Small Business has been 
investigating the squeeze on such 
businessmen developed through the 
relation of contracts let during the 
early Korean War period and the 
present high costs of operation. 


Many of these small operators 


felt satisfied in 1950 when they re- 
ceived sub-contracts from large in- 
dustrial firms at the then current 
Since that 
time these contracts have become 


costs of doing business 


increasingly costly with inflation at 
work in the areas of raw materials, 
semi-finished goods, and labor. 
Thus, the question arises as to 
what legal relief may be extended 
the small operator through a re- 
vision of which 
might allow these firms to make at 


contract terms 
least a fair return. 


During earlier wars contracts 


have usually been drawn upon a 


“cost-plus” basis. This means that 
firms had an opportunity to cover 
their expenses even in a period of 
inflation or 


Gov- 


rising expenses. 
ernment buyers now exercise ex- 
treme care in making contractual 
arrangements with large corpora- 
tions, and the result is a rigid con- 
tract price pattern. This becomes a 
severe problem to the small opera- 
tor with only a minor reserve to 
cover financial losses 

National policy recognizes today 
that the small businessman is the 
key to the continued strength of 
our economy. There are many times 
more small businessmen in opera- 
tion than large ones. If the present 
contractual system, notwithstand- 
ing the need for economy in gov- 
ernment buying circles, is in reality 
industrialists and 
then 
done to 


forcing small 


producers out of operation 
must be 
their 


It is possible to re-evaluate the 


something 


strengthen position. 


By J. Whitney Bunting 


This month's contributor to 

Economic Comment, Dr. J. 

Whitney Bunting. is diree- 

tor of the Bureau of Busi- 

ness Research, University 

of Georgia, and professor 
of economics. 
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cost elements of all contracts not 
yet completed to assure a fair re- 
turn to such businessmen so that a 
minimum of economic suffering 
will be felt in the national economic 
picture. Congress has approved 
such readjustments in cost prices 
necessary for national de- 
Such 


strong economy on the home front 


where 


fense defense requires a 


Production Problems 
The top worry of many appliance 
dealers has not been the tightening 


although that has 
been present to a certain extent) 


of their markets 


but the available supply of raw ma 
terials for producers of such appli- 
ances. Government reports quoting 


the degree of scarcity of many 


metals, for example, have led many 
dealers to expect a wholesale re- 
duction in the supply of appliances 
on the market 

In some cases there has been a 
considerable overstocking of appli 
ances both in wholesale and retail 
outlets Such 
both 
Many of the more critical metals 


action now appears 


unwise and unwarranted 
appear to be increasing in avail- 
ability and, in fact, have begun to 
appear on the market in increasing 
quantities 

The prospects for a more steady 
production and supply of electrical 
and other 


appliances using sup- 


posedly critical materials in their 
construction seem brighter than at 
twenty 


should 
reduction of in 


any time during the past 
months. Such a condition 
tend to favor a 


ventories 
Marketing Problems 


On the other hand, what 
market for such appliances? 
big problems have harassed appli 
ance dealers. Problem one has 
been the credit restrictions imposed 
installment 


These controls 


against sales of large 


items. have beer 


AA 


(Please turn to page 72 
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PROMOTION | 





by S. W. Ellis 


Showmanship 
in the promotion of 
lighting fixtures 


Newspaper advertising receives credit for 





increased profits in this field 


4 @ “A MORE PROFITABLE operation in 
rings HYTURES the home-wiring field has been 
HU 1a achieved for us by using showman- 
6 0M 18” ship in the promotion of lighting 
HOUSE © si fixtures,” according to Fred Bragg, 

} 2° owner of Bragg’s Electric Con- 
struction Co., Little Rock, Ark., 
who cater to a statewide fixture 


business. 

In fact, recent profits from the 
sale of light fixtures, available in 
a wide price range, have increased 
so noticeably that a handsome new 
showroom has been opened at 824 
W. 7th Street to present the fix- 
tures dramatically. 

“The electrical contractor who 
has set up to serve customers for 
industrial and commercial wiring 
has a problem in making house wir- 
ing pay,” he said. “We cannot 








(Top) A large sign in the window 
of Bragg’s Electric Construction 
Co., Litthe Rock, Ark., co-ordinates 
with newspaper ads to promote in- 
expensive lighting fixtures. (Bot- 
tom) Green-tinted plate-glass win- 
dows and signs on three sides of the 
Bragg building highlight the show- 
room exterior. 
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make the profit we need in competi- 
tion with the small 
who work on a non-union basis. 
Electrical fixtures, promoted and 
sold on a statewide basis, bring in 
the profitable volume we want.” 
Bragg has become known 
throughout the state for his wide 
selection of fine electrical fixtures, 
especially luxury chandeliers. Crys- 
tal chandeliers priced up to $550 


electricians 


are featured. 

At least once a week a newspa- 
per advertisement, in the daily 
newspaper that has the largest 
statewide — circulation, 
chandeliers. The price range: is 
from $65 to $550 
for crystal chandeliers. 

Sometimes the entire advertise- 
ment is devoted to the $65 models, 
or the chandelier in the highest 
price range is featured. 

People come from all over Ark- 
ansas to select their fixtures from 
the new show room. Sometimes 
transactions are completed entirely 
by mail. 

Before he began his promotion, 
Sragg was doing a very satisfac- 
tory volume on expensive fixtures, 
but was not selling enough low- 
priced ones. Word had got about 
that Bragg did not deal in inex- 
pensive fixtures. 

To correct this impression, he 
put on a drive to get volume in 
low-priced units for every room in 
the house. Advertising stated 
that Bragg did have low prices. 


l 


features 


always shown 





The free parking lot at the rear of the store ace« 
customers who come to select lighting fixtures, < 


BRAGG'S STOCK OF 
FINE CRYSTAL 
CHANDELIERS 
UNEQUALED 
iN ALL 


ARKANSAS! 
* 


a : 
© PRICED FROM $65.00 
UP TO $550, THEY ARE THE 


FINEST MONEY CAN BUY! 


7TH AND IZARD PHONE 5-7331 


BUYS 6 BIG ROOMS OF 
LIGHTING FIXTURES 
AT BRAGG’S! 


Believe it or not—but it's true—at Brage’s rr 
you can buy Front Porch, Living Room, . 
Dining Room, Kitchen, 2 Bedrooms, Bath % 
and Hall tixtures—everything a 6-room $e 
house needs for $28 30' Naturally. in G 
stallation is extra. Come see this specia 7. 
group today’ ty 
* 
s 
- 


u 
“ 


si 
t 
r 


- 
p 
A 


With a reputation for having the largest and most expensive stock of fine 

erystal chandeliers in Arkansas, Bragg set out to get statewide volume on 

inexpensive fixtures. Each of these two separate ads reached prospects for 
whom it was intended, 


Bedroom fixtures for as low as 98¢ 
each were offered. 

Then a drive was put on for com- 
plete lighting fixtures for a six- 
house at $28. Advertise- 
large, hand-lettered, 
display 


room 
ments and 
two-color signs for the 
windows broke down the cost of the 
fixtures as shown at right. 

Signs and advertisements stated 
that installation was extra. Many 
out-of-town people bought the fix- 
tures and had their own electri- 


modates 12 vehicles for 
1 is also convenient for 


loading the 10 three-quarter-ton trucks that Bragg’s operates. 
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Front porch 
Living room 
Dining room 
Kitchen 
Bath 

Hall 
Bedroom 
Bedroom 


cians do the installing. This was 
satisfactory to Bragg. 

“The promotion was designed to 
call attention to the fact that it is 
thrifty to buy fixtures from us,” 
Bragg stated. “Out-of-town cus- 
tomers who might order electric 
light fixtures from mail-order 
catalogs buy from us by mail. We’re 
getting our profits from the fix- 
tures, not from the residential wir- 
ing.” 

Bragg gave newspaper advertis- 
ing credit for the fine volume he 
has built on electrical fixtures. He 
has placed his account with an ad- 
vertising agency, which operates on 
a yearly budget. 

The schedule calls for two adver- 
tisements a week, one in the Sun 
day edition, the other in the mid- 
dle of the week. This schedule is 
varied slightly, from time to time, 
to provide a heavier schedule dur- 
ing construction seasons, and a 
lighter one at tax-paying time and 


Please turn to page 73) 
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| Arruication | 





High-frequency supply 


for fluorescent lamps 


Operation at 360 cycles per second provides high levels 


of illumination with minimum heat and energy losses 


@ A RADICALLY NEW lighting tech- 
nique, said to represent “a mile- 
stone in the history of lighting 
progress,” has been placed in oper- 
ation at the U. S. Department of 
Agriculture’s Plant Industry Sta- 
tion, at Beltsville, Md. The tech- 
nique involves the use of a lighting 
system whose slimline fluorescent 
lamps operate at a frequency of 360 
cycles rather than the conventiona! 
60 cycles. 

A major benefit is reported in the 
form of a 40 per cent increase in 


- 





the amount of light available from 
the lamps. This is accomplished by 
operating the fluorescent lamps at 
a higher current than would be 
practical at 60 cycles. 

Another important advantage of 
the new method is that it makes 
possible the substitution of tiny 
capacitors weighing only a few 
ounces for the large conventional 
ballasts weighing several pounds. 

The new system is expected 
eventually to find wide application 
in the lighting of large industrial 


plants and commercial buildings, 


replacing in many instances the 
current practice. 

Making possible the new lighting 
system are two important achieve- 
ments—the design of a new light- 
ing circuit, and the development 
of a new device to convert 60-cycle 
current to high frequencies. 

The lighting circuit was devel- 
oped by John H. Campbell, General 
Electric Lamp Division engineer at 
Nela Park. Mr. Campbell earlier 
had applied his circuit successfully 


(At left) Side view of high- 
frequency lighting system in 
Department of Agriculture’s 
Plant [Industry Station, at 
Beltsville, Md. The slimtine 
fluorescent lamps, only one 
inch apart, are shown sus- 
pended from a beam. Rest- 
ing on top of the beam are 
tiny capacitors which serve as 
ballasts. Plants on the tables 
are being studied for their 
growth characteristics under 
a variety of lighting situa- 
tions. The level of illumina- 
ton in the room is more than 
2.000 foot-candles. On the 
opposite page is a view of one 
of the magnetic converters 
used to provide the high-fre- 
quency current for the light- 
ing installation. 
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to airplane and bus lighting sys- 
tems. 

With his circuit making high- 
frequency lighting practical, Camp- 
bell’s problem then was one of find- 
ing a simple way to obtain high- 
frequency current. Among the pos- 
sible sources were a motor gener- 
ator, electronic equipment using the 
Thyratron tube, and a heretofore 
untried but apparently mainte- 
nance-free method. The third solu- 
tion, which involves the use of a 
“magnetic converter” to step up 
frequency in much the same man- 
ner as a transformer steps up volt- 
age, was the one decided upon. 

Called upon to develop and build 
this converter, which has neither 
rotary equipment nor electronic 
tubes, was G.E.’s General Engi- 
neering Laboratory, at Schenec- 
tady. Participating in the project 
were F. E. Crever, B. D. Bedford, 
and L. C. Harriott, electrical en- 
gineers, who had available previous 
work on magnetic converters by 
Dr. E. F. W. Alexanderson and 
A. H. Mittag. 

Two converters were completed, 
and after successful tests were 
shipped to the Plant Industry Sta- 
tion, at Beltsville, Md., where the 
lighting installation now is the 
first in which 60-cycle current is 
converted to a higher frequency 
without the use of rotating equip 
ment. 

The Beltsville lighting installa 
tion is unique in that the ceiling of 
an underground laboratory room is 
literally covered with eight-foot- 
long slimline fluorescent lamps 
Eighty-eight of them are mounted 
only one inch apart, and in addi- 
tion the ceiling holds 24 60-watt 
incandescent lamps. The level of 
illumination in the room is well 

Please turn to page 75 


(Above) This magnetic converter steps 
up current frequency in much the 
same manner as a transformer in- 
creases voltage. Inspecting the instal- 
lation, left to right, are Dr. S. B. Hen- 
dricks, Beltsville chemist, Lloyd C. 
Harriott, G.E. engineer of Schenee- 
tady, and Charles A. Fischback, Belts- 
ville electrician. (Below) John H. 
Campbell, G.E. engineer of Nela Park, 
who designed this practical high-fre- 
quency lighting circuit, shows the two 
small capaciicrs which serve the same 
purpose in high-frequency lighting as 
does the large conventional ballast in 
60-cycle lighting installations. 
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CONFERENC 





Delegates to the 8th National Wir 


ing Conference 


examined present copper limitations and agreed that— 


Minimum standards of wiring 
can be met in small homes 


R. W. Wilson, chairman, EE! Wir- 
ing and Specifications Committee, 
member of the National Adequate 
Wiring Bureau’s Plan Committee, 
led the discussion on the possibili- 
ties and problems in the use of 
aluminum for house wiring. 
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@ WITHIN CURRENT limitations on 
the use of copper, small homes still 
can be wired to the minimum stand- 
ards of adequacy, it was generally 
agreed by delegates to the 8th Na- 
tional Adequate Wiring Confer- 
ence in Chicago, recently. 

Great care must be taken in the 
planning of circuit runs and in the 
location of service equipment, it 
was emphasized; but the 35-pound 
limitation can be met in homes 
built for the mass market. Although 
wiring in the larger homes will suf- 
fer, the industry still can provide 
the majority of new home buyers 
with installations that meet mini- 
mum requirements for adequacy. 

Great interest in the possibilities 
of using aluminum wiring as a 
substitute for copper also was ex- 
pressed by conferees. Speakers 
pointed out that while aluminum is 
the most abundant metallic element 
on earth, tremendous problems 
exist in its production and use for 
house wiring. No practicable solu- 
tion has yet been found, and there 
is no knowing when satisfactory 
techniques will be devised. 

For the present, installers and 
suppliers of house wiring must live 
with the copper situation and make 
the best of it. 

Other features of the two-day 
meeting were: an analysis of The 
Dallas Adequate Wiring Program, 
featuring R. M. Douglass, home 


service director of Dallas Power & 
Light Company; and Morris Silber- 
man, president of Westwood Build- 
ers, Inc.; 1 Make Money Selling 
Adequate Wiring, by Quentin M. 
Johnson, electrical contractor of 
Fargo, N. D. 

Wiring Services for Rural Elec- 
trification Co-op Members, by Lee 
W. Helgerson, educational director 
of Wild Rice Electric Co-operative, 
Mahnomen, Minn.; an open forum 
discussion on questions submitted 
by delegates; a description of the 
National Adequate Wiring Bureau 
Program for 1952, by Frances 
Armin, director of education and 
promotion; and round table dis- 
cussions conducted by NAWB staff 
members on various phases of ade- 
quate wiring promotion. 

Under the chairmanship of Lyle 
Foster, member of the NECA 
Board of Governors and contractor 
representative on the NAWB Plan 
Committee, the meeting opened 
with a word of welcome by Wm. T. 
Reace, vice-president of Common- 
wealth Edison Company. 

Following Mr. Reace’s welcome, 
the delegates turned to the subject, 
What are the Possibilities and 
Problems in the Use of Aluminum 
for House Wiring? 

R. W. Wilson, chairman, EEI 
Wiring and Specifications Commit- 
tee, outlined the exploratory work 
which that body has been conduct- 
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ing to determine whether alumi- 
num can be developed as an alter- 
nate material for copper in small 
sizes for branch circuit wiring. 

In using aluminum wire for this 
purpose, he cited such problems as 
electrolytic action at connections, 
brittleness, cold flow, relative con- 
ductivity, and tensile strength. Ex- 
perience reported to the Committee 
indicates that electrolytic effects 
are confined largely to damp loca- 
tions and can be minimized by tin- 
ning or plating of terminating de- 
vices. 

Brittleness can be overcome by 
semi-annealing the wire to a state 
approximating that of copper, he 
said. However, the problem of 
cold flow under pressure at con- 
tacts may require redesign of con- 
nection terminals. 

The use of one trade size larger 
aluminum wire is required to com- 
pensate for the lowered conduc- 
tivity, which is only 63 per cent 
of that of copper. Thus, No. 12 
aluminum wire would be the equiva- 
lent of No. 14 copper. 

Wilson pointed out that lower 
tensile strength of aluminum is 
somewhat offset by the larger 
equivalent size also by the fact that 
its lighter weight does not require 
as much pull when used in race- 
ways. 

Care must be taken in the appli- 
cation of wiring in 
homes, advised D. G. Kimball, man- 
ager of engineering, Wiring De- 
Department, 


aluminum 


vices Construction 
Materials Division, General Elec- 
tric Company. He reviewed prog- 
ress reports, both favorable and 
unfavorable, on investigations un- 
derway in laboratories and in re- 
search departments of producers, 
particularly with respect to assur- 
ing good electrical conductivity and 
freedom from corrosive action at 
connections. 


Connection Problems 

Successful application of alumi- 
num conductors will require under- 
standing of these connection prob- 
lems by all users, inspectors, and 
installers, he said. He recom- 
mended development of a satisfac- 
tory, low-cost, low-resistance, non- 
oxidizing coating for the conductor 
as one possible solution. 

Another possibility is the de- 
velopment of a simple termination, 
sasily and inexpensively applied to 
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the conductor on the job, which 
would be utilized to connect the 
wire to the copper alloy terminal 
on standard wiring devices. 


Controlled Materials Plan 

The three speakers who discussed 
Home Wiring Under the Controlled 
Materials Plan had various sugges- 
tions to offer on how copper can 
be saved. C. B. Osborne, sales 
manager, Electric Power Board of 
Chattanooga, described the meth- 
ods used in his area to meet the 
emergency. A revealed 
that installations certified for ade- 
quacy before the NPA order went 
into effect had about 20 pounds 


survey 


more copper than the new restric- 
tions allowed. 

The survey also showed that the 
amount of 
used in the service entrance cable. 

“It was at this point that we 
came to the conclusion that the 
chief savings would have to be ef- 
fected in the service entrance,” 
Mr. Osborne reported. 


greatest copper was 


“It has always been our policy, 
as a utility, to furnish the service 
entrance cable from the point of 
contact of the service drop on the 
building to the outdoor detachable 
meter base. On examination of our 
general policy concerning service 
entrances, we found that we often 
times penalized the builder in the 
matter of the service entrance lo- 
cation and the meter location to 
suit our own convenience 

“We further observed that by 
choosing the service loop contact 
and the meter location more with 
an eye to conserving the house ser- 
vice cable expenditure with only 
slight modification to our overhead 
facilities plan, that it was possible 
to conserve copper. On_ several 
field surveys where wiring and ser- 
installations had 
been recently completed, we found 
that some thoughtful planning 
would save from 10 to 20 pounds of 
copper. 

“After exhausting all the possi- 
bilities for further economies for 
copper in the service entrance, we 
studied the potential savings in 
copper which might be effected in 
the wiring. In this direction, we 
found that by wise choice of ser- 
vice locations we could often times 
cut down on circuit runs to major 
appliances and heating equipment. 
We also found that in some in- 


vice entrance 
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stances a load center plan with 
feeders going to a central distribu- 
tion point from the service en- 
trance, instead of long circuit runs, 
would save copper.” 

Osborne also pointed out that 
there are many small ways in which 
the alert contractor can save cop- 
per. Eliminating square turns, do- 
ing more bit and brace work, are 
two such conservation techniques 
In one case, he said, 442 pounds of 
copper were saved by mounting the 
service entrance panel at a height 
of six feet instead of four feet on 
a basement wall. 


Bert Osborne, sales manager of the 
Electric Power Board of Chatta- 
nooga, was one of three speakers 
who discussed home wiring under 
the controlled materials plan. 


In summary, Osborne said, “We 
have met the 35 pound copper CMP 
requirements by being more lenient 
in the choice of service locations 
and by making more careful wir- 
ing layouts.” 


Planning a Layout 

Mery! E. Mentzer, adequate wir- 
ing field representative for the 
Rocky Mountain Electrical League, 
testified that ade- 
quacy was being achieved in his 
area through careful planning. As 
an illustration of how and where 


Denver, also 


the wire is now being used, he cited 
a project of homes with 1,200 
square feet floor area and two bed- 
rooms. 

“We arrived at a figure of 2,320 
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R. M. Douglass, left, home service director of Dallas Power and Light Co.. 

described the successful Dallas Adequate Wiring Program in considerable 

detail. Morris Silberman, right, prominent home builder of Dallas, Tex., 

followed Mr. Douglass on the program, testifying to the sales advantages of 
adequately wired homes. 


conductor feet of wire of various 
sizes and remained under the 35- 
pound limit,” he said. ‘The break- 
down ran something like this: 


60 ft. of 18/2, for doorbell and 
furnace control 

900 2, for general pur- 
pose circuits 

50 - 3, for three - way 
switches 

80 * 12/2, for appliance 
circuits 

15 3, for range circuit 

10 3/3, for entrance 

15 3/1, for ground wire” 


“The electrical contractor, by 
careful planning, can meet the ade- 
quate wiring standards in homes 
up to 1400 or 1500 square feet of 
floor area, within the 35 pound 
limit on copper.” 

It is the League’s belief, he said, 
“that the program can go forward 
under present restrictions, pos- 
sibly on a slightly reduced basis, 
and that we should not let up on 
our efforts to keep this program 
going ahead.” 


Bruce O. Bowlus, secretary of 


the Greater Toledo AW Bureau, 
also agreed that the NPA restric- 
tion can be met without sacrificing 
the minimum 
adequacy. 


requirements for 
Special attention must 
be given to economies resulting 
from service location, he said. 


In cases where adequacy cannot 
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be obtained due to restrictions, he 
urged the industry to plan systems 
with a view to subsequent moderni- 
zation. In this way, home owners 
can be assured of ultimate service 
at small additional cost for the 
equipment they plan to use. 

Short of full scale war, the odds 
are ten to one that the electrical 
industry will get the materials it 
requires, said luncheon’ speaker 
Harry Alter, president of the Harry 
Alter Company, Chicago. Ingenuity 
and substitutions are the answer, 
he contends. As a case in point, 
Alter cited a recent experience. 

“One of the industry’s baby 
giants, television, was threatened 
with virtual extinction a year ago, 
when Washington advised manu- 
facturers that the use of nickel (es- 
sential for loud speakers) must be 
reduced some 80 per cent; yet they 
are still making TV sets and the 
scarcest thing in sight now is ware- 
house space to store them!” 

He concluded by urging the in- 
dustry to go full steam ahead on 
AW promotion for the market will 
be there—today, tomorrow, and 
always. 


Dallas Wiring Program 
“Of the approximately 300 Dal- 
las home builders, 120 are actively 
participating in the Adequate Wir- 
ing Program and have had one or 


more homes certified,” said R. M. 
Douglass, home service director of 
Dallas Power & Light Company. 
“Of these builders about 30 are 
custom builders and the rest are 
classed as project developers.” 

In explaining the workings of 
the Dallas AW program, Douglass 
said that the builder is the man 
who gets prime sales attention. 
“We feel that by working with the 
builder . . . we are raising the level 
of residential wiring in a greater 
number of houses.” 

So far this policy has led to a six- 
vear certification average of 3.39 
per cent of the total home build- 
ing in Dallas—last year’s was 6.9 
per cent of the total with substan- 
tial over-all increase in general wir- 
ing levels. The percentage of new 
homes certified would be much 
higher if the Committee inspected 
the higher priced homes. Almost 
all local builders of better homes 
are installing wiring that equals 
or surpasses the standards, he said. 

In addition, hundreds of project 
homes are being wired to the local 
standard. They are not checked be- 
cause of the shortage of manpower. 
Also because the builders have ac- 
cepted adequate wiring as a must 
in the homes they erect. Hundreds 
more have just missed approval be- 
cause of minor omissions. 


Result of Co-operation 

“Any progress that we have 
made in Dallas cannot be credited 
individual group,” 
“The combined, en- 
thusiastic efforts and co-operation 
of the architect, builder, electrical 
utility company, and 
the Dallas Adequate Wiring Com- 
mittee have started the ball rolling 
Working closely with the Dallas 
AW Committee to develop this 
builder acceptance is the all impor- 
tant key man, the electrical con- 
tractor. Both NECA members and 


to any one 
Douglass said. 


contractor, 


non-members are co-operating. 

“The top 
utility has become enthusiastic over 
the results obtained the past two 
vears and have been most generous 
promotional 


management of the 


in approving our 
plans,” 

Morris Silberman, president of 
Westwood Builders, Inc., Dallas, 
then testified on the sales advan- 


Douglass said. 


tages of adequately wired homes. 
His organization has built 400 cer- 


Please turn to page 74 
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Attie fans 


APPLICATION 


can play a new dual role 


@ THE CONVENTIONAL attic fan is 
now playing a new dual role in in- 
stallations made by I. T. Manning, 
Manning Electric Co., 
Christi, Texas. 

In Manning’s opinion, the attic 
fan has too long been utilized ex- 
clusively to push air out of an attic. 
This is all lost motion, he says, 
when you stop to consider that that 
same fan can be used to circulate 


Corpus 


air in the downstairs, too. And all 
this with no extra operating cost. 

For instance, the home 
trated with this article uses an 
attic fan for dual purposes. 


illus- 


The fan is located over a front 
hallway. It draws air up from the 


windows and doors through a grille 


in the hall ceiling. This causes a 
circulation of air in the front rooms 
of the home. And it is this’ move- 
ment of air that provides comfort. 

The attic fan draws the air up- 
ward and through the attic, and 
the air is exhausted through an- 
other vent in the kitchen. In this 
case, the grille in the kitchen ceil- 
ing is directly above the breakfast 
table. 

This circulation of air pouring 
down on the table makes for an 


’ 


The attic fan in this Corpus Christi residence is located under the roof 

directly above the street numbers. A ceiling grille opens into a small front 

hallway directly below the fan. The fan draws fresh air through the front 

of the house, through the grille and the attic, and exhausts the air through 

another grille in the kitchen ceiling. Exhausted air goes out the kitchen 
door and windows. 
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by C. Thomas 


Il. T. Manning, Manning 
Electric Co., Corpus 
Christi, Texas, who dis- 
covered a new purpose 
for an attic fan —and 
now installs 100 a vear! 


enjoyable breakfast. The circulat- 
ing air cleans the kitchen of fumes 
as it passes out the open windows 
or doors, or both. 

“We install about 100 such jobs 
a season,” said Manning, “which 
has increased our fan installations 
over 200 per cent.’ 

All homes are not treated exactly 
as the one described, but the same 
system prevails 

“For example,” said Manning, 
“we have installed attic fans in a 
number of doctors’ homes, which 
than 
cottages. We have placed ceiling 


are usually larger average 
grilles in bathrooms as well as in 
the kitchens. 


(Please turn to page 








| SOVERNMENT CONTROLS 


Copper conservation 


Industry leaders propose a formula for copper allocations 


in the event further reductions for housing are required 


@ THE MOST IMPORTANT item on 
the news horizon of the electrical 
construction 
nouncement 


industry is the an- 
from governmental 
sources that allocation of controlled 
materials to home construction may 
be cut another 40 per cent. At the 
time certain government 
agencies have announced an “at- 
tainable goal” of 800,000 starts for 
the home building industry in 1952, 
which represent only a 25 per cent 
to 30 per cent reduction from the 
number of homes started in 1951. 

Obviously, if the controlled ma- 
terials are cut considerably more 


Same 


than the number of house starts, 
the quantities of such materials 
per house must be correspondingly 
reduced. Industry leaders familiar 
with the use of copper wire and 
cable in residential electrical in- 
stallations are coneerned less the 
further restriction on the amount 
of copper for residential wiring re- 
sult in installations that bear little 
relation to the safety of, and the 
actual needs of, the ultimate oc- 
cupants of these houses. 
Recognizing the need for careful 
study of the facts involved, the In- 
dustry Committee on Interior Wir- 
ing Design has prepared a sum- 
mary of the salient facts that must 
be given consideration in copper 
allotments if the electrical needs 
and electrical safety of the general 
public are to be preserved. The 
Industry Committee embraces with- 
in its membership representatives 
of architects, electrical contractors, 
electrical 
engineers, 


inspectors, illuminating 


electrical wholesalers, 
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electrical manufacturers, and elec- 
trical utilities. 

In presenting its plan the Indus- 
try Committee points out that there 
is no intent to take issue with the 
necessity for copper conservation. 
Instead the intent is to make 
recommendations which would 
maintain present standards of elec- 
trical safety, which would result in 
installations more likely to retain 
a reasonable degree of serviceabil- 
ity, and which would achieve the 
over-all conservation objective. The 
Industry Committee report follows: 


Basie facts of the problem 

If a home is wired at all, occu- 
pants will purchase and hazard the 
use of electrical appliances, regard- 
less of the limitations of the wir- 
ing. Those familiar with appliance 
usage are equally familiar with the 
many makeshift 
multiple plugs, and similar devices, 
procurable in any variety or hard- 


extension cords, 


ware store, by which occupants ex- 
tend inadequate systems to serve 
their purposes, and thereby, create 
hazards to themselves and their 
property. 

While a No. 18 extension cord 
saves copper when compared to the 
equivalent of a No. 14 branch cir- 
cuit properly installed, it will not 
carry the same load and, being a 
surface installation, is subject to 
abrasion and short circuiting, as 
well as overloading, and represents 
a potential fire hazard. 

Nor can it be expected that the 
families moving into these new 
homes will abandon electrical ap- 


pliances they already own, because 
of wiring limitations. There are, 


therefore, basic electrical wiring 
requirements, below which it would 
be unsafe to go. 

Almost 
pass an electrical inspection based 
Sub- 


further limitation on the 


every new home must 


upon standards of safety 
stantial 
homes 


availability of wire for 


would put nearly all new homes 
below safety requirements of the 
National Electrical Code, upon 
which all local or state electrical 
safety codes are based. Failure to 
meet such Code requirements would 
bring construction operations to a 
halt, since occupancy of the dwell- 
ing, and connection of electrical 
service, would be denied by authori- 
ties having jurisdiction. 

Only a tiny amount of the avail- 
able copper supply finds it way into 
Accepting the 
figure as a maximum, 


residential wiring. 


35 pound 
800,000 homes would require only 
14,000 tons of copper for the year. 
The proposed 40°, limitation, if 
effected, would, therefore, save only 
5600 tons of copper, or about 1/5 
of 1°. of the estimated 1952 avail- 
ability (2,736,000 tons), an amount 
which is insignificant in relation 
to the whole. 
It is of interest to note that the 
amount of copper used in the wir- 
ing of the average home is substan- 
tially less than that used in the 
average passenger automobile. 
There is no alternate material 
available for residential electrical 
wiring. For most, if not all, other 
uses of copper in homes substitute 
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im residential wiring 


materials or alternate methods of 
construction are available in some 
degree. This is not true of wiring, 
at least under present regulations 
It would therefore appear that 
maximum economies in the use of 
copper should be sought first in the 
fields where such substitute mate- 
rials, or alternate methods of con- 
struction, are presently available. 
A later portion of this brief dis- 
cusses the problems and limitations 
surrounding the application of 
aluminum conductors in house wir- 
ing, should aluminum be 
available for this purpose. 
Roughly half of the total weight 
of copper used in wiring a home 
goes into the service entrance and 
wiring facilities for household 
equipment which are common to 
all houses, regardless of size. These 
are the larger size wires which, to 
the uninformed in the home build- 
ing industry, would offer the great- 
est temptation for savings in cop- 
per through reduction in wire sizes. 
Such immediate 
false, as it soon becomes evident to 
the occupant that proper and safe 


made 


economies prove 


use of his electrical equipment is 
impossible. When the original in- 
stallation is not sufficient, and has 
to be replaced, 100°. of the copper 
used originally is wasted. 


Recommended approach 

Recognizing the need for an 
effective approach to the conserva- 
tion of copper in residential elec- 
trical wiring, the Industry Com- 
mittee believes that this approach 
could best be made by relating it 
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Application 
Service conductors 
Appliance circuits 


Grounding conductors 
Furnace and bell circuit... 


System grounding conductor 


General purpose branch circuit 


Total weight of copper 


Quantity and Size 
feet, 5 


feet, 
feet, 


feet, 
feet, 
feet, 
feet, 


feet, 


This breakdown of copper allocation for a 1000-square foot residence shows 
how the copper would be apportioned to the various elements that enter 
into a reasonably adequate, and safe, home wiring job. Careful design is 


necessary to keep within the t« 


al allowance shown. Service must be located 


with particular care to minimize the lengths of the larger sized wires. 


directly to the actual wiring prac- 
tice, rather than to include it in 
some empirical formula involving 
all uses of copper in dwellings. It 
therefore, recommends the follow- 
ing: 

(1) That the maximum amount 
of copper for house wiring, under 
the self-authorization procedure, be 
separately identified as such in any 
revision of CMP Regulation 6 and 
directions. Isolation 
from other uses—particularly from 
plumbing uses—will permit separ- 


associated 


conservation 
measures in conjunction with alter- 
nate or substitute materials. 

2) That, 


necessary to 


ate consideration of 


should it become 


further reduce the 
amount of copper available, below 
») 


35 pounds, any new formula de- 


rived should consider basic wiring 
requirements which are practically 
independent of house size, with an 
increment based upon floor area 
as an adjustment for size. A sug- 
gestion along these lines is given 
below. It provides for a reduction 
of 14.3° for homes of 1000 square 
feet of livable floor area. 


3) That recognition should be 
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given to the fact that the use of 
electrical equipment varies with the 
location of the home. This is due to 
such factors as relative availability 
of utility electric, gas, 
and water) at the site; and to lo 
cally accepted 


services 


practices, with re- 
heating, 
water pumping, home heating, air 
conditioning, and the like. 

The imposition of a flat wiring 


spect to cooking, water 


allowance, ignoring these factors, 
would represent an arbitrary re- 
striction on freedom of choice in 
the selection of 
equipment. It 
disrupt both 
tribution patterns of such appli- 


appliances and 
would undoubtedly 


production and dis- 


ances and equipment in a manner 
vholly 


could not be 


unpredictable. Certainly, it 


expected to coincide 
with the programs worked out with 
manufacturers by other sections of 


the National Production Authority 


Proposed formula 


Based upon its study of avail- 


able actual figures and upon the 
accumulated experience of the Com- 
mittee membership, the following 


Please turn to page 76 
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iDISTRIBUTION 


Installation and operation 
of dry-type transformers 


‘ 


Extending use of dry-type distribution 


and power transformers has led to need 


for installation and maintenance guide 


@ THE RAPIDLY increasing use of 
indoor, openly ventilated, dry-type 
distribution and power transform- 
ers has brought about the need for 
authoritative information on their 
installation, operation, and main- 
tenance. 

The successful operation of 
these transformers is dependent on 
proper installation, loading, and 
maintenance as well as on proper 
design and manufacture. Neglect 
of certain fundamental re quire- 
ments may lead to serious trouble. 
if not the loss of the equipment. 

For this reason, the American 
Institute of Electrical Engineers 
has under consideration a_pro- 
posed guide for the operation and 
maintenance of dry-type_ trans- 
formers with Class B insulation. 

Some details in the guide are 
based on limited experience, and 
some factors such as short-time 
loads above rating have not been 
finally determined, but the guide 
should be most helpful to utility 
and industrial engineers concern- 
ed with transformers of this type. 

While the guide provides com- 
prehensive information on the care 
of dry-type transformers, the man- 


ufacturer should be consulted for 
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specific recommendations on any 
special conditions encountered. 
The following is adapted from the 
proposed AIEE guide. 


Selection of location 

Factors which should be kept 
clearly in mind in locating dry- 
type transformers are accessibil- 
ity, ventilation, and atmospheric 
conditions. 

Dry-type transformers normally 
are designed for installation in- 
doors in dry locations. They will 
operate successfully while ener- 
gized where the humidity is high, 
but under this condition it may be 
necessary to take precautions to 
keep them dry if they are shut 
down for appreciable periods. 

Locations where there is drip- 
ping water should be avoided. If 
this is not possible, suitable pro- 
tection should be provided to pre- 
vent water from entering the 
transformer case. Precautions 
should be taken to guard against 
accidental entrance of water from 
an open window, a break in a 
water or steam line, or some use 
of water near the transformers. 

Adequate ventilation is essential 
for the proper cooling of trans- 
formers. Clean dry air is desirable. 


Filtered air May reduce mainte- 
nance if the location presents a 
particular problem. 

When transformers are insialled 
in vaults or other restricted 
spaces, sufficient ventilation 
should be provided to hold the air 
temperature within established 
measured near the 
inlets. This usually 
will require approximately 100 
cubic feet of air per minute per 
kilowatt of transformer loss. 

The area of ventilating opening 
required depends on the height of 


limits when 
transformer 


location of openings, 
loads to be 


vault, the 
and the 

carried by the transformers. For 
self-cooled transformers, the re- 


maximum 


quired area will be at least one 
square foot of inlet and outlet per 
100 kva of rated 
after deduction of the 


transformer 
capacity, 
area occupied by screens, gratings, 
or louvers. 

Dry-type transformers should be 
installed in locations free from 
unusual dust producing mediums 
or chemical fumes. Transformers 
should be located at least 12 inches 
away from walls or other obstruc- 
tions that might prevent free cir- 
culation of air through and around 
each unit. The distance between 
adjacent transformers should not 
be less than this value. 

Also accessibility for mainte- 
nance should be taken into account 
If the 
transformer is to be located near 


in locating a transformer. 


combustible materials, the mini- 
mum separation established by the 
National Electrical Code should be 
maintained. 

The case is designed to prevent 
the entrance of most foreign ob- 
jects. However, in some locations, 
it may be necessary to give consid- 
eration to additional protection. If 
noise is a factor in the location and 
transformers, 
special consideration should be 
given to the installation of the 
equipment. 


operation of any 


Operation 

The impulse strength of these 
units is less than that of liquid- 
immersed units of the same volt- 
age class. If transformers will be 
exposed to lightning or severe 
switching surges, adequate protec- 
tive equipment should be provided. 

After a transformer is moved, or 
if it is stored before installation, 
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covers or panels should be re- 
moved and an internal inspection 
made for injury or displacement of 
parts, loose or broken connections, 
cracked porcelain, dirt or foreign 
material, and for the presence of 
free water or moisture. Corrective 
measures should be taken where 
necessary. 

Covers over openings in the 
transformer case should not be re- 
moved while the transformer is 
energized. 

As long as the transformer is 
energized humidity conditions are 
unimportant. In the event that a 
dry-type transformer is de-ener- 
gized and allowed to cool to am- 
bient temperature, consideration 
must be given to the possible ef- 
fects of humidity. 

If the shutdown period occurs 
during low humidity conditions, no 
special precautions should be re- 
quired before energizing the unit. 

Limited experience indicates 
that if a shutdown exceeding 12 
hours occurs during a period of 
high humidity, particularly if at- 
mospheric conditions are such as 
to cause condensation within the 
housing, then precautions should 
be taken. 

Small heaters may be 
placed in the bottom of the unit 
shortly after shutdown to main- 
tain the temperature of the unit a 
few degrees above that of the out- 
side air. If such precautions have 
taken then the unit 
should be inspected for evidence 
of moisture, and insulation resis- 
tance should be checked. 

If there is evidence of moisture 
and the insulation resistance is 
low, the should be 
dried out by one of the methods 
described (see complete copy of 
proposed AIEE guide). 


strip 


not been 


transformer 


Loading of transformers 

As in the case of other electrical 
equipment, it is feasible to load 
dry-type transformers on a basis 
of ambient temperature. The lim- 
iting ambient temperature for 
usual service condition are speci- 
fied in American Standards for 
Transformers, Regulators and Re- 
actors, C57. 

For each degree centigrade that 
the average temperature of the 
coolirig air is above 30 C, the load 
must be reduced 1 per cent of 
rated kva. For each degree centi- 





OGTR MESES 


trated here. 
ventilated vault. 


1. Unit walled-in offering little 
air circulation for cooling. 

2. Surrounding structure am- 
plifying noise. 

3. Little space for regular in- 
spection and 
periods, 
Nearness to office may sub- 
ject help to disturbing 
noise. 


cleaning 


Two extremes in locations for dry-type transformers are illus- 
At left, a close spot urder a stairway; at right, well 
Here's how the two locations compare: 


1. Permits area for inspection 
and cleaning. 
located 


from adjacent walls. 


Walls surfaced with sound 
absorbing material. 


Transformer away 


ventilated with cen- 
ditioned air. 


Room 








Time, 
Hours 


Initial Load* 90 
he 160 
l 140 
2 125 
4 110 
8 105 


Daily Loads above Rating 
(Not to be applied more than once per day) 


Permissible Daily Load in 
Per Cent of Transformer Rating 


70 50 


190 
160 
140 
120 





Use either average loa 


applied. 





*Percentages fix the load which is assumed to exist before the short-time load t+ 
i for two hours previous to load above rating or 
average load for 24 hours (less short-time load period), whichever is greater 








grade that the average tempera- 
ture of the cooling air is below 
30 C, the load may be increased 
.67 of 1 per cent of rated kva. 
These adjusted loadings may be 
for any period of time. 

Average air temperature should 
be for periods of time not exceed- 
ing 24 hours with maximum tem 
perature not more than 10 C great- 
er than average temperature. 

If these conditions are not ex- 
ceeded, life expectancy of the 
transformer will be approximately 
the same as if it had been operated 
at rated kilovoltamperes and 


ELECTRICAL SOUTH for MARCH, 1952 


standard ambient temperatures 
over that period. The AIEE guide 
does not cover the use of trans- 
formers in cooling air above 50 C 
or below 0 C. 

Short time loads rating 
which may be applied for different 
conditions have not been definitely 
determined for 
formers. 


above 


dry-type trans 


However, until final val- 
established the interim 


values given in the accompanying 


ues are 


table, believed to be conservative, 
may be used to determine daily 
loads which can be carried suc- 
cessfully. (Turn to page 78 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical 


New chairman for 
Better Sight Bureau 
THE 
vice-president in 
New 
New Orleans, La., as chairman of 
the Better Light Better Sight Bu- 
reau has just been announced. Mr. 


Drumm, 
charge of 


ELECTION of S. L. 
sales, 


Orleans Public Service, Inc., 


Drumm succeeds Ralph P. Wagner, 
commercial manager, Eastern Divi- 
Niagara Mohawk Power 
Albany, N. Y., who has been 
chairman of the Bureau since 1948. 


s:on, 


Corp., 


Streuby L. Drumm 
Widely known in the electrical 


industry, Mr. Drumm has served 
on several committees of the Edi- 
son Electric Institute and is the 


immediate past chairman of the 
General Sales Section, Southeastern 
Electric Exchange. 

New 


active in 


Orleans, Mr. 
local 


He is president of Greater 


A native of 
Drumm is civic 
affairs. 
New Orleans, 
the New Orleans Chapter, Society 
for Advancement of Management, 
and a member of the Board of Di- 


Inc.; president of 


rectors of the International House 
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manufacturers 


and their agents. 


of New Orleans. He 
president of the Electrical Associa- 
New 
tives Club, Army and Navy Club, 


is also a past 


tien of Orleans, the Execu- 
and the Sales Executives Council. 
He has been associated with New 
Orleans Public Service in various 


capacities for 28 years. 


Construction industry 

operates at high level 
CONSTRUCTION ACTIVITY continued 

at near-record 


levels in January 


after allowance for seasonal fac- 
tors, according to a report issued 
by the Building Materials Division, 
uD. 8: 


The total value of new construc- 


Department of Commerce. 


tion put in place during January 


amounted to more than 2.1 billion 
dollars, a 4 per cent decline from 
December, 1951, and a 2 per cent 
increase above January, 1951. 

over the 
industrial, and 


Substantial increases 


vear in military, 
main- 
tained the level of construction out- 


public utility construction 
lays despite reductions in housing, 
commercial building, highway, and 
some other types of construction. 
School building activity, also, was 
above a year ago in January. 

Sharply increased demands of the 
military program, however, has 
resulted in cuts in construction in 
industrial and commercial fields as 
well as in private housing, and some 
other fields. 

The National Production Author- 
ity recently told the Construction 
Industry Advisory Committee that 
there will be virtually no new starts 
in construction of industrial facili- 
ties or in commercial construction 
in the country during the second 
quarter of 1952 because of the im- 
pact of demands on critical mate- 
rials by the military and direct de- 
fense-supporting programs 


Machinery installation 
brought under CPR 93 
THE OFFICE of 


tion has 


Price Stabiliza- 
machinery 
CPR 30) 


amended its 


ceiling price regulation 


SEMRC OFFICERS—Sam H. Crowe, center, of the B & C Metal Stamping 
Co., Atlanta, has been elected president of the Southeastern Electrical Manu- 
facturers Representatives Club for 1952. Serving with him as vice-president 
will be Charles J. MeMurry, left, of Rome Cable Corp., and as secretary- 
treasurer, Frank P. Bell, of Electrical South Magazine. 
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No. 5230 
Duplex 


No. 5231 


Single Pole Switch 


for 


surface 


No. 5233 
3 Way Switch 


installation, 





anywhere. 
eS No. 5237 
Rosette 


or Junction Box 


Now—a completely new line 
of surface wiring devices— bases and covers 


are made in Urea Plastic 
No. 5235 


Pull Chain — for Non-Metallic or B-X Cable wiring. 


Complete wiring instructions in each box. 


Send for additional information. 


LEVITON MANUFACTURING COMPANY 


brooklyn 22, new york © chicago * los angeles 
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to require manufacturers, who per- 
form certain installation and erec- 
tion services in connection with the 
sale of equipment, to price such 
work under Ceiling Price Regula- 
tion 93, which covers construction 
and related services. This action is 
covered by Amendment 30 to Ceil- 
ing Price Regulation 30. 
Machinery and industrial equip- 
ment often is installed or erected 
by the manufacturer at the buyer’s 
plant or site in an operation identi- 
cal with that of a 
contractor. 


construction 
These jobs require 
concrete, masonry, plumbing, wir- 
ing, and other related specialized 
construction materials and _ skills, 
in combination. The material and 
labor costs vary greatly. 

OPS deems it 
proper that such installation and 
erection services by manufacturers 
of commodities hitherto covered by 
CPR 30 be priced under CPR 93 
in the same manner as other con- 
tract construction. 


Accordingly, 


CPR 30 will continue to cover in- 
stallation or erection services 
which derive primarily from manu- 
facturing skills and special opera- 
tional problems of the equipment. 
In some cases, these are so closely 
related to the commodity that they 
are included in the commodity 
price which is quoted or listed on 
the basis of its sale installed. 


Pioneers honored by 
Electric League 

NINE PIONEERS of the electric in- 
dustry were honored recently at a 


special 
Electric 


banquet meeting of the 
League of Chattanooga, 
Tenn., which also commemorated 
the birthday of Thomas A. Edison. 

William E. Mitchell, former pres- 
ident of the Georgia Power Co., was 
the principal speaker of the evening 
who told the 400 League members 
and guests that the electric trans- 
mission lines stretching across the 
hills and valleys are symbols of the 
prosperity of the New South. 

In a special ceremony that was 
broadcast over four local radio sta- 
tions, S. R. Finley, general super- 
intendent of the Electric Power 
Board, presented Electric League 
certificates, marking 50 or more 
years of service in the industry, to 
the electrical pioneers. 
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J. G. Simpson, left, former Tennessee Branch manager for Westinghouse 
Electric Corp., but now engaged in the insurance business since his retire- 
ment from Westinghouse, receives a certificate honoring his 50 years experi- 
ence in the electrical industry from S. R. Finley, general superintendent of 


the Electric Power Board of Chattanooga. The 
League of Chattanooga’s “Edison’s Birthday 


occasion was the Electric 
Pioneer Banquet” at which 


nine such pioneers were honored. 


Those so honored are V. Clark, 
president, Clark Electric Co.; 
Charles E. Cofer, president, Cofer 
Electric Co.; Llewellyn Evans, 
chief consulting electrical engineer, 
TVA; Paul J. Kruesi, chairman of 
the board, American Lava Corp.; 
Carl E. Schneider, electrical con- 
tractor; J. G. Simpson, retired, for- 
merly Tennessee branch manager, 
Westinghouse Electric Corp.; S. U. 
Steffner, president, Chattanooga 
Armature Works; C. K. Stiprais, 
consultant, Chattanooga Armature 
Works; and Philip Sweet, presi- 
dent, Sweet Electric Co. 

L. 3. 
Electric 


Jackson, president of the 
League, next introduced 
those of the League’s 29 past presi- 
dents who were present and pre- 
sented special service 
them. 


certificates to 


In his address, Mr. Mitchell 
pointed out that the development of 
the electric industry was not the 
work of a despotic government, but 
a vast job done the hard way, 
through individual effort and hard 
work “in accord with the economic 
laws of nature, through free enter- 
prise, and democratic processes.” 
Mr. Mitchell declared, “I don’t 
like this cradle-to-the-grave secur- 
ity so popular nowadays. 
man should 


I believe 
improve himself and 


his environment through his own 
efforts.” 

He said that too many job appli- 
cants, after asking about the pay, 
follow it up with “What is your 
pension plan?” 

“The great electric industry of 
today is not the brain child of a 
welfare state, but the 
achievement of men of vision—pio- 
neers who worked and risked, who 
had the daring, courage, and capital 
to harness the wild, uncontrolled 


glorious 


rivers to produce power.” 

Largely because of the electric 
industry, the South is coming to its 
rightful place, he asserted. No 
longer Cependent upon one-crop ag- 
riculture, the South is now the 
home of a vast electric power in- 
dustry producing prosperity for the 
entire region. 


Texas gets new 
lamp warehouse 

TO EXPEDITE light 
bulbs to expanding defense indus- 
tries in Texas and nearby states, 


delivery of 


the Westinghouse Electric Corpora- 
tion has officially opened a new 
modern sales and warehouse build- 


Dallas, Tex., with R. K. 


Leonard in charge 


ing in 


In the past, Texas customers 
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have been served by the company’s 
light bulb warehouse in St Louis, 
Mo., and Little Rock, Ark. The new THI S a3 
structure now permits a substantial 
speed-up on deliveries to this vital 
area in our nation’s line of defense. 


The red brick structure, located 

on a 3!» acre plot, provides 29,000 

square feet of warehouse floor area, 
ieciemiadestenstieeteiteniaamatll 


space enough for the storage of 
some nine million light bulbs. 
Latest scientific warehousing meth- 
ods have been incorporated in the 
building, incluging electric fork 
trucks with wooden pallets for 
loading and unloading cartons of 
light bulbs. 

The new building is the first of 
two major Westinghouse construc- 


a new light bulb manufacturing 


plant in Paris, Tex., is expected to 
Po SHEN Ste ape. Yours for the asking is this wealth of valuable lighting 
information: 

New officers named 1. CHAMPION’S PLANNED CLEANING PROGRAM — de- 
by Texas group signed to restore and maintain normal lighting effi- 

: ciency and economy, year in and year out. 

CHAMPION’S FLUORESCENT LAMP GROUP RE- 
PLACEMENT PLAN — engineered for the systematic 
replacement of lamps without interrupting Pro- 
ductivity. Saves an average of 60°% in labor time, 
sociation held in Houston, Texas. labor costs alone. 

At the same time, R. M. Sweet- CHAMPION’S INCANDESCENT LAMP GROUP RE- 
man, an electrical engineer with the PLACEMENT PLAN—worked out to give you all the 
Tennessee Gas Transmission Co., advantages of the Fluorescent “GR” Plan, with even 
was installed as chairman of the Greater cavengs. p : 
Houston chapter, TEA, succeeding All 3 Plans, complete with formulas, charts and practical 
E. F. Kueck, of Buffalo Electric Co. examples, may be conveniently filed for permanent ref- 

¢ erence in Champion's “War on Waste” Folder. It is of- 
fered without cost or obligation to lighting engineers and 
maintenance men in factories and offices, etc. Simply fill 
Parker M. Fitzhugh, University of in the Coupon and mail. 
Houston; second vice-president, 
A. V. Lamb, Electromode Corp.; 


secretary -treasurer, Warren 0. Mail Coupon To 
Clark, Phelps-Dodge Corp. 


uw. Mteraven, of the Houston | JMG A La LU BRGY Lam TUT GS 


Lighting and Power Co., is vice- eae : - 
chairman of the Houston chapter, Lynn, Massachusetts 
and Jack Edmonds, of the Okonite A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO. 
Co., is secretary-treasurer. . 

One of the objectives of the ? MEANS THE BEST IN LAMPS 
Texas Electrical Association, which 


THE INSTALLATION OF Captain 
T. J. Thornhill as president of the 
Texas Electrical Association took 
place at a meeting of the state as- 


Other officers of the state asso- 


ciation are first vice-president, 


includes individuals from all 
branches of the electrical business, | 
is the study of special problems 
arising in connection with the con- t 
struction of new commercial build- Name 
ings, new industries, and new resi- i Company 
dences such as electrical hazards in i 
industry, substitution of aluminum Street 
for copper wire, and the wiring of i 


Lae : std City State 
large buildings in anticipation of 





future types of communication. l See ee ee ee ee ee ee ee ee ee ee ee 2 ee oe 
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G.E. Supply occupies 
modern new warehouse 
THE NEW $750,000 district head- 
quarters of the General Electric 
Supply Corp., at 4221 Bienville St., 
New Orleans, was formally opened 
recently, under the direction of 
District Manager C. O. Brown. 
1937, he 


moted to present 


Since when was pro- 
post after 
miany years of experience in the 
supply and_ utilities fields, Mr. 


Brown has kept in close touch with 


his 


and has directed every important 
development of the organization. 
In conferences held prior to actual 
construction of the new headquar- 
ters, Brown aimed at ideal working 
conditions for employes as well as 
planned efficiency in serving the 
customers. 

Occupying approximately a whole 
city block, the new plant will house 
a warehouse center 
The corpora- 


distribution 
and office combined. 
tion unit here covers all of Louisi- 
ana and Mississippi and parts of 
Alabama, Florida, Arkansas, Texas 
and Oklahoma. 


Panoramic view of the modern new warehouse and office occupied recently 


by the General Electric Supply Corp., in New Orleans. 


Employee comfort 


and customer service were given primary consideration in the design of the 
new plant, reports C. O. Brown, district manager. 


The most up-to-date methods of 
materials handling yet devised are 
incorporated in the one-story build- 
ing. A feature of the plant is a 
pneumatic tube which “‘runs” paper 
work through the entire length of 
the building to the office. 

In the case of small appliances 
and supply materials, the block-long 


conveyor can rush the called-for 





NEW STONCO no. 56 


“SUPER SPOT”’ * 


100,000 CANDLEPOWER FOR 


ONLY 300 WATTS 


items from the shipping office with 
a minumum of delay. The palletized 
conveyor, he 


handles heavy 


equipment such as motors, refrig- 


said, 
erators, wire, lamps, ete. 

Electric Corp., 
srown explained, is principally con- 
with for the 
home, the farm, and industry. It 


General Supply 


cerned appliances 
handles, besides appliances for the 
home, milk coolers, 
all 
supplies for industry. 

The spe- 
cialists to help GE dealers, home 
economists kitchen planners. 
A radio and TV department 
also in- 


farm freezers, 


and types of heavy electrical 


corporation also has 
and 
and 
new testing equipment are 
corporated in the plant. 


Recently issued 

Code interpretations 
® THE ELECTRICAL 
National Fire 
tion, through its secretary, Charles 


Section of the 


Protection Associa- 


The most powerful 300-watt sealed- L. 
beam spotlight ever made. Long 
range, high intensity, oval-shaped 
beam that can be rotated to exact 
fixed position desired. Heavy-duty 
cast aluminum for outdoor, weather- 
proof service, completely enclosed 
wiring, adjustable swivel; fully UL 
approved. Write for catalog and 
illuminating data on this and other 
Stonco units—all with %2” stand- 
ard mounting accessories for com- 
plete interchangeability. 


STONCO ELECTRIC PRODUCTS CO. 


485 HENRY STREET © ELIZABETH 4, N. J. 


Smith, has issued official inter- 
pretations on several points of the 
National Electrical Code. 


Interpretation No. 375 
(Issued Dee. 19, 1951) 
Section 2351-e. Transfer switch 


for emergency supply. 


EXTRA LAMP LIFE 
\ WITH ANY LAMP 


New Stonco “Cushion-Seal” pro- 
vides maximum lamp cooling and 
almost double the life you nor- 
mally expect from PAR-38 or 
R-40 reflector lamps outdoors. 
Write for full details and new 
catalog material. 


Do 
one in 


QUESTION : two pull-out 
switch the service 
from the power company and the 
other in the supply from an emer- 


bases, 


gency lighting generator, meet the 
intent of paragraph e of section 
2351 of the 1951 National Electri- 
cal inter- 
pro- 


when a single 


pull-out 


Code, 





changeable unit is 
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vided, so that in the event of power of wireways in office occupancies? to be held at the Sands Hotel, Miami 
failure it may be removed from the ANSWER: No. Beach, April 24-26, 1952, will be 
main service equipment and _ in- . . held instead at the Shore Club Ho- 
. . JESTION NO. 2: Are > r- + ws: . - bp 
serted in the supply lines from the > ESTION NO Are the nor tel, 1901 Collins Ave., Miami Beach, 
: ° allv -<curre -arrv y 21)< 2 
emergency lighting generator? ——. See ¢ ee —_ as headquarters, with business ses- 
rah : trals of three-phase, four-wire or 
ANSWER: Yes. : ; ; ; 
single-phase, three-wire circuits to 
be counted when the 30-conductor 


sions to be held at the Miami Beach 
City Auditorium, according to an 
Interpretation Ne. 377 erate : Recaie 2 ; 
(Issued Jan. 22, 1952) limitation in Section 3624 is 
applied? 


announcement by Paul Meginniss, 
chairman, executive committee 
Section 2357. Service entrance : 
switch. ANSWER: Yes. Adequate circuits for 
QUESTION No. 1: In a multiple room air conditioners 
occupancy building consisting of 20 Southern Lighting STEPS HAVE BEEN taken by the 
apartments, each apartment pro- vccupies new home Room Air Conditioner Section of 
vided with two circuits one 20- NEW, ENLARGED manufacturing the Air Conditioning and Refriger- 
ampere appliance circuit, and one 
15-ampere lighting circuit, indi- 
vidually metered and each apart- 
ment supplied through its own 
service entrance switch, is it the 
intent of Section 2357 of the 1951 
National Electrical Code to rule 
out the installation of 30-ampere 
service entrance switches, one for 
each apartment? FAEI Chapter meeting 
ANSWER: Yes. headquarters changed 


facilities have been occupied by the ating Machinery Association to 
Southern Lighting Manufacturing help eliminate the possibility of 
Co., of Orlando. The company’s large room air conditioners bung 
new address for plant and offices is plugged into inadequate existing 
501-521 Elwell St. This is adjacent branch circuits of limited capacity. 
te the administration building of In a recent meeting of the com- 
the Municipal Airport mittee, it was agreed that all man- 
ufacturers would make it a point to 
advise installers of room air condi- 
tioners, by means of special tags on 
shipping cases and in the printed 

QUESTION No. 2: In a multiple THE MEETING of the Florida installation instructions, of the wir- 
occupancy building consisting of Chapter, IAEI, originally scheduled ing and fusing required in connect- 
20 apartments, each apartment 
provided with three circuits, one 
20-ampere appliance circuit and 
two 15-ampere lighting circuits 
with the 20-ampere appliance cir- 


cuit on one side and two 15-ampere R. S Waterproof Receptacles, 
lighting circuits on the opposite 

side of a three-wire service, indi- , Plugs and @ynieci es 
vidually metered and each apart- ‘ 

ment supplied through its own For Dependable Protection Against 
three-wire service entrance switch, . 

is it the intent of Section 2357 of MOISTURE - DUST- NON-HAZARDOUS VAPORS 
the 1951 National Electrical Code ' ee ee ee ee 
to rule out the installation of 30- Type FDE and FSE Waterproof Multi- 
ampere, three-wire switches, one iy ea rp a ge “re rig 

s 42 volts “ or “ t 


poles — polarized. For Sound and Control 
ANSWER: Yes. Applications 





for each apartment? 


* 

QUESTION No. 3: Is it the intent 4 — FS _ FD Waterproof Recep- 
2 Cc F orn ° oa 10 « res 250 vol 
of Section 2357 of the National | , adios ant Penge. 00 amperes 250 walls, 
. . . , D.C., 440 volts, A.C. and 30 amperes 250 
Electrical Code to require that 60- ; volts, D.C., 20 amperes 575 volts, A.C. 2, 
ampere switches be installed one | a07* 3 and 4 poles — polarized. For Power 
for each apartment containing the Applications 
three circuits mentioned above? 

ANSWER: Either a 60-ampere Heavy Duty Waterproof Receptacles and Plugs 3 











switch or a 50-ampere circuit 15 to 200 amperes, 250 volts, D.C., 440 and 600 volts, 
breaker would be required. A.C. 2, 3 and 4 poles — polarized 

Polarized plugs cannot be inserted incorrectly. Sealed 
cable grip excludes all dirt and moisture. Ample wiring 
space facilitates servicina and inspection. 


Interpretation No. 378 
(Issued Dee. 28, 1951) 


y 
Y 
5 
as oe " &., Me Write for Catalog No. 9048-W11 
Sections 3622 and 3624. Wire- “nase? RUSSELL & STOLL COMPANY, INC. * 125 BARCLAY ST., NEW YORK 7, W. Y. 


ways; use and allowable fill of con- T 
QUESTION No. 1: Is it the intent 


of Section 3622 to prohibit the use PRECISION-BUILT ELECTRICAL EQUIPMENT—SINCE 1902 
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Full profit margins 
.» full deliveries with 
AMPLEX SWIVELITES 


AMPLEX SWIVELITES are today’s 
fastest-moving lighting fixtures...the 
best buy your customers can make! 
They’re the smartest-looking; the most 
adaptable; the most economical to in- 
stall and maintain. And on top of that, 
you can get Swivelites now and receive 
full profit margins! 

Amplex Swivelites are sold only 
through franchised electrical whole- 
salers. To clinch your share of this 
splendid business, ask about the fran- 
chise for your area, Simply contact our 
nearest representative listed below. 
Amplex Corporation, 11) Water St., 
Brooklyn 1, New York. 


MANUFACTURER’S REPRESENTATIVES 
or? JULES J. DREYFUSS & SONS 
Jules Dreyfuss 

1820 N. W. 1st Avenue 
Miami, Florida 


Jack Dreyfuss 
324 Peters Street, S. W. 
Atlanta, Georgia 


DUIZEND, FAIN & LEVIN 
H. E. ‘Buster’ Fain 
6134 Overlook Drive 
Dallas, Texas 


Al Levin 
514 International Trade Mart 
New Orleans, Louisiana 


Bob Gryder 
7443 Stanwick Dr. 
Houston, Texas 


LEO ROACH 
4019 Clinton Avenue 
Richmond 22, Virginia 


AMPLEX 


Sealed-Beam Reflector Lamps, Colorbeam Lamps, 
Spotlites and Floodlites, Industrial Infra-Red Heat 
Lamps, Vibration and Rough Service Lamps, Street 
Lighting Lamps, Traffic Signal Lamps, Incandescent 
Lamps, Fluorescent Tubes, Display Accessories. 
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A TRUCK LOAD OF 
CAVALIER 222777 HEATERS 


FOR PUBLIC HOUSING PROJECT~LA FOLLETTE. TENN. 


HEAT BY THE TRUCK LOAD—A truck load of electrical heaters is always 
news but the punch in this load comes about from the fact that they are 
on their way to a housing project in the East Tennessee coal mining area. 
The housing project is all-electrical, including ranges, water heaters, and space 
heaters. A total of 634 heaters were installed rated at from 1.25 to 4 kilowatts 
each, Standing in front of the truck, left to right, are Melvin Wessel, Cavalier 
Corp., Chattanooga; John Stillman and H. D. Roden, both of Roden Elec- 
trical Supply Co., Knoxville, electrical wholesale firm; and W. O. Dower, of 
Standard Armature Works, La Follette, Tenn., electrical contracting firm 
which made the installation. 


ing the room air conditioner to the 
electrical circuit. 

In the committee meeting, it was 
again emphasized that all manufac- 
turers should design their room air 
conditioners and prepare their in- 
stallation instructions to conform 
closely to the applicable recommen- 
dations of the Edison Electric In- 
stitute as representative of the 
wishes of the power companies. 

It was the consensus of opinion 
that in those areas where power 
company rules differ from the basic 
regulations of the Edison Electric 
Institute, the manufacturer should 
provide special equipment as need- 
ed, for example, current limiters on 
34-horsepower units, to comply 
with the maximum starting current 
limitation of 40 amperes as out- 
lined in the AEIC-EEI-NEMA Sin- 
gie-Phase Motor Starting Current 
Rules. 

It was also the consensus of opin- 
ion that in most 
smaller sizes of room air condition- 


instances, the 
ers (14- and 15-horsepower) are 
operating satisfactorily on properly 
designed 15-ampere circuits. 

The meeting recommended that 
local electrical associations and 
power companies act to assure com- 
pliance of installers of room air 
conditioners with the recommenda- 


tions of the manufacturers who are 
supplying equipment to meet the 
requirements of the National Elec- 
trical Code and the applicable regu- 
lations of the Edison Electric In- 
stitute. 

This subject had been given con- 
siderable study in Washington, 
D. C., by local representatives of 
the electrical industry. The Dis- 
trict Electrical Inspection Depart- 
ment found that a serious problem 
hed been created as the result of 
the sales of air conditioning units 
to an uninformed public. 

The Electrical Inspection Depart- 
ment had received complaints prin- 
cipally from owners or agents of 
department houses where room air 
conditioning installations were 
causing frequent blowing of fuses. 

In many such instances, the In- 
spection Department found that the 
burnt circuits and feeder were over- 
loaded and that it was necessary to 
disconnect the air conditioning 
equipment until proper circuit ca- 
pacity had been provided. 

Reports indicate that in a major- 
ity of cases the units had been pur- 
chased in the belief that they could 
be connected to any. existing outlet. 

After the problem had been stud- 


A) 
‘ 


lease turn to page 72 
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THE NEWS 


NAMES IN 


lanta, according to Harllee Branch, 
Jr., president. 

T. J. Stone, now assistant Macon di- 
superintendent, will 


Bob Wimberley has been appointed 
manager of advertising and sales pro- 
motion for Arkansas Power and Light 
Co., succeeding Edgar B. Chesnutt, 
who died on December 17, 1951. Mr. Whitehead in Augusta, and Mr. 

Stone will be succeeded by T. R. 
Shockley, Austell district manager. 


vision succeed 


Major organization changes among 
the managerial personnel of General 
Electric’s Lamp Division at Nela Park 
have been announced by Fred F. Har- 
roff, company vice-president and gen 
eral manager of the division. 

Two appointments to positions on 
the Lamp Division’s administrative 
staff are involved. Appointees are 
Fred J. Borch, who assumes special 
administrative assignments, and Carl 
L. Olson, who becomes manager of en 
gineering. Mr. Borch has been man 
ager of sales operations, and Mr. Ol- 
son manager of lamp manufacturing. 

Millard J. Hamner, former manager 
of engineering, continues as a mem- 


Bob Wimberley 


Mr. Chesnutt had been associated 
with the utility company since 1938, 
when he joined the general office 
advertising department as assistant 


ber of the administrative staff, carry 
ing out general administrative re- 
sponsibilities outside of the engineer 
ing area, and other special assign- 
ments for the vice-president. 


William E. Davidson 


Other Henry F. 
DeLong, who replaces Mr. Olson as 
manager of lamp manufacturing, and 
William E. Davidson, who fills Mr 
Borch’s former post as manager of 
sales operation. Mr. DeLong has been 
a member of the staff of the manager 
of lamp manufacturing at Nela Park, 
and Mr. Davidson has served as man- 


appointees are 


ager of original installation sales in 
the general sales organization. 





advertising director. He became ad- 
vertising manager in 1942, and earned 
state and national recognition for his 
outstanding work in advertising, pub- 
licity, and public relations. 

Mr. Wimberley, who served under 
Mr. Chesnutt as assistant for more 
than two years, has been an adminis- 
trative assistant to President C. Ham- 
ilton Moses since November, 1950. 


John M. Murray has been named as- 
sistant sales manager of the Simplex 
Wire & Cable Co., according to an 
announcement by G. L. Roberts, vice- 
president in charge of sales. 

Mr. Murray joined Simplex in 1928. 
In the intervening years he has served 
in many capacities with that company. 


The Rawliplug Co., Inc., has an- 
nounced the appointment of Everett 
Sperry to assistant sales manager of 
their New York offices. 

Mr. Sperry, formerly with the 
McGraw-Hill Publishing Co., pos- 
sesses a complete sales background, 
and has had field experience in sev- 
eral branches of Rawlplug. 


H. P. Whitehead, Augusta division 
superintendent of the Georgia Power 





Co., and a member of the company og | 

since 1929, has been named general > Be 
superintendent of transmission and 
distribution for the company in At- 
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EASTERN FIXTURE CO 


O VERNON STREET, BOSTON 20, MASS 
< FEIGE 


FRANK E KEENER 








ae 
For Protective 
and Productive 

Lighting 


PYLE-NATIONAL 


ENCLOSED 
FLOODLIGHTS 


Don't economize on the when 


planning a floodlight installation. It is the 


initial cost 


elimination of large maintenance, repair and 


replacement expense that counts 


Sealed against moisture and dirt, con- 
structed throughout of rugged, corrosion-proof 
Pyle-National 


their original high-efficiency output through 


materials floodlights retain 
out an exceptionally long service life, with 


negligible maintenance and replacement 


expense 


Write for catalog 2100 which gives a com- 
plete description of the extensive line of 
heavy duty floodlights. The services of our 


experienced floodlighting specialists are 
available at all times to advise and assist 


in installation problems 





THE 
PYLE-NATIONAL 
COMPANY 


1354 NORTH KOSTNER AVE. CHICAGO 51, ILLINOIS 


District Offices and Representatives in Principal Cities 
of the United Stotes 


PYLET CONDUIT FITTINGS © PLUGS AND RECEPTACLES 
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M. H. Lovelady has been appointed 
chief engineer of Central Power and 
Light Co., it was announced recently 
by J. L. Bates, vice-president and gen- 
eral manager. Mr. Lovelady, formerly 
assistant chief engineer, succeeds 
J. T. Persons, who reached retirement 
age and relinquished his duties as 
chief engineer which he has held since 
1927. Mr. Persons continues his other 
duties as a vice-president and director 
of the company. 

T. E. Mansfield, formerly CPL 
transmission engineer, has been pro- 
moted to assistant chief engineer re- 
placing Mr. Lovelady. 

e 


Murray Whitfield has named 
executive vice-president and _ sales 
director of Revere Electric Mfg. Co., 
Chicago. Mr. Whitfield has been iden- 
tified with the manufacture and dis- 
tribution of electrical equipment and 
supplies for the past 24 years. 


been 


Murray Whitfield 


In announcing the appointment of 
Mr. Whitfield, Van N. Marker, presi- 
dent of Revere, added that Arthur K. 
Johnson, secretary of the firm, has 
been named a vice-president and will 
retain his duties as secretary. 


Harge A. Magnussen, advertising 
manager for the Community Public 
Service Co., Ft. Worth, Texas, for 
about 20 years, and an employee since 
1930, resigned recently to open his 
own advertising agency in Ft. Worth. 

The new firm, Harge Magnussen 
Co., has been retained by the manage- 
ment of Community Public Service 
Company for advertising copy prepa- 
ration and production and 
publicity. 


service 


Phelps Dodge Copper Products Cor- 
poration have announced four ap- 
pointments in their sales department. 

They are: Fabian W. Kunzelmann, 
manager, electrical manufacturer 
sales; Carl D. Dimity, manager, util- 
ity sales and engineering; William K. 
Dunbar, Jr., manager, electrical dis- 
tributor sales; and John C. Williams, 
manager, rod and wire sales. 

These positions have been newly 
created as part of the development 
plan for the customer contact organi- 


zation of the company, and these ap- 
pointments do not represent any re- 
placement of executive personnel. 

& 


General Electric Supply Corpora- 
tion has recently announced the ap- 
pointment of several key officials for 
its new Atlanta district office. 

H. E. Lane, manager of the Atlanta 
district, has announced the following 
personnel setup: 

Appliances and electronics: D. M. 
Clarke, Jr., sales manager, tele- 
vision, and electrical housewares; 
W. W. Gibbs, sales promotion super- 
visor; J. R. Edmundson, commercial 
equipment specialist. 

Supplies and apparatus: J. E. 
Crotty, sales manager; G. L. Myers, 
transmission specialist; M. P. Murray, 
lamp and lighting specialist; W. C. 
King, sales promotion supervisor. 

Operating: R. E. Bryant, manager; 
W. A. Lyle, accountant; A. E. New, 
credit manager; M. W. Waring, Jr., 
product service supervisor; L. W. 
Newman, order service 
and J. G. Hill, stock maintenance su- 
pervisor. 


radio, 


supervisor; 


Louis H. Hopper has been appointed 
Eastern Division manager 
by Leo H. Lipscomb, sales manager of 
BullDog Electric Products Co. Mr. 
Hopper was promoted from the posi- 
New York District manager 
and will make his headquarters at 101 
Park Ave., New York 17, N. Y. He 
has been associated with BullDog and 
its New York office for over 15 years 


assistant 


tion of 


Louis H. Hopper 


3ullDog has also announced the ap- 
pointment of G. P. Koenig to fill the 
New York District manager’s position 
vacated by Mr. Hopper. 
» 


Bud S. Moss, agricultural agent of 
the Georgia Power Co., has _ been 
named manager of the rural division 
of the company succeeding L. W. 
Gray, who retired January 31 after 
25 years of service, it has been an- 
nounced by Charles A. Collier, vice- 
president. 

In his new position, Mr. Moss will 
have charge of the company’s rural 
electrification promotion as well as 
general agricultural activities. 
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NEW PRODUCT NEWS 


Radiant comfort heater 


THE PROBLEM OF keeping men warm 
and working in hard-to-heat locations 
both indoors and out is being effec- 
tively solved in many cases with the 
new Chromalox electric radiant com- 
fort heater. 

Typical using 
the glareless all-metal heaters include 
truck and boxcar loading, receiving 
and shipping desk work, watchmen’s 


outdoor operations 


houses, and some maintenance jobs 
The portable units can be used indoors 
where neither central heating systems 
nor other auxiliary 
are adequate; for instance, in large 
poorly insulated build 


heating sources 


open rooms 1n 
ings. 


The new standard units 
equipped with a 6-inch length of BX 
cable and plug and two movable 
mounting clamps and bolts. Readily 
many locations, and 


are 


adaptable to 
heaters can be bolted alongside of ma- 
mounted on portable rigs, or 
warm 


chines, 
simply laid on the floor to 
workers’ legs. 

Three models are available. One is 
241, in. long, 800 watts; a second is 
30%, in., 1100 watts; and the third is 
46% in., 1800 watts. The first two can 
be obtained in 115 or 230 volts, while 
the latter is for 230 volts only. Pro- 
tective grills and input controllers for 


elective heating are optional. 

More information is available in 
leaflet L-1077 from E. L. Wiegand 
Co., 7600 Thomas Blvd., Pittsburgh 8, 
Pa. 


e 
Mercury lamp 


THE DEMAND FOR more light for the 
nation’s industrial plants has resulted 
in the introduction of a powerful new 
mercury lamp by General Electric Co., 
Nela Park, Cleveland 12, Ohio. 

According to the company, they 
have developed a highly efficient 1000- 
watt mercury lamp for general indus 
trial use where medium- or high-bay 
lighting is desired. 


The new lamp will be used in plants 
which produce heavy 
railroad shops, in foundries, and fo 
street lighting and floodlighting. 


52,000 


equipment, in 


» 


Producing lumens, or 652 
lumens per watt, the lamp is the most 
efficient of the general 
lighting mercury lamps. It is designed 
to fill in the gap between the 400- and 


company’s 


3000-watt lamps in the mercury lamp 
line. Its life rating is 3000 hours at 
five burning hours per start, and 4000 
hours at 10 burning hours per start. 
It operates satisfactorily in any burn 
ing position. 

The new light source was made to 
140-480 volts for highest 
This voltage also makes it 


operate on 
efficiency. 
possible to operate the lamp with a 
simple, low-cost ballast, the manufac 
turer said. 

Designated the Al5, the lamp ha 
an over-all length of 14% inches, and 
its heat-resistant outer bulb is 3% 
inches in diameter. 


Branch circuit extensions 


A SERIES OF fully approved portabl 
branch circuit extensions that liter 
ally roll power, light, or heat to any 
location in industrial 
work, on temporary assembly lines, on 
construction jobs, or in underground 
have just 


maintenance 


construction and repairs 


been announced by National Electric 
Products Corp., 13th Floor, Chamber 
of Commerce Bldg., Pittsburgh 19, Pa. 

Known as the NE Rolla-Duct series, 
the devices, which are collapsible, are 
o fully portable that they may be car 


ried on public service tl! 
The series 
init, a strip of flood lighting, and a 
trip of infra-red heating unit 


utility 
include a power and lig 


Engineered for complete electrical 
safety, the strips are fully grounded 
and are with a 
breaker incorporated in the strip for 
full worker protection. 


provided circuit 


Providing portability of power and 
light with safety, the 
mounted units carry an approved rat- 


carriage 





WEATHER-PROOF CABINET 
WEATHER-PROOF SEAM 


WELDED JUNCTION BOXES 
& FLOOR BOXES 


a3) 33 Ee ele) Ble) <>) 


NSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 
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CUTOUT BOXES 


Pail, Top ate), Ma -tep 4+) 


MAL SL ices celiich b} 


TELEPHONE CABINETS 


PRECISION BUILT 


by 


METAL 
FABRICATING 
SPECIALISTS 


NEW ADDRESS—590 MEANS STREET N. W.—ATLANTA, GA. 
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FLUORESCENT 
LIGHTING 


COMMERCIAL 


INDUSTRIAL 
OR 
SCHOOL LIGHTING 


FIXTURES 


Figure with us on 
some of your jobs! 


We Are Very Competitive 
and May Save You Money 
* 


WRITE FOR OUR CATALOG AND 
SPECIAL PRICES ON 
INDIVIDUAL JOBS 


LOUISVILLE LAMP CO. 


724 W. Breckenridge Street 
Louisville 3, Kentucky 
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ing for 2U-ampere loads for 115- o1 
220-volt operations. 

Designed to eliminate the need for 
relocation of light and power outlets 
to meet the varying needs and de- 
mands of assembly lines, NE Rolla- 
Duct supplies light, power, or heat at 
locations where the wiring system 1s 
not convenient for use. 

One of the units carries eight out 
lets plus two flood-light sockets, and 
thus is said to be ideal for all portable 
power-tool use. The usable service 
area of permanent electric outlets is 
increased to a radius of 20 feet, or 
further. 

In addition to the uses mentioned, 
NE Rolla-Duct also has been service- 
proved as ideal for such things as tem- 
porary lighting, display lighting, for 
photographic power and light, and for 
armed general mainte- 
nance. 


forces base 


Flexible fixture fitting 

New TYPE CS explosion-proof, 
swivel-type flexible lighting fixture 
fittings, made by Russell & Stoll, con- 
form to the 1951 Code and are Under- 
writers’ Laboratories listed for Class 
I, Groups C & D. 

They are made of cast metals which 
can be selected compatible to the con- 
duit system. The swivel joint is not 
subject to mechanical injury and has 
a total swing angle of 30°, universal 
movement. Threaded joints are free- 
floating and high-temperature lubri- 
cated to avoid freezing. 

Fitting is self-aligning and has no 
soft-soldered joints. Length is 7% 
inches, width 234 inches. 

Data Sheet No. P83051-11 is avail- 
able from Russell & Stoll Co., Inc., 125 
Barclay St., New York 7, N. Y. 


Safety switches 


THE SQuaRE D Company’s complete 
line of safety switches meets the re- 
cently adopted federal specifications 
W-S-865. These switches vary in rat- 
ings up to 2,400 amperes, 600 volts, 
and 50 hp. 

The Type A switch has a quick- 
‘make, quick-break mechanism that is 
impossible to retard or “tease.” Mag- 
netic are suppressors give exception- 
ally high interrupting capacity neces- 
sary on industrial applications. A 
safety cover interlock is designed so 
that the switch cannot be opened 
by vnanthorized personnel with the 
switch “ON.” 

The Type A switch is designed to 
operate continuously without 
heating. All current carrying parts 
are silver plated to give a low resis- 
tance contact. Blade hinges are 
spring reinforced for pressure con- 
tact. Fuse clips are spring loaded and 
reduce heating by more than 60 per 
cent. 

Tvpe C switches also fully meet fed- 
W-S-865 for me- 


excess 


eval svecifications 


diam-duty and general service, while 
Type D approved for 
light-duty such as lighting 
Double-throw switches are in- 
tended for service transfer switches. 

Square D types A, C, and D 
switches are listed by Underwriters’ 


switcnes are 
service 


loads. 


Laboratories. Complete details are 
available from the Square D Co., 6060 


Rivard St., Detroit 11, Mich. 
= 


All-angle spotlight 

A NEW versatile, all 
the Amplex 
manufactured by the 


angle spotlight, 
Focalite, is now being 
Amplex Corp., 
and is especially designed for the dis- 
play man. The Focalite can be used 
in window displays, shadow 
show cases, and fon 
plications. 

Made of one-piece aluminum with a 
deluxe finish, this 
unit will fit in with the decor of any 
lighting treatment. The Focalite rests 
on a flocked tripod base that will not 
mar the finish of the unit, or the floor, 


boxes, 


highlighting ap- 


permanent Satin 


counter, or table it may be resting on. 
Instantly adjustable to any angle, the 
Focalite will always maintain its fo- 
cused position. 

Designed to accommodate a PAR 38 
Colorbeam reflector 
lamp, the Focalite is equipped with a 
6-foot cord and plug. In addition to 
its display-accent lighting applica- 
tions, Focalite may also be used to 
give a new indirect lighting treatment 


lern home. 


flood, or 


spot, 


to today’s mo 


Complete details and literature are 
available from Amplex Corp., Dept. 
FP, 111 Water St., Brooklyn 1, N. Y. 


Automatic reset starter 


A NEW AUTOMATIC reset fluorescent 
lamp starter, the FS4-NA Robot Cop, 
has been announced by the Lighting 
Division of Sylvania Electric Prod- 
ucts Inc., 1740 Broadway, New York 
i, MM. T. 

Designed to cut out a failed lamp 
and provide automatic resetting of the 
cutout for normal operation when a 
new lamp is installed, the starter pro- 
from overheating and 
also eliminates manual for restarting 
which becomes an expensive operation 
when large numbers of lamps have 
been cut out due to low voltage, un- 


tects ballasts 
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grounded fixtures, or similar condi- 
tions. 

The new unit, for use with 40-watt 
lamps, cuts fiickering lamps out of the 
circuit and lowers the current through 
the ballast to a safe value. When the 
worn lamp is replaced, the starter au- 
tomatically recycles after one minute. 


Cable data calculator 

A PLASTIC calculator designed to 
help electrical contractors, industrial 
and power company engineers in their 
daily work is being offered to the 
trade by Triangle Conduit & Cable 
Co., Inc., Dept. ES, New Brunswick, 
N 


This calculator shows at a glance 


the approximate weight per thousand 
feet of solid and stranded wire and 
cable with one, two, or three conduc- 
tors. 

On the reverse side is shown the 
size of conduit or tubing needed for 
various numbers of conductors when 
using R, RH, RW, RF 32, RU, RUF, 
RUW, TF, T, TW, and the lead-cov 
ered cables: RL and RHL. 

The user can also find the allowable 
current-carrying capacities of conduc- 
tors in amperes. In addition, there is 
a table giving the ampere correction 
factor for room temperatures over 
30°. 

All the figures are based on the 
1951 National Electrical Code. 


e 
Three-phase winding head 


A NEW THREE-PHASE winding head 
that winds any mush-type coil for mo- 
tors ranging from % hp up to and in- 
cluding the General Electric 75-hp 
three-phase motor has been announced 
by Crown Industrial Products Co. 

The unique feature of the three- 
phase head is the instantaneous ten- 
sion release. When coils are finished, 
the operator simply pulls out on the 
arms and turns the teeth to the inside. 
This principle releases the tension on 
the coils, permitting them to slip off 
easily. 

To set for rewinding, the teeth are 
merely turned outward, which auto- 
matically locks them in place. Four 
permanently attached cranks adjust 
the coil winding arms equi-distantly 
in pairs from the center of the wind- 
ing head. Easy-to-read scales on each 
bar show settings for coils of any sive 
from 2% by 5 inches to 11% by 19% 
inches. 

Complete information on this and 
other motor repair shop equipment is 
available from Dept. A., Crown Indus 
trial Products Co., Park and Borden 
Aves., Sycamore, III. 


a 
Bus-drop cable clamp 


A NEW quarter-bend cable clamp, 
the “Sky-Tie,” has been conceived by 
engineers of The Adalet Manufactur- 


ing Company to meet the nee 1 for a 
fitting suitable for bus-drop cable 
Many of the plants turning out de- 
fense materials have been using bDus- 
drop cable without conduit as an easy, 
simplified means of transmitting 
power to machine tools from bus duct. 
The method permits quick installation 
and ready 


chines. 


rearrangement of ma- 
According to the manufacturer, 
power distribution by this means en 
tails a new conception of electrical 
fittings. Most important of these, iit- 
tings is a supporting clamp for su 

pending the cables above the ma- 
chines. A fitting which will anchor 
the cable at the busway and machine 
is also required. Both of these re- 
quirements are met by the dual-pur- 
pose clamp “Sky-Tie.” 


A spring can be used on loads as 
high as 125 lbs. The manufacturers 
point out that the weight of the cable 
does not necessarily determine the 
spring requirement. This is deter 
mined by the pull needed to keep the 
horizontal run of cable from sagging. 
Frequently 75 to 100 Ibs. is exerted by 
cable whose weight may be only 15 
lbs. in itself. 





a 
7 | 


SHS-i25 SPRING—_ . | 
' 


BUSWAY 


BUS-DROP CABLE CLAMP 


MACHINE 














Literature describing the “Sky-Tic” 
is offered by The Adalet Mfg. Co., 
14300 Lorain Ave., Cleveland 11, Ohio 


€ 
New BullDog literature 


BULLDOG Electric Products Co., De 
troit 32, Mich., has just issued two 
new product bulletins. 

Bulletin No. 513 discusses Bull- 
Dog’s P2B and P3B Pushmatic Elec 
tri-Center (lighting panelboards). It 
points out that these panelboards are 
now available right off the distribu- 
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LIGHTING 
EQUIPMENT 


REVERE covers the fleld with a 

complete Quality Line of Air 

port — Street—Service Station 
Sports—Outdoor Theater— Marine 
and industrial Lighting Equipment 
The best in engineering skill, the 
best material that money can buy, 
the best in assembly and construction 
oo into every REVERE unit. All down 
the line it’s the line for you to sell 
or specify for complete satisfaction 


A FULL LINE 
OF 
LUMINAIRES 
for MERCURY-VAPOR 
or INCANDESCENT 
LAMPS 
embodying many 
new INNOVATIONS 


te 


THE 
FAMOUS 
REVERE 

4200 

ENCLOSED 
750-1000- 1500 
WATT FLOOD 


CODE 
BEACONS 
AND 
FLASHERS 


SINGLE 
OR 
DOUBLE 
OBSTRUC 


TION 
LIGHTS 








HINGED 
POLES 
FOR STREET 
LIGHTING 
and other 
HIGH 
MOUNTING 
JO3S 
WHITE-WAY 
PYLON-LITES 
for Boulevards 
and Residential 


Write for Lighting 


CATALOS 


6005 BROADWAY — CHICAGO 40, ILL 
Lighting Equipment for every need 
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SELF-CONTAINED METERING OF 
LOADS UP TO 200-AMPERES 


the DUNCAN 


HEAVY DUTY 
FAMILY 
iS GROWING! 


For POLYPHASE 1-, 2-, or 3-phase 
3-wire installations —The new Type MH-2S 
50-ampere meter 


Duncan 
Type HD 
Heovy Duty 
Device 


For SINGLEPHASE DEMAND — The Type 
TF-SE 50-ampere, 240-volt, 3-wire single- 
phase watthour-thermal demand meter 

(48 KW) 
The DUNCAN family of Heavy Duty 
Equipment is continually growing in size 
and acceptance. By the elimination of 
current transformers tor load currents 
between 100 and 200 amperes, appreci- 
able savings are made in installation cost 
and mounting space. There is no better 
method of metering 1-, 2-, or 3-phase 
3-wire services. Try these Duncan Heavy 
Duty combinations on your next install- 
ations in this capacity range. 


maker iy With chiayy er: Ley fMidy sars 


DUNCAN ELECTRIC MFG. CO. LAFAYETTE, INDIANA 





... For SINGLEPHASE —The Type MF-SE 
50-ampere, 240-volt, 3-wire meter. 





GENERAL TYPES TO 
FIT ALL LOCAL 
REQUIREMENTS 


Rugged, reliable ground clamps help a lot on 
many wiring jobs — and M&W has the right, 
U.L. Approved type to meet your local specs. 
Types include bronze or malleable iron clamps 
to fit Y2” rod up to 4” pipe. All have top halves 
with slotted bolt to eliminate the need for remov- 
ing screws. Special types available for quantity 
users. Write for new 1952 Catalog No. 20-B 
Water-Tight Connectors — Non-Water-Tight Connectors — 
Service Entrance Kits — Service Entrance Caps, Straps and 
Sill Plates — BX and Romex Connectors. 


erste 


The M. &W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 





tor’s shelves. This bulletin also de- 
scribes the many exclusive features 
of the P2B and P3B panelboards. Bul- 
letin No. 513 is printed in two colors, 
blue and black, and is profusely illus- 
trated to emphasize the important 
features described in the copy. 

Bulletin No. 514 describes the Bull- 
Dog line of Vacu-Break safety 
switches. The bulletin emphasizes 
that BullDog has reduced its safety 
switch line from hundreds to only 37. 
The bulletin also describes the Vacu- 
Break principle for are snuffing, the 
exclusive Clampmatic feature, and 
other outstanding features of the 
switch. Bulletin No. 514 is four pages 
long, printed in two colors, black and 
red. Several photographs and draw- 
ings help explain the mechanical fea- 
tures of the switch line. 


Air conditioner circuits 


(Continued from page 66 


ied and discussed, the electrical in- 
dustry representatives of Washing- 
ton, D. C., recommended that the 
matter be taken up with the Na- 
tional Adequate Wiring Bureau 
with the suggestion that a 20- 
ampere circuit be recommended for 
air conditioner units in the master 
bedroom and in the living room of 
a home or apartment; that a spe- 
cial bulletin be developed for build- 
ers, architects, and contractors, rec- 
ommending the installation of a 20- 
arapere circuit in the master bed- 
rooms and living rooms of all new 
homes built in the area; and that 
the matter be brought to the atten- 
tion of the Air Conditioning and 
Refrigeration Machinery Associa- 
tion. 

The Electrie Institute of Wash- 
ington is giving consideration to 
licerature that will help inform the 
public as well as the trade on the 
matter of providing adequate cir- 
cuits for room air conditioners, and 
is also giving consideration to a 
special demonstration in the spring 
Home Show which would explain 
what 15- and 20-ampere circuits 
are and what adequate wiring 
means to the home owner and 
builder 


Economic comment 


(Continued from page 47 


particularly effective in regulating 
the balance of supply and demand 
for many products, the prices of 
which would surely have sky- 
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rocketed with uncontrolled demand 
competition. 
little change of 
policy in this respect during the 
next six months. 


There appears to be 
possibility of a 


The material production picture 
as of July, 1952, should point up the 
need (or lack of need) for further 
continuation of such controls. The 
Federal Reserve Board undoubtedly 
will weigh the need very carefully 
before changing their policy, but 
it should be willing to make altera- 
tions if it would seem advisable 
for national economic welfare. 

Problem two has been the re- 
duced 


purchasing power in con- 


sumer hands available for large 
items due to the general high cost 
of living. It appears from present 
Bureau of Labor Statistics reports 
that the cost of living has leveled 
off on a high plateau and may even 
decline somewhat in the next few 
weeks. 

It is too early to say whether or 
not this halt is permanent, or if a 
price decline will actually develop. 
Many factors are pulling each way 





friction 


rubber 
tapes- 


OKONITE 


makes pette! tapes 
ask for them by name 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 





with an apparent stalemate at the 
present time. 

The simple fact that the food 
cost factor has shown a tendency 
to decline during the past few 
weeks and that wages and salaries 
still show a slight rising trend 
should mean that more money may 
be available for the purchase of 
durable household goods. Dealers 
should plan to exploit this advan- 
tage when it occurs as consumers 


will be in a buying frame of mind 


Fixture promotion 


Continued from page 49 


during bad weather, when con- 
struction work is constricted. 

While residential wiring and re- 
pairs do not yield the profit that 
3ragg desires, he said that profit 
can be made from volume and eco- 
nomical utilization of the time of 
the electricians. 

At least one of the trucks is 
delegated exclusively to residential 
wiring, fixture installation, and re- 
pairs. The electricians who man 
the fully equipped truck are skilled 
in house wiring, and take care of 
many jobs during the week. 

Bragg said that he has realized 
very good results from his drive 
for volume from low-priced elec- 


trical fixtures. Most fixtures are 


bought for new construction work, 
although some of them are being 
used in remodeling of older houses 

Often a customer coming to the 
featured 
low-priced fixtures winds up buy- 
The glit 
room, filled with an 


show room to pick the 
ing higher-priced ones 
tering show 
impressive assortment of light fix- 
most of them in 
tempts the customer to buy. 


tures, action, 

Bragg said that the move was 
made from the Main Street loca- 
tion to the newly remodeled build- 
ing, on a side street, mainly to 
provide a modern show room and 
good parking facilities for custom- 
ers who come to the store to select 
lighting fixtures. 

The two-story building, on a 
corner, is of brick 
painted white, with signs on two 
sides that point out the free park- 
ing lot at the rear for customers. 

This private parking lot, which 
accommodates a dozen vehicles, is 
in addition to the ample curb park- 
ing facilities that the side-street 


construction, 
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FOR LIFE-TIME 
DEPENDABILITY 


CONTROL THEM WITH 


Monitor 


Special control cubicle to control 
hydraulic and pneumatic operation of 
freight elevator pumps. Engineered 
and built to exacting MONITOR 
standards! 


@ Performance—iong, depend- 
able performance —is the true 
yardstick of genuine quality in 
motor controls. And on this 
basis, as in relation to every 
standard, MONITOR controls 
have proven their superiority 
time and time again. 


The 


MONITOR 


CONTROLLER CO. 


Braintree 84, Mass. 


REPRESENTED BY 


B. S. WOODMAN 
1570 Northside Ave 
Atlanta, Georgia 
L. L. ROUSSEL LYNN ELLIOTT CO 


312 E. Livingston PI 322 M & M Building 
New Orleans, Lo Houston 2, Texas 











location makes possible. The 
large parking area also is con- 
venient in loading the 10 three- 
quarter-ton trucks that the con- 
tractor operates. 

The show room is one of the 
most colorful spots on the entire 
street, day and night. The long 
row of green-tinted plate-glass win- 
catch and_ hold 
Then the 
broken 


dows attention. 
prospect gets an un- 
view of the show room 
through the windows that reveal 
the handsome interior, with its 
background of knotty-pine paneled 
valls. 

Bragg’s often-repeated claim to 
having the largest 
lighting fixtures and fireplace fix- 
tures in the South seems more than 
substantiated by the appearance of 
the completely stocked show room. 


showing of 


“A good show room soon pays 
for itself,’ Bragg acknowledged. 
“Our show room is not unique ir 
any way. We built it after exam 
ining other attractive show rooms 
in various parts of the country. Our 
conclusion was that the best back- 
ground for displaying electrical 
light fixtures is one that simriates 


the home—an _ unobtrusive but 
artistic wall, and simple, handsome 
tables, counters, and cabinets.” 


Wiring standards 


(Continued from page 54 


tified units to date. The wiring 
has such appeal to prospects that it 
is plugged by the firm in all its 
newspaper advertising, he said. 


Contractor Sells AW 
“IT make money selling better 
wiring,” said Quentin Johnson. 
“My entire business.success is the 
result of my efforts to promote bet- 
ter wiring. It’s no job to get peo- 
ple to spend more money for a good 
job,” he said. “They'll thank you 
for your efforts and recommend 
you to their friends. ‘Just see 
Johnson,’ they’ll advise!” 

Johnson described his sales pro- 
gram which includes intensive ad- 
vertising in five movie houses, in 
newspapers, and the use of AW 
decals on trucks. Additional help 
from Northern States Power in the 
form of advertising, 
sales and layout assistance, have 


newspaper 


helped put his story across, he said. 
The result: plenty of work from 
individual customers, a large vol- 
ume from builders 
who rely on him exclusively, and 


several local 
co-operation with six appliance 
dealers who send a lot of business 
his way. 

To make a broom, many straws 
must be bound together, said Lee 
W. Helgerson, educational director 
of Wild Rice Electric Co-operative, 
Mahnomen, Minn. “So it is with 
our adequate wiring program. 
Many parts make up the whole. We 
bind the various straws together 
to form the strong substantial pro- 
gram.” 

Helgerson then described the 
Co-op’s AW activity which, through 
the combined efforts of Wild Rice, 
the State Board of Electricity, the 
electrical contractors, and Co-op 
members, has been outstandingly 
successful in getting across the 
principles of adequate farm wiring. 
The program includes: 

(1) Pre-wiring meetings to in- 
form new members of the value of 
adequacy. 

(2) Regular plugging of AW in 





ZZ tte First and Only 


Starter Made fxclusively and 
for 8"-22 Watt 
Gircline Lamp . 


— : FOR CASTINGS e FABRICATED PARTS 
arter “Uy = PIPE e BARS e STRIPS ¢ TANKS 
approved by UL Up to 24x3x3 feet * 


for 8''-22 watt cir- 

Your parts or products:can have the same high- 
quality, hot-dip galvanizing used on our own DIXI- 
STEEL products. Small, tight spangles . . . smooth, 
uniformly-heavy coats of zinc ... no fins. A tough, 
rust-proof finish that withstands severe bends without 


THIS LAMP 





COMPLETE LINE 
*FS-2 FS-22 
*FS-4 FS-25 
FS-5 FS-30 
FS-6 FS-40 
*FS.12 FS-40A 
FS-20 FS-85 


cracking or flaking. 
Write today for quotations on this 
superior service. Give full details of 
materials, including dimensions. 


The new fast starting FS-22 
specifically designed for the 
8-22 watt circline- lamp as- 
sures longer lamp life and 
dependable long lasting 
service. Ruggedly construct- 
ed and unconditionally guar- 
INFORMATION anteed, the fast-starting FS-22 
AND SAMPLES is available for immediate 
delivery. 


UL, CSA *Single dip size. Larger sizes by double-dipping 
"Certified by ETL ; here 
If it’s exposed to corrosion...Galvanize it! 
WRITE TODAY 
FOR PRICE 


Atlantic Steel Company 
MAKERS OF (DIXISTEEL) SINCE 1901 
ATLANTA, GEORGIA 





‘ 523 Medford St., Boston 29, (Charlestown) Mass. 
a mee semen 
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the Co-op’s monthly newsletter to 
members. 

(3) Presentations by staff per- 
sonnel at all types of meetings— 
4-H, County Extension, conserva- 
tion, farm home, Farm Bureau and 
Farmers Union. 

(4) Exhibits in 
crop shows, etc. 

(5) Presentations on AW before 
veterans’ agriculture classes. 

(6) Holding of welding schools, 
appliance shows, and_ cooking 
schools. 

(7) Sponsorship of floats in lo- 
cal parades. 

(8) Joint sponsorship with 
neighboring co-op of regular radio 
programs every Saturday morning. 

Wild Rice plans a re-inspection 
program in the near future, Hel- 
gerson said. Every farm in the 
area will be covered as “farmers 
have a habit of adding to their 
existing wiring quite regularly. 
Our intention is for each and every 
member to feel sure that they have 
adequate and safe wiring.” 


county fairs, 


High-frequency lamps 
(Continued from page 51) 


over 2000 foot-candles, which is 
more than 40 times the amount of 
light in the modern office or store. 

In several similar laboratory 
rooms equipped with lighting be- 
fore the high-frequency type was 
available, conventional ballasts for 
the fluorescent lamps weigh about 
800 pounds. Since the ballasts 
would have produced both heat and 
space problems if located near the 
lamps, they were moved outside 
the room. But it then became nec- 
essary to use a cable of 90 wires 
to get the power to the fluorescent 
lamps. ; 

In the case of the 360-cycle in- 
stallation, however, all of these 
problems were avoided by placing 
small, 


low-loss ballasts 


at each lamp. The total weight of 


capacitor 


the capacitors is only 44 pounds. 
The weight of the frequency con- 
verter is about the same as the com- 
bined weight of the 60-cycle bal- 
lasts. However, it can be placed 
conveniently in a transformer vault, 
and only two wires are needed to 
deliver power from that point to 
the lamps. 

The lamps themselves, identical 
to those used in the home, store 


and elsewhere, provide ail the light 
nourishment plants need for grow- 
ing, but none of the harmful ele- 
ments of sunlight. 

An unusually high level of illu- 
mination is needed by government 
scientists in their investigation of 
light’s effects on plants. By con- 
trolling the intensity and duration 
of light, they are able for the first 
time to measure precisely its effect 
on plant cell growth. Studies al- 
ready made indicate that by con- 
trolling the periods of light and 
darkness, the growth and maturing 
of plants can be either speeded or 
retarded. 

It is the hope of the Department 
of Agriculture that the Beltsville 
studies, by discovering how na- 
ture causes plant growth, will 
bring closer the ultimate goal — 
learning how to synthesize food. 


Attic fan dual use 
(Continued from page 55 
“Let’s assume that one doctor's 


home has an extra large bathroom, 
in which there is a dressing room 


We place a grille in the ceiling di- 
rectly above the dressing table. The 
person using the dressing table, by 
pulling a chain, opens the grille and 
is immediately flooded with circu- 
lating air. When the grille is closed, 
the stream of air from the fan is 
exhausted again through the ccil- 
ing grille in the kitchen.” 

After this explanation, it should 
be obvious that the attic fan is not 
intended to replace air condition- 
ing. In Corpus Christi, as else- 
where, people say, “It isn’t the 
heat, it’s the humidity.” 
circulation of air takes place, you 


Once a 


get the feeling of coolness which 
is due to evaporation. 

Air conditioning involves a cost 
that few home owners can manage 
For the most part, when a home is 
air conditioned, the system is re- 
served for one room. This room, 
of course, has to be closed off 
isolated. In the 


Southwest, circulating air will re- 


insulated and 


lieve much of the discomfort of 
warm weather, at a cost most home 
owners can afford. 





SOCKET 
METER 
COVER 


Fits all standard "S" Type meters 


climate. 
552”’. 
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Made from 16 gauge zinc-coated, rust-resistant steel 
and finished in baked-on aluminum enamel, the KEES 
Socket Meter Cover is designed to prevent breakage of 
glass on socket meters and to insure long service in any 

Outside diam.—8” and depth— 
Metal cover is also reported to 
minimize damage from excessive current 
surge due to electrical storms. 


Write Dept. ES-8 for Free Electrical Catalogue 


Since 1874 


BEATRICE 


i D. KEES MFG. CO. BEATRICE 
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Sut how can people find comfort 
sitting under the hot breeze coming 
down from the attic, you ask. 

“By thermometer tests, with a 
fan manufacturer representatives,” 
said Manning, “which showed that 
the air being blown downward was 
no hotter than 
The fan, drawing up fresh air and 
circulating it, keeps the attic from 
That 
the original purpose of the 


room temperature. 


filling up with hot air. was 
attic 
fan. 

“But the pushing of circulating 
air out exterior vents was doing no 
appreciable good downstairs. We 
just directed this air downward so 
the people below could derive some 
tangible benefits from it.” 
that the best 
way for the contractor to sell this 


Manning claims 
method of air-cooling is to use it in 
his own home. From his experience, 
he will 
cover his own selling points, and 


become enthusiastic, dis- 


have a set installed to use for 
demonstration. 

“We have had to do very little 
selling,” said Manning. “One satis- 
fied customer has sold another. All 


we did was follow up on this chain 
of prospects.” 

By the way, Manning sells fans. 
He does not get merely the small 
cost of hooking up another’s sales. 
He gets all the profit involved! 


Copper conservation 
(Continued from page 57) 


which 
copper in 


formula is offered as one 
would further conserve 
residential wiring, should that be- 
come necessary, yet would provide 
a wiring system reasonably safe 
from hazard to life and property, 
and still serviceable to the ultimate 
of the home: 

25 pounds of copper, plus 0.5 
pounds for each 100 square feet of 
living area, based upon outside di- 
mensions, for minimum wiring re- 
quirements, plus allowance for 
additional facilities required in cer- 

tain instances. 


occupant 


Included within the 25 pounds is 
an allowance for service entrance; 
for circuits to plug-in appliances 
and to serve one major item of 
household equipment such as range, 
water heater, washer, clothes drier, 


or the like; for furnace controls 
and bell wiring; for system ground- 
individual 


(where re- 


ing conductor and 
grounding conductors 
quired) ; and for a portion of the 
material needed, for general pur- 
pose lighting branch circuits. 

The balance of the copper re- 
quired for the latter 
covered by the variable factor based 


circuits is 


upon floor area. The copper needed 
for general purpose branch circuits 
has been split between the two ele- 
ments in the formula because the 
Committee’s study shows that even 
for these circuits, the material re- 
quired is not directly proportional 
to the floor area. 
This formula applied to a 
foot would provide 
for an allowance of 25 16x .6)= 
30 pounds of The accom- 
panying tabulation shows how this 
30 pounds would be applied to give 


1000 
square house 


copper. 


reasonable adequacy of service and 
safety from hazards. 

Only careful location of the ser 
vice to keep lengths of the large 
size wires to the shortest possible 
distance permits this installation 
to be achieved within the formula 





HAVE YOU TRIED THIS FINEST OF PLASTIC TAPES? 


PACKED INDIVIDUALLY 
One 66-ft. roll, 34" width in 
single pocket-size metal can 


TAP 


CONVENIENT FIVE-PACK 


Five 30-ft. rolls, 3/4,'' width 
in handy container 


RECOMMENDED IN PLACE OF FRICTION AND 
RUBBER TAPES IN THE FOLLOWING SITUATIONS: 


1. Where tape is subject to abrasion (resists abrasion). 


2. Where space is limited (makes neater job, as in terminal box). 
3. Where tape is subject to water, acids, alkalies, corrosion (resists all). 
4. Where time must be saved (does the job much more quickly). 


PLYMOUTH RUBBER COMPANY, INC. 


Manufacturers of SLIPKNOT — The World's Largest Selling Friction Tape 





CANTON, MASS. 
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CEILCHEAT 


ELECTRIC RADIANT CEILING CABLES 


Wire Pulling iybricant 


for Lead, Rubber, Braid or 
Synthetic Covered Cables 


Nothing else gives “slip” to electric cables like Y-Er 
Eas. This creamy, non corrosive lubricant simplifies 
cable pulling, especially through saddles and sharp 
turns. 


$0, EASY TO Specify! 


$0, EASY TO 


Satisfy! | 





“It's so easy to specify accurately Ceil Heat 
installations to assure warmth in coldest 
weather. ‘Proof-of-the-puddin’ was during 

a near zero cold spell when | checked 

50 wsers—all 50 had warm-cozy homes— 
complete satisfaction!" 


Y-er Eas is never harmful to cables or conduit. It 
performs its slipping function, then dries out and 
Write for shrinks in volume leaving only a light film of powder 
—* Only Y-Er Eas has al! these features! 
© Never messy or greasy to use 
© Never harmful to hands or clothing 
© Prevents sticking and setting of cables 
® Does not run back on cables 
e Facilitates removal of cable at later date. 


J. B. Carson 

Kingsport Electric Co., 
Kingsport, Tenn. 

4 4 NOW everyone can enjoy better living through Ceil Heat, the 
se * ao ee oe Oe ee — revolutionary electrical ceiling cables that provide invisible 
radiant heat—like the healthful rays of the sun. Yes, Ceil Heat, 


the new standard for cleaner, more comfortable heat—is 


At all leading Electrical Supply Houses 


economical for homes in all price ranges! 


| ELECTRO “COMPOUND co. 


3812 W. 150th Street @ Cleveland 11, Ohio 
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STAINLESS STEEL WALL PLATES 
FOR SPECIFICATION WORK 


Handsome, permanent, brushed satin finish blends with any 
type of wall decoration for LASTING BEAUTY. 
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THOUSANDS OF USERS 


in Ten. 
nessee and adjoining states—homes of 


varying sizes—all say they “wouldn't 
swap Cecil Heat for any other com 
fort in the home!” Compared to con 
ventional heating systems, the com 
bined installation and operation of 
Ceil Heat actually costs less in the 
low-power-rate areas—costs very little 
more in most of the high-power-rate 
areas! There's no wasted heat—cach 
room is individually controlled. Ceil 
Heat is the fastest, cheapest and 
simplest way you can build a modern 


heating plant into a house. 


NEW FREEDOM OF DESIGN—Ccil 
Heat makes it easier for architects 
to design more beautiful, more effici 
ent homes by utilizing space formerly 


needed for registers, radiators, pipes, 


EASY TO ESTIMATE * 
STALL- 


ing base and cover with plaster ot 


EASY TO IN- 
Just staple the cable to ceil 
wallboard. Quickly installed by a 
local electrical contractor. Easy-to 
follow instruction manuals furnished 
all «li 
matic conditions to calculate heat 


contain simple tables for 


losses and cable required. Ceil Heat 
is truly easy to specify, easy to esti 


mate and casy to install! 


TROUBLE-FREE—Ceil Heat is water 
proof and non-corrosive—won't blis 
ter paint or paper, or crack plaster 
Nothing to get out of order—no re 
pairs needed if installed according to 
simple directions. Five-year guaran 
Acceptable for FHA 


mortgage financing 


CEIL HEAT IS THE STANDARD—in 


radiant ceiling heat 


tee on cable 


perfected 
solely by Ceil Heat Division of Homes, 
Inc. Sold only through electrical dis 


tributors to approved licensed elec 


furnace, fuel storage, and cellar trical installers 


Immediate delivery from stock! 
1 to 10 gangs in any combination of plate openings. 


*, able, thermostats, staples and all materials for above instattations 
turnished by following dintributors HARRIS PATRICK ELECTRIC 
SUPPLY CO. ville, Tenn.; RODEN ELECTRICAL SUPPLY CO 
Knoxville, Tenn.; HAJOCA CORP., Chattanooga, Tenn.; SOUTHERN 
WHOLESALERS, INC.. Dalton, Ga: FRAZIER MACHINERY AND 
SUPPLY CO. Decatur, Ale; SOUTHERN SUPPLY CO., Jackson 
Tenn: KINGSPORT ELECTRIC CO., Kingsport, Tenn 
FRANCHISE areas available. Write today 


10 or more gangs on special order, including tandem. 


Sold through wholesalers only. 


Limited 


Write today for catalog! 


W 


WY WS 


1 CEIL HEAT Division, Homes, Inc., De 
YY > = P. ©. Box 10066, Knoxville, Tennessee. 


end me—without ob 
PERFECT-tine 
Manufacturing Corp. 


Y 


Hicksville, L.1 


_ > 


WIRING DEVICES - LIGHTING 


New York 


VM lll, 


ATING FANS 
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proposed. Failure to adhere to this 
principle will necessitate substan- 
tial reduction in service availability 
from general purpose circuits to 
offset the extravagance. 

Where more than one item of 
major electrical equipment is need- 
ed, requiring individual branch cir- 
cuits for their supply, 342 pounds 
of copper per unit should be allow- 
ed. This allowance is based upon a 
survey of installations of major 
electrical appliances and equipment, 
such as, water heaters, dryers, air 
conditioning equipment, home heat- 
ing equipment, and water pumps. 

For example, using the previous 
illustration, if the home should be 
located in an area where public 
services other than electric ace not 
available, the installation of a 
water pump and an electric wate) 
heater would increase the allotment 
by seven pounds of copper. 


Substitute materials 

There has been considerable dis- 
cussion in many quarters, espe- 
cially in the press, regarding the 
possibility of substituting alumi- 
num conductors for copper in the 
sizes used for house wiring. It is 
true that aluminum can be—and is 
being—used in large diameters for 
industrial installations, and for 
transmission and distribution sys- 
tems, with consequent saving in 
copper. 

It is, of course, in the larger 
sizes of wire that the greatest sav- 
ings, per foot of wire, can be 
achieved with the minimum amount 
of education in the handling of : 
new material with its attendant 
technical problems. 

Greater application of aluminum 


conductor is dependent upon the 
availability of aluminum of the re- 
quired conductivity—61°%. Alumi- 
num of this conductivity, known as 
EC grade, generally can be substi- 
tuted for copper by using one trade 
size larger—No. 4 aluminum for No. 
6 copper, for example. Aluminum of 
lower conductivity, even though it 
might be more plentiful in produc- 
tion, would introduce additional 
problems because of the further in- 
crease in cross-sectional area re- 
quired for equivalent conductivity 

to the point of being impractical. 

The electrical industry does not 
know, however, whether or not 
builders will be permitted to use 
aluminum for this or any other 
purpose in home construction. It is 
presently prohibited under the self- 
authorization procedure. 

Insofar as the smaller sizes of 
aluminum conductors are _ con- 
cerned, the Industry Committee on 
Interior Wiring Design has not 
been able to determine whether or 
not certain difficult technical prob- 
lems in connection with the sub- 
stitution of aluminum for copper 
can be solved in a sufficiently prac- 
tical mannef to justify the general 
recommendation that aluminum 
conductors be used in residential 
wiring. 

These problems involve electro- 
chemical action of dissimilar metals 
at points of connection, possible re- 
design of tech- 
niques of manufacture to produce 
wire of comparable flexibility, yet 
with sufficient resistance to break- 
age, education of installers in dif- 
ferent techniques of 


wiring devices, 


splicing and 
termination to assure good conduct- 
ance, and the like. 








JULES J. DREYFUSS' SONS 
ELECTRICAL FACTORY AGENTS 

324 PETERS ST. S.W. 1820 N.W., FIRST AVE 

ATLANTA 3, GEORGIA MIAMI 36, FLORIDA 
MAIN 6886 PHONE 2.6736 


PRESSED STEEL CAR COMPANY, INC. 


ANNOUNCING OUR APPOINTMENT FOR 
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SEND FOR OUR 1952 
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ELECTRIC MANUFACTURING 
CO., INC. 


RAYLITE 
ELECTRIC CORPORATION 


¥ RELIANCE 
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If the proper type of aluminum 
can be made available, and if the 
technical problems can be solved 
practically, then there is a good 
possibility that aluminum may sub- 
stitute for some types of copper 
conductors used in home wiring 
systems. 


Dry-type transformers 


Continued from page 59 


These short-time loads above 
rating are not to be applied more 
than once each day. The initial 
load percentages fix the 
which is assumed to exist before 
the short-time load is applied. This 
initial load may be either the aver- 
age load for two hours previous to 
the load above rating or the aver- 
age load for 24 hours-(less short- 
time load period), whichever is 
greater. 

For example, assume that it is 
determine the short- 
time load above rating that may 
safely be carried for a two-hour 


load 


desired to 


period. The average load for the 
previous 22 hours is 50 per cent of 
transformer rating and the aver- 
age load for two hours previous to 
the short-time load above rating is 
70 per cent of transformer rating. 
Therefore, in the center column 
under “70” read downward and 
find “135” on the line with the time 
interval of 2 Accordingly, 
the short-time load above rating 
that may safely be carried under 
such circumstances for a 2-hour 


hours. 


period is 135 per cent of trans- 


former rating. 


Maintenance 

Like other electrical equipment, 
these transformers require main- 
tenance from time to time to as- 
sume successful operation. Inspec- 
tion should be made at regular in- 
tervals and corrective measures 
taken 


the most satisfactory service. 


when necessary to assure 

The frequency at which these 
transformers should be inspected 
depends on operating conditions. 
For clean dry locations an inspec- 
tion annually, or after a longer 
period, may be sufficient. However, 
for other locations such as may be 
encountered where the air is con- 
taminated with dust or chemical 
fumes, an inspection at three- or 
six-month intervals may be re- 
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Always 
Dependable 


Easy sliding 
Fixture Studs 
have machined 
=~ threads. Two 
| Straight lengths, 18" 
: and 24". Easy 
to install . 
Line includes 
Jiffy - LOCK 
Adjustable Bar 
Hangers. 


) Line 
TROUBLE, AND wont! 


tablished 
. Wholes 


ms TW 


din 
fo 


slers 


Is 


SHERCO 
STANDARD BAR HANGERS 


NUateliteh] 


Deep 


Ask For Latest "JIFFY Bulletin ES 


Adjustable Metal Hole @ Fish Tape 
Cutters Outlet Box Covers 
BX Staples Slip Stick—Wire Lubricant 


Box Supports Snap-In Blanks 
Drill Attachments — Saw — 


Wood Borer 
EMT Clamps 
Conduit Bender 


Solder Dipper 
Straps—1 & 2 Hole 


Wire Connectors 
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DON’T COMPROMISE ON QUALITY . 
GET OUR PRICES FIRST! 


NATURLITE 


Reg. U. S. Pat. Off. 


Fluorescent Fixtures 
Deliver maximum efficiency and economy low 
maintenance costs Bonderized* at no extra cost 
light for the same dollar 

*Parker Rustproof Co. Reg. U. S. Pat. Off 


LIGHT & POWER UTILITIES CORPORATION 

1035 Firestone Bivd., Memphis, Tenn. 175 5th Ave., New York 10, W. Y. 
Southern Representatives 

Chas. K. Ramond Co. Craig-Owen Co W. A. Wakeman 


102! Carondelet Bidg. 736 Georgia Ave P. 0. Box 759 
New Orieams 12, La. Chattanooga, Tenn. Shreveport, La 


C. B. Bastin 
126 Thomas Road 
Decatur, Ga 
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American Blower Model A Ventura Fan. Built in 12 
sizes, capacities from 1000 to 9700 cfm, free delivery. 


BEAUTY SELLS 


A beautiful, well-balanced design is just one of many 
features that keeps this American Blower 
Ventura Fan in strong demand 


attractive 


Add to this beauty 


price, easy installation and Certified Ratings 


quality construction, reasonable 
and you 
character 


have the istics which satisfy a customer and 


build a good reputation for you. 


You can profit most in the rapidly expanding market 


for ventilating time-honored, top 


equipment by. selling | 


quality American Blower products. Phone the nearest 


American Blower Branch Office for data 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of Amrnicay Ravtator & Standard Savitarp conroranon 


Sell quality! 


AMERICAN © BLOWER 


Air Handling Equipment 





ge 


Utility Sets 
sup ply or Ps ust 


Model C Ventura 
Attic Fans—Built in 
capacities up to 


Aeropel Kitchen Fan 
Exhausts kitehe 
ee heat, smoke and 
21,500 cim foreither ete. Have Ailero smell. Keeps kitchens 
vertical or horizon Control for regula resh. Winner of tw 

air flow. Ca Fine Arts 
pacities from 517 to beauty and 1 


17,925 cfm at "6" SP the home 


tal operation Low tion of 
power consumption, 
quiet-operating 


Serving home and industry: MWERICAN STANDARD » AMERICAN BLOWER » ACME CACINETS 


CHURCH SEATS + DETROIT LUBRICATOR + KEWANEE BOILERS - ROSS HEATER - TONAWANDA (ROW 











CLAMP... LOCK KeH 


WAY 





This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 


Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and C 


VINE AT THIRO-ES * CINCINNATI 2, OHIO 








NON-METALLIC — BX. 
& GROUND WIRE 


RE RRR 


SERVICE ENTRANCE CAP 
ELIE ATR 


Sold Thru 
Your Local Wholesaler 








ATLANTIC CONDUIT 
FITTINGS CO, 
BOSTON, MASS. 
Southern Representative 
Hopper & McCoy 
454 Marietta St., N. W. 
Atlanta 3, Georgia 








quired. Usually, after the first few 
inspections a definite schedule can 
be set up based on the existing 
conditions. 

With the transformer de-ener- 
gized, covers over openings in the 
case should be removed. Inspec- 
tion should be made for dirt, espe- 
cially accumulations on insulating 
surfaces or for those which tend 
to restrict air flow, for loose con- 
nections, for the condition of tap- 
changers or terminal boards, and 
for the general condition of the 
transformer. Observation should 
be made for signs of overheating 
and of voltage creepage over in- 
sulating surfaces as evidenced by 
tracking or carbonization. 

Evidence of rusting, corrosion, 
and deterioration of the paint 
should be checked, and corrective 
measures taken where necessary. 
Fans, motors, and other auxiliary 
devices should be inspected and 
serviced during these inspection 
periods. The settings of thermal 
relays should be checked. 


Cleaning and testing 
If excessive accumulations of 
dirt are found on the transformer 
windings or insulators when the 
transformer is inspected, the dirt 
should be removed to permit free 
circulation of air and to guard 
against ‘the possibility of insula- 
tion breakdowns. Particular atten- 
tion should be given to carefully 
and thoroughly cleaning top and 
bottom ends of winding ‘assem- 
blies, and to cleaning out ventilat- 
ing ducts. 

The windings may be cleaned 
with a vacuum cleaner, a blower, 
or with compressed air. The use of 
a vacuum cleaner is preferred as 
the first step in cleaning followed 
by the use of compressed air or 
nitrogen. The compressed air or 
nitrogen should be clean and dry 
and should be applied at a rela- 
tively low pressure (not over 25 
pounds per inch). 
supports, tap - changers, 


square Lead 
terminal 
boards, bushings, and other major 
insulating should be 
brushed or wiped with a dry cloth. 


surfaces 


The use of liquid cleaners is unde- 
sirable because some of them have 
a solvent or deteriorating effect on 
most insulating materials. 

It is recommended that tests be 
made before placing a transformer 
in service to determine that it is in 


satisfactory operating’ condition 
and to obtain data for future com- 
parison. The following tests are 
suggested as a minimum for new 
transformer installations: 

1. Insulation resistance. 

2. Low frequency high potentiai 
tests at 75 per cent of factory test 
values. 

The insulation resistance test is 
of value for future comparative 
purposes and also for determining 
the condition of the transformer 
with respect to cleanliness, mois- 
ture, and suitability for applica- 
tion of high potential test. 

The insulation 
should be made before applying 
the high potential test. Variable 
factors affecting the construction 
and use of dry-type transformers 
make it difficult to set limits for 
the insulation resistance. Limited 
experience to date indicates that 
2 megohms (one minute reading at 
approximate 25 C) per 1000 volts 
of nameplate voltage rating, but in 
no case less than 2 megohms total, 


resistance test 


may be a satisfactory value of in- 
sulation resistance for the applica- 
tion of the high potential test. 
However, the manufacturer of the 
transformer should be consulted 
for a definite recommendation. 

If a transformer is known to be 
wet, or if it has been subjected to 
unusually damp conditions, then it 
should be dried out before applica- 
tion of the high potential test or 
before being placed in service, 
regardless of the insulation 
resistance. 
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To handle complete line 
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Fluorescent 
lighting fixtures. Choice 
territories av Write stating ex- 
perience and present lines carried. Box 
No. 661, E_ecrricat Souru, 806 Peach- 
tree St., N.E Atlanta, Ga 
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STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


=/ 
If it’s fluorescent 
MAKE IT SLIMLINE 
STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fla 
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Household and Commercial Appliances 





Radio * Television 





Fan business in the South 
and Southwest is big 
business every year — 
and 1952 will be no ex- 
ception. Because deal- 
ers begin to give some 
serious consideration to 
fan orders at this time 
of the year Electrical 
South presents a special 

ion in this issue con- 
stituting a “Fan Show™ 
in print. New and fea- 
tured models of the man- 
ufacturers are illas- 
trated. All manafactur- 
ers represented will be 


glad to send complete 
details of their lines 
upon request. 


(See page 102) 




















The Fans that B-R-E-A-T-H-E 


aN Electrically Reuersible 


ar toe ment FLICK oF : switcn 


6 QUIET SPEEDS 3 speeds exhaust 
*"" 9 speeds intake 


WINDOW FANS 





May be used as exhaust fans to remove stale 
or smoke laden air ... then, by a mere flick 
of the switch — they become air intake 
fans, flooding the apartment with refresh- 

ing. cooling, healthful waves of outside 

air. Easily installed. 


Telescoping side panels, adjustable 

for windows from 28” to 34” wide. 

Occupies little room space . . . only 61/2" deep. 
20° aluminum propellers with rubber 
hubs for Quiet operation 


Fully guaranteed 


FRIGID 
Farts 


FOR HOME 
OR INDUSTRY 


@ W. H. BERRY CO. 
%-47 Alaboma St. SW. 
Atienta 3, Ge. 

Tel. Walnut 2563 


@ DEL GLIDDEN 
3802 Winchester Street 
Houston 3, Texas 
Tel. Charter 447! 


@ TOM HODGES 


CIRCULATORS & DEVICES MFG. CORP. 


128-168 THIRTY-SECOND STREET - SROOKLYN 32, WN. Y. 
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Here’s the Spring Tonic for Your Electric Range Sales. 

Bp These Standout Features Pack a Wealth of Sales Appeal 
In Hotpoint’s Brand New Super DeLuxe Range Models 
for 1952. V Check Them Carefully... 


V Double and Single Oven Models 
V Lighted Pushbutton Controls 


V Fluorescent Cooking Surface Light... 
Full Length, Mounted on Control! Panel 


V Full Length Chrome Lamp Shade and 
Control Panel Trim 


V Large Twin Timer Dials—12-60 Time Measure 
and Automatic Oven Timing Clock 


With the demand for De Luxe Automatic Electric 
Ranges continuing strong in every market, Hotpoint, 
pioneer manufacturer of over one-third of all electric 
ranges, introduces the finest mew De Luxe Ranges 
ever offered America’s homemakers. The sales-stim- 
ulating features of Hotpoint's super de luxe models 
RD 14 and RD 15 make them the standout ranges of 
the industry. The RD 14 and RD 15 models are identi- 
cal in outward appearance. The RD 15 is a Double 

Oven model, whereas in the RD 14 model the second 

oven is replaced by a Warmer-Storage Drawer. 
All other features are 


the same in both models. 


yok 


Nylon Roller Drawers 

Counter-Balanced Doors 

Aluminum Broiler-Roaster Pan for Master Oven 
Concealed Oven Heating Units 

Hi-Speed Broiler 

Instant Heat and Hi-Speed Calrod” Units 
Automatic Oven Light and Oven Indicator Light 
High DeLuxe Control Panel 


The introduction of these two new range models 
climaxes Hotpoint's long history of bringing to elec- 
tric appliance dealers the finest, first, in a full line 
of electrical servants. With Hotpoint you have a 
complete family of fine major appliances to fulfill 
any appliance requirement for the modern all- 
electric kitchen or home laundry. This is one of the 
reasons why the nation's foremost dealers say... 
Hotpoint is NOW the Industry's Foremost Franchise! 

Check with your Hotpoint distributor and see why 
the Hotpoint Full-Line Franchise is the industry's most 
coveted. There may be a franchise open in your 


territory. 





RANGES + REFRIGERATORS 


DISHWASHERS ~- DISPOSALLS® + CABINETS 


HOTPOINT Ime. (A General Electric Affiliate) 5600 West Taylor Street, Chicago 44, Illinois 
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YOUR SALES...WITH THE 


e 5 \ 


er De Luxe Range! 


Introduces 
its New Super De Luxe Range 
For Toft 


Fates! 


* Hotpoint lead. 
$ Ggain j . 
chandising back has '” putting mer- 








WATER HEATERS + FOOD FREEZERS 
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AUTOMATIC WASHERS + CLOTHES DRYERS + ROTARY IRONERS 
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as important to your 
customers as the air they breathe! 


Important to you, too, because now you can offer your customers still another 
line of fast-selling Crosley products. Like all other Crosley products, these 
Room Air Conditioners are engineered and designed with one basic objective 
in mind—to make retail sales. Crosley Room Air Conditioners offer you a prof- 
itable selling line. See Crosley ... compare Crosley ... and you'll sell Crosley! 


With the Latest Crosley Selling Features: 








1 QUIET COMPRESSOR, hermetically sealed, offers many years of efficient and depend- 
able performance. 


EASY INSTALLATION provides weather-tight fit in almost any window, with no pipes, 
no special electrical connections. 


SIMPLIFIED CONTROLS allow instant adjustment with a flick of the finger. 
ADJUSTABLE VENT regulates the flow of air exactly the way the user desires. 


REPLACEABLE AIR FILTER collects impurities from the air, even in the dustiest 
localities. 


BEAUTIFUL CABINET designed to blend harmoniously with fine interiors and occupy 


a minimum of space. 





Shelvador® Shelvador® Room 
Refrigerators Freezers Television Radios Electric Ranges Steel Kitchen Cabinets Air Conditioners 
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CROSLEY 


Room Air Conditioners 


Crosley offers your customers a 
complete line of three models 


@ Distinctively styled, easily installed, 
efficient and economical in operation, 
attractively priced, Crosley Room 
Air Conditioners offer you the very 
latest selling and convenience features 
—everything you need to attract and 
sell customers—to build repeat sales. 








MODEL ACD-75. 

For rooms up to 485 sq. ft.,* at the rate of 300 cu. ft. 
per minute. %-h.p. hermetically sealed compressor. 
Controls for ventilation, circulation, cooling and exhaust. 
Two-speed fan switch for maximum and normal opera- 
tion. 15%" high, 27” wide, 27” deep. 


MODEL ACD-33. For rooms up to 230 sq. ft.,* at the 
rate of 140 cu. ft. per minute. 4-horsepower hermetically 
sealed compressor. Controls for ventilation, circulation 
and cooling. 13%" high, 23%6" wide, 27” deep. 


Ws 
‘ 


OY 
MMMM. 





MODEL ACD-50. For rooms up to 325 sq. ft.,* at 

the rate of 220 cu. ft. per minute. “%-horsepower her- 

metically sealed compressor. Controls for ventilation, 

circulation, cooling and exhaust to drew stale air from 
; the room. 13%." high, 27” wide, 27” deep. 


3 


1 ey Cc RO ee L E YF wen Cincinnati 25, Ohie 
s bes j 


bial — BETTER PRODUCTS FOR HAPPIER LIVING! 
Electric Sinks and 
Water Heaters Food Waste Disposers 


ELECTRICAL SOUTH for MARCH, 1952 





SOUTHERN . KNOWS NO BOUNDARIES 


BE. REX-AIRATE 
STOCKED 


WHEN THE HITS! 








Hot, broiling days make for fan sales. 
When Southern heat is at its peak—that's 
when it's easiest to sell REX-AIRATE fans. 
And, every one sold insures a liberal profit. 


Write for Catalog No. 317 describing the 
REX-AIRATE line of profit-making fans. 
if t 
= (_CYNTROLS-1Nc © Division of The Cleveland Heater Co. 
a 2310 Superior Ave., Cleveland 14, Ohio 


ELECTRIC HOUSEWARES 


2A, > Fully AUTOMATIC... svar ronsenng | 


‘A ° enge EMPIRE Time And Labor Saver! 
Sp Perco-Drips In 3 to 8-Cup Capacities 
> pee» = ELECTRIC TABLE GRILL 
tE~ ia Every home- =} teams up wiih the "2-Cup Coffee-Quickie 
te maker wants Pc cagiyeseny Food & Baby Bottle or wo 
this fully avu- f 4 Here aig Pag pesca econ geal —— 
tomatic percolator for making 7 i of orotate Sloctric Hewasinates you po anna 
delicious, full-flavored coffee — f 
made exactly alike, every time! 





* Automatically stops 
percolating. 
" %& Keeps coffee serving hot 
for hours! 


* Just plug in—no regulating! 


A chrome-plated beauty, with 130 sq 
surface—interchangeable grids—heat 


Modishly smart design. Polished alumi- removable dripping pan 
num, cool plastic handle. 





pe 





No. 1921 — 3 to 5-Cup — $7.50 No. 1922 — 4 to 8-Cup — $8.50 Manufacturers Of: 


THE METAL WARE CORPORATION SS 


TWO RIVERS, WIS. Electric Housewares, Portable Lanterns, and 
Chicago: Merchandise Mart New York: 200 Fifth Ave. “Little Lady" Housekeeping Playwares. 
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(Additional items will be found on pages 5, 7 and 91) 


20041— Air Conditioning Equipment. Ney Bulletin No. Wide variety of desk, pedestal, exhaust, and vent fans. 
3158-B, “Central Air Conditioning Equipment,” contains Literature on drills, telegraphic equipment, and motors 
comprehensive information on this type of equipment is also available from the Signal Electric Mfg. Co., 
along with charts, Specifications, and maintenance instruc- Menominee, Mich. 
tions. The bulletin has been released by Buffalo Forge Co., 2034—Electric Flat Irons. Fy]! information on Amer- 
P. O. Box 985, Buffalo 5, N. Y. ican Beauty Electric Flat Irons in a weight, a shape, a 

2012—Domestic and Industrial Heaters. Electromode size for household, as well as every industrial and manu- 
Corporation, 45 Crouch Street, Rochester 3, New York, ‘facturing use, Is available in literature from the American 
1S Currently offering an Industrial and a Domestic Cata- Electrica] Heater Company, 6110 Case Ave., Detroit &, 
log. The Industria] Catalog (EC-62R) gives complete Mich. 
descriptions, Specifications and illustrations of Electro- 2038 Murray Ventilating Fans. A set of specification 
mode Suspension-Type, Combination Portable and Suspen- sheets is available describing the Murray line of fans, 
sion, and Explosion-Proof Heaters, and includes data on including 20 and 24 inch window fans and vertical and 
control equipment, mounting and wiring diagrams, Illus- horizontal ventilating fans. H, C. Biglin Co., Inc., 177 Har- 
trations of typical installations, Also information on how ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
to figure heat loss. The Domestic Catalog (EC-63R) is line which is manufactured by Murray Co. of Texas, Inc. 
full of typical installations for walltype, portable, auto- « zs : * : ‘ , 
matic and non-automatic Electromode Heaters, with com- 2040 Electric Blowers and Exhausters, Bulletin 3014-D 
plete specifications and Suggested uses; also includes | describes Types “E” and “RE Buffalo blowers and ex- 
instructions for installation of wall model heaters. hausters manufactured by Buffalo Forge Co., P. O. Box 

2018—Electrie Fans A 28-page, profusely illustrated 985, Buffalo o, N.Y. Characteristics of the Blowers, 
k atthe Secon’ «Re aracacg er, Praag jetail ergs eens, rise graphs, charts including capacities and static pressure. 
oxtet describes in complete: detail, this company's line and exact dimensions are all contained in the 8-page 
of fans. Booklet available from Emerson Electric Manu- folder 

ine C “er Moriges 7 ( is 2 : 
—— ¢ 0., Sist and F lorissant a, St. wena 21, Mo. 2056—Electrie esters and Heating Units sold through 

2022—Night-Air ( ooling Window Fan—A two-page cat- electrical dealers for home or farm are described in a new 
alog sheet, completely illustrated and containing descrip- folder available from E. L. Wiegand Co., 7600 Thomas 
tive information on the 1952 Viking Window Fan is now | Blvd., Pittsburgh 8, Pa. The folio contains data and price 


available from the Viking Air Conditioning Corporation, sheets covering the profitable Chromalox line of table 
5601 Walworth avenue, Cleveland 2, Ohio. Illustrations, stoves, air heaters, range and water heater units and the 
installation sketches, prices, Specifications, and cooling new flexible Thermwire heating cable. 
diagrams are included. 2058—Exhaust Fans. A new Emerson-Electric Exhaust 

2024—Electric Water Heaters. New Specification sheets Fan catalog, illustrating and describing in detail this line 
are now available for a full line of cylinder and table of fans for all types of buildings, is offered by the Emer- 
top models, featuring the Water Hotter. from the White son Electric Mfg. Co., 81st and Florissant Ave., St. Louis 
Products Corp., Middleville, Mich. | 21, Mo. 

2028—Fans. Catalog No. 400 just issued by Chelsea | 2064—Electrie Fans. An attractive 12-page Catalog 
Fan & Blower Co., Ine., 639 South Ave., Plainfield, N. J., | of Zephair fans has been made available by the Hunter 
include descriptive fo );. Specifications, dimensions, photo- Fan & Ventilating Co., P. 0. Box 2858, Memphis 2. Tenn, 
graphs, ete., of a fyll line of fans for residential, com- A comprehensive description of this company’s products 
mercial, and industrial uses. This catalog includes is given, with complete specifications and dimensions. 
information on 30 types of ventilating and comfort cool- | 2066—Shutters & Dampers. A 12-page catalog (No. 
Ing equipment varying in size from 10 inches to 72 inches. 46) is available from the Elgo Shutter Mfg. Co., 2738 Ww. 

2030—Electrie Fans & Drills. Signal’s complete line js Warren Ave., Detroit 8, Mich., describing the 17 different 
shown in a new catalog just off the press, featuring a types of shutter and dampers manufactured by them, and 
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NEWS 


BRIEFS 


GOVERNMENT 


REGULATIONS 





Controlled materials 
allotments reduced 

SECOND-QUARTER consumer goods 
allotments of controlled materials 
have been announced by Henry H. 
Fowler, administrator of the Na- 
tional Production Authority. 

It is reported that NPA is moving 
in the direction of greater uniform- 
ity in allotments among producers 
of civilian-type goods, in order to 
prevent production shutdowns and 
assure that productive units and 
employees in the consumer product 
field share equitably in the sacrifices 
necessary for defense. 

Under this principle, most manu- 
facturers of civilian-type products 
will be alloted for the second quar- 
ter 50 per cent of their base period 
consumption of steel. This allot- 
ment is the same as that of the first 
quarter. Allotment of brass mill, 
copper foundry, and = aluminum 
products will be 30 per cent of base 
period consumption as compared 
with 35 per cent in the first quarter. 
Allotment of copper wire mill prod- 
ucts will be 35 per cent of base 
period consumption as compared 
with 40 per cent in the first quarter. 

The further reduction in allot- 
ments of brass mill, copper foundry, 
and copper wire mill products will 
undoubtedly result in some further 
reduction in production of electrical 
household appliances in the second 
quarter as compared with the first. 
However, supplementary allotments 
may be forthcoming for some con- 
sumer durable goods industries, 
NPA officials reported. Such addi- 
tional 


allotments would brighten 


the production picture considerably. 


Pre-ticketing rule 
only temporary 

THE OFFICE of Price Stabiliza- 
tion has clarified the rule which re- 
quires retailers rather than manu- 
facturers to pre-ticket certain 
items; the arrangement is only tem- 
porary and should not prove over- 
burdensome, the agency says. The 


90 


pre-ticketing requirement for re- 
tailers will last only until June 30, 
and involves only retailers handling 
merchandise for which manufactur- 
ers have asked for extensions of 
pre-ticketing deadlines. 

The retailer may mark the items 
involved with the ceiling price in 
the same way prescribed in section 
51 of CPR 7. 
ticket by marking the selling price 
on the shelf, bin, rack, or 


The retailer may pre- 


other 
holder or container upon which the 
article is kept if all the articles so 
placed have the same selling price. 


Commission paid men 
affected by WSB order 

EMPLOYEES paid in whole or in 
part on a commission basis are af- 
fected by General Wage Regulation 
20 issued by the Wage Stabilization 
Board. This regulation sets forth 
the procedure for 
WSB’s 
cost-of-living wage policies to this 
class of employees 


applying the 


established catch-up and 


The new regulation is largely 
self-administering. Certain adjust- 
ments in the earnings of commis- 
sion employees may be put into 
effect under terms of the regulation 
without petitioning the Board for 
However, 


approval. increases in 


commission rates must have ad- 


vance WSR anproval 





The effect of the new regulation 
is to permit the provisions of Regu- 
lations 6 and 8 to be extended to the 
earnings of employees paid in whole 
or in part on a commission basis. 
Regulation 6 permits a wage adjust- 
ment of 10 per cent over the level of 
January, 1950, while Regulation 8 
allows increases to equal the rise in 
the cost of living since January 15, 
1951, as reflected by the Bureau of 
Labor’s Consumers’ Price Index. 

Control of earnings of outside 
salesmen come under 
WSB regulations; they are under 
the Salary Stabilization Board. It 
is anticipated that SSB will issue 


does not 


a similar order soon 


Color TV ban discussed 
at special conference 
DIVERGENT recommendations on 
lifting the ban on color television 
were heard at a special conference 
held recently by the National Pro- 
duction Authority with representa- 
tives of the TV industry 
The predominant view was that 
the order should be retained to pre- 
skilled 
defense-related 


vent diversion of highly 


technicians from 
work to production of color tele- 
vision equipment. A minority of the 
industrv recommended. however. 
that the order (M-90) he revoked 
because thev claimed no substantial 


(Please turn to page 92 
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RETAIL RADIO. HOUSEHOLD APPLIANCE DEALERS 


DOLLAR i 2F DOLLARS 


Estimated Total Sales 





er 
Sales trends— | MONTHLY AVERAGE 


Sales of retail radio and 
appliance dealers were 
estimated at 299 mil- 
lion dollars during De- 
cember, 1951, by the 
U. S. Office of Business 
Economics, an increase 
of 35 million dollars 
from November, 1951. 
The December, 1951, 
sales were 51. million 
dollars less than sales 
reported for December. 
1950. 
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as used in connection with ventilating and air-condition- 
ing installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 


2072—-Window and Attic Fans. Two new 1952 bulletins 
on window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept. 1620 Central Ave., Minne- 
apolis 13, Minn. 

2088—Air Conditioners. Vornado’s new % HP Air Con- 
ditioner, Model 75WAC, is presented in a four color cata- 
log page (Form 4001) and a four color descriptive folder 
(Form 4002). The unit, which mark’s Vornado’s initial 
entry into the air conditioning field, is pictured and de- 
scribed and complete specifications are listed. The O. A. 
Sutton Corporation, 1812 West Second St., Wichita, 
Kansas. 

2090 Fans and Fan Parts. A new bulletin No. 4152 
describing their Knock Down Fans and Fan Parts has 
been announced as available from S. J. Stewart (Elec- 
tric), 527-31 St. Joseph St., New Orleans 12, La. 


2092—Air Circulators and Window Fans—The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans for 1952 is illustrated and described in a 
series of two-color catalog sheets and envelope stuffers 
available to the trade. A Special Sales Manual containing 
product and sales information is available for use by 
Dealers handling +—~ Products. Kisco Company, Inc., 
2400 Dekalb St., St. Louis, Mo. 


2106—Fan and Centrifugal Blowers. Catalog No. 513-B. 
Vital specifications Fresh-Air Maker Fans-Hy Duty Cen- 
trifugal Blowers. Attic, Portable, Reversible Window, 
Exhaust fans. Single and double inlet blowers. Ventilat- 
ing Division - Schwitzer - Cummins Co., 1125 Mass. Ave., 
Indianapolis, Indiana. 


2108—-Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 


2112—Oil Heaters. Colorful 4 page catalog, entitled 
Fang Heating” describing and illustrating the com- 
plete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the Nesco, Inc., 201 North Michigan 
Ave., Chicago 1, Il. 


2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 


2116—Replacement Heating Units—For electric water 
heaters. Information on the complete line of various 
wattages, voltages, and shapes of water heater units of 
the Immersion Type can be obtained by requesting Re- 
lacement Manual No. 5 from Tuttle & Kift, Inc., 1825 
Y. Monitor Ave., Chicago 39, Illinois. 


2118—Electric Fans—Robbins & Myers, Inc., Spring- 
field, Ohio offers an attractive, 12-page illustrated cata- 
log covering outstanding features, design details, and 
performance ratings of R & M domestic, commercial and 
industrial fans for 1952. 


2122—Surface Heating Units—For electric ranges. 
Complete information on fitting the famous TK Mono- 
tube Electric Range surface heating units into all types 
of electric ranges can be obtained by requesting Replace- 
ment Manual No. 5 from Tuttle & Kift, Inc., 1825 N. 
Monitor Ave., Chicago 39, Illinois. 
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2132—Industrial Fans. Circulators & Devices an- 
nounces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment, including Pedestal, Wall & Ceiling fans, Attic 
Fans, Exhaust Fans, new reversible window fans, blowers. 
shutters, etc. Write to Circulators & Devices, 128-16 
32nd Street, Dept. S. B. Brooklyn 32, New York, for your 
free copy. 

2134—HANDYHOT QUALITY APPLIANCES—6-page 
catalog listing 24 HANDYHOT Electrical appliances and 
3 accessories just off the press. (May be folded and used 
as a dealer-mailing piece by distributors). Chicago Elec. 
Mfg. Co., 6333 W. 65th St., Chicago 38, Ill. 


2136--HANDHOT CONSUMER MAILER—*“HOME IS 
A PLEASURE”—9-page catalog of appliances and fans 
giving “tips” for using in copy. (Makes an effective 
dealer mailing piece. The “kiddies” enjoy the carton 
type drawings). Chicago Elec. Mfg. Co., 6333 W 65th 
St., Chicago 38, Il. 


2138—"FAN MAIL”—4-page mailer showing “HANDY 
BREEZE” fans, window ventilators and circulators. Has 
one full page of “tips” on how to use fans effectively 
throughout the home. Ideal dealer-mailer. Chicago Elec. 
Mfg. Co., 6333 W. 65th St., Chicago 38, III. 


2140—Ventilating Equipment Circulators & Devices 
announces the publication of their new, up-to-date 1952 
catalog illustrating their complete line of ventilating 
equipment including Pedestal, Wall and Ceiling fans, Ex- 
haust Fans, new reversible window fans, blowers, shut- 
ters, etc. Write to Circulators & Devices, 98-168-32nd 
Street, Dept. E. S. Brooklyn 32, New York, for your free 
copy. 


2142—-Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 


2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 


2152—Shutters and Dampers. Air Conditioning Prod 
ucts Co., 2340 W. Lafayette Blvd., Detroit 16, Mich., has 
made available an 11l-page illustrated catalog No. 44 
describing their line of shutters and dampers. 


2154—Rancher Fan. The “Niteair” Rancher, a com 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di 
mensional drawings and specifications. 


2158—Window and Attic Fans. A sixteen-page catalog 
describing a complete line of fans for residential, com- 
mercial and industrial applications has just been pub- 
lished by AIR CONTROLS, INC., 2310 Superior Avenue, 
Cleveland 14, Ohio. Numbered No. 317, it illustrates 
REX-AIRATE window fans which are available in six 
models with output ranging from 1200 to 5800 C.F.M 


2160—Electric Hot Water Heaters. A new catalog de 
scribing Rex Electric Water Heaters is available from 
THE CLEVELAND HEATER CO., 2310 Superior Ave- 
nue, Cleveland 14, Ohio. It illustrates both the conven- 
tional round and the “Table High” models. 


2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 
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amount of materials or 
would be involved in production of 
color receivers. 

NPA made no commitment on 
whether it will revoke M-90 or re- 
tain it, but officials said that the 
prime consideration will be whether 
the order is conserving materials 
and manpower for the 
effort. 


defense 


Historie markups 
for wholesalers 
REPRESENTATIVES of wholesalers 
in the consumer durable goods fields 
met with OPS officials recently to 
discuss a proposed wholesaler price 
regulation which would be a margin 
type regulation, giving each whole- 
saler his own historic markups by 
category of goods. 
The pricing chart technique 
would be used, and the chart would 
be similar in principle to the pricing 
chart provided in the retail regula- 
tion, CPR-7. That is, the whole- 
saler would show on his chart what 
his goods cost him as of a desig- 
nated period, what he 
them for, and what his margin was 
between cost and selling price. This 
procedure would establish allowable 
margins for 
rently. 


base sold 


pricing goods cur- 
A major difference between the 
chart proposed in the wholesale 
_regulation and the charts used un- 
der CPR-7 would be that the whole- 
saler would establish his own cate- 
gories rather than to use categories 
prescribed in the regulation. 

Discussion of the 
brought out 
viewpoints: 


proposal 
four main industry 

1. Committee members felt that 
a pricing chart requirement should 
be avoided if possible, in view of the 
thousands of items handled. 

2. Most committee members ex- 
pressed the belief that the base 
neriod established in the GCPR 
December 19. 1950 through January 
25, 1951—wonld be preferable to a 
current base period. 

3. Committee members expressed 
doubt that one regulation to govern 
all wholesaling in the consumer 
coods field can be successfully de- 
vised and administered. It was sug- 
vested that single 
recnlation. there might be several 
coverine different fields, 
hardware and furniture. 


instead of a 


such as 
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manpower 
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AND 
COMPANY 











“Of all the dumb secretaries... | told 
her to go out there and brush him off!” 


4. There was general agreement 
among committee that 
landed costs should be the basis for 
computing chart markups and for 
determining current ceiling prices. 


members 


Applying price change 
to inventory goods 

THE ELECTRIC INSTITUTE of 
Washington, D. C., recently sought 
clarification from the Office of Price 
Stabilization as to whether a retail 
dealer selling major domestic appli- 
ances may increase his price for 
goods in inventory at the time he 
receives notice from his supplier 
that a price increase has been made 
under one of the manufacturers’ 
ceiling price regulations. 

The OPS points out that Section 
4 of Supplementary Regulation 29 
permits an increase in ceiling prices 
by a wholesaler or retailer buying 
from a manufacturer where such 
manufacturer has increased his 
prices for a commodity pursuant to 
one of the manufacturers’ regula- 
tions mentioned in Section 1, and 
in such case the retailer may recal- 
culate his ceiling price for the sale 
of that commodity when purchased 
from that supplier after the in- 
crease is put into effect, such recal- 
culation to be made in accordance 
with Section 4. The phrase, “that 
commodity” in section 4 (a) refers 
to those particular units of the com- 


modity which were purchased after 
the increase, and does not-refer to 
all sales of the commodity after the 
Therefore Section 4 of 
Supplementary Regulation 29 does 


increase. 


not permit a retailer to increase his 
prices for goods in inventory at the 
time he receives notice from his 
supplier of a price increase made 
pursuant to one of the manufac- 
turers’ ceiling price regulations. 
Under Section 5 of Supplemen- 
tary Regulation 29 where the re- 
tailer buys from a wholesaler, or if 
reseller buys from a 
distributor, and the 


any other 
wholesaler or 
supplier has changed his prices pur- 
suant to the provisions of Supple- 
such re- 
tailer or reseller as mentioned above 


mentary Regulation 29, 
may recalculate his ceiling price for 
the sale of that 
chased from that supplier after the 
increase is put into effect. Such re- 
calculation is to be made in accord- 
ance with Section 5. By the same 
reasoning. Section 5 of Supplemen- 
tary Regulation 29 does not permit 
a retailer or reseller, as mentioned 
therein, to increase his price for 
goods in inventory at the time he 
received notice from his supplier of 


commodity pur- 


a price increase. 

The OPS predicated its reply on 
the assumption that there was no 
auestion of a replacement squeeze 
involved in the inquiry. 
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POPULAR MODELS TABLE AIR CIRCULATOR—It's a Table— QUIET MODELS 
10-, 12- and 16-inch sizes, distinctively 't’s @ Fan! Decorative, functional—for 12. and 16-inch sizes, for homes, 
designed for universal appeal. Beauti- year-round comfort in offices, homes, offices, hospitals, theatres, etc. Attrac- 


ful, high-lustre, Blue-Gray finish. waiting rooms, etc. In genuine Walnut, _ tive, lustrous Dark Green finish. 
Mahogany or Blond Oak finishes. 


DE LUXE 20-INCH WINDOW-TYPE VENTI- 

“Leaders” in appearance...in quality ...in performance LATOR—for quiet and adequate ventilation 
...in all-around appeal ...these profit-building heat canal cae Gay Gakoenk saa 
prestige-creating models offer you the ideal set-up blades and fittings. 
for a banner year in fan sales! 

The market for the “Four Leaders” is unsurpassed! 
Homes, offices, stores, doctors’ and dentists’ offices, 
beauty parlors, hospitals, theatres, etc.... all 
are excellent prospects for quick sales. 

Feature “Four Leaders” in your windows...on your 
counters...in all your promotions...look forward 
to the “tops” in profit opportunities. 


MANUFACTURING CO. 


FINDERNE PLANT— SOMERVILLE, N. J. 


TO HELP YOU SELL! 
Electrical Division of THE SINGER MANUFACTURING COMPANY Ask for full details on our dy- 
District Offices namic new promotional cam- 


Atlanta ¢ Baltimore © Boston @¢ Chicago P r cooper: ‘ wspaper 
Detroit * New York « Philadelphia « Worcester paige . ‘3 ative ne pa 


. p <s advertising, trade-paper ads, 


Pedestal Fans, Air Circulators, Attic Ventilators, Ventilating literature, etc....all designed to 
and Exhaust Fans—a size and type for every need! help you make 1952 the best fan 


year you've ever had! 


® 9072 
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DEMONSTRATION 


Dealers are offering more complete lines; utilities tend toward 


more dealer co-operation; manpower shortage is severe 


@ APPLIANCE DEALERS have faced 
some difficult problems in the last 
year or two but the over-all pattern 
of electrical appliance merchandis- 
ing does not appear to have changed 
materially since dealers got back 
into volume sales after 
World War II. 

Throughout ELECTRICAL SOUTH’S 
Annual Survey of Electrical Appli- 
ance 


directly 


Plans and 
Practices for 1952 one point stands 


Merchandising 


out particularly: appliance dealer 
business is being affected consider- 
ably by the shortage of trained 
specialty salesmen, and dealers are 
relying more and more upon sales 
volume originating upon their sales 
floor. 

Over-all, appliance 
not pessimistic about the immediate 
future. The total volume of radio, 
television, and household appliance 


dealers are 


94 


sales has increased steadily since 
last July, and the rate of monthly 
sales at the end of 1951 surpassed 
the monthly average for all previ- 
ous years, although it was still only 
about 80 per cent of the peak sales 
made during the few months di- 
rectly following the Korean war. 
Dealers are not unmindful of the 
rapidly 


mounting consumer sav- 


ings. Also, there is less fear that 
any real shortages of merchandise 
will materialize. 

Many dealers are planning store 
improvements; nearly all of them 
are carrying complete lines of 
household electrical appliances; 65 
per cent of the dealers are expect- 
ing at least half of their 1952 sales 
volume to be made on their display 
with divided 


evenly between new users and those 


floor sales about 


replacing old equipment; the ma- 


jority of dealers expect their prin- 
cipal competition to come from in- 
dependent retail outlets like their 
own; and 62 per cent of the dealers 
are employing some outside sales- 
men in spite of the difficulty of get- 
ting trained specialty men. 

These are just a few of the high- 
lights indicated by returns of 
ELECTRICAL SOUTH’s Annual Sur- 
vey of Electrical Appliance Mer- 
chandising. Questionnaires were 
distributed to retail electrical appli- 
outlets, including appliance 
stores, furniture stores, hardware 


ance 


stores, and department stores. Spe- 
cial questionnaires were distributed 
to all of the principal light and 
power companies of the South and 
Southwest, and to the electrical ap- 
pliance wholesalers. 

About half of the dealers reply- 
ing to the questionnaire indicated 
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that they were considering some 
improvements to their retail stores. 
The most frequently mentioned im- 
provement was “more display area” 
reported by 27 per cent. “Better 
lighting” was named by 17 per cent, 
and a “new store front” by 13 per 
cent. 

The number of dealers carrying 
complete lines of appliances has in- 
creased in the last few years as 
shown in the accompanying table 
headed “What Appliance Stores are 
Selling.” This table shows the per- 
centage of outlets selling various 
appliances in 1952 as compared to 
1946. Utility stores are shown in a 
separate column. 

The table indicates that nearly 
all appliance dealers are selling 
major appliances such as ranges, re- 
frigerators, washing machines, wa- 
ter heaters, and home freezers. 
More than two-thirds of the appli- 
ance dealers reporting are selling 
dishwashers and disposal units. 

Most of the appliances having a 
smaller percentage can be explained 
by special circumstances. Attic 
fans, sold by 51 per cent of the deal- 
ers, must generally be sold on an 
installed basis and for this reason 
they are not generally handled by 
dealers who do not have an installa- 
tion crew. Water pumps, sold by 35 
per cent of the dealers, are handled 
mostly by rural dealers. While only 
66 per cent of the dealers reported 
that they sold television sets, the 
percentage would be much higher if 
limited only to areas where TV ser- 
vice was available. 

Although the change has been 
small, the trend since the end of 
World War IT has been toward less 
appliance merchandising on the 
part of electric light and power 
companies. In a survey conducted 
in 1946. 46 per cent of the electric 
utility companies indicated that 


Table 2—Incentives for Salesmen 
(Percentage of Dealers Offering Them) 
1952 


Vacation with Pay 
Group Insurance 
Hospitalization 

Retirement Plan 


Table 1—What Appliance Stores are Selling 
(Percentage of Outlets Selling Specific Appliances) 


Appliance 


Attic fans 
Dishwashers 
Disposal units 
Electric blankets 


Home freezers 


51 
70 
64 


93 
lroners 


they would not sell electrical appli- 
ance merchandise of any kind. The 
other 54 per that 
their plans included some appliance 
merchandising, although this va- 
ried from full lines down to traffic 
appliances and lamps only. 

The 1952 survey indicates that 50 
per cent of the electric utility com- 
panies will sell no electrical appli- 


cent indicated 


ance merchandise of any kind, while 
the other 50 per cent wil! merchan- 
dise to various extents. 

The electric utility company col- 
umns in Table 1 show how this pic- 
ture has the period 
1946-1952. 

A slightly larger number of elec- 
tric utility companies report that 
they will merchandise dishwashers 


changed in 


1946 
46 

43 19 

31 14 
8 6 


Meetings 
Manuals 


81 
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Dealers 
1952 1946 


58 
66 
49 


83 


85 
86 
93 
91 
84 


79 
69 
70 


Slide Films 
Correspondence Courses 


Electric Utility Companies 
1952 1946 


3 23 
31 28 
31 28 
31 
34 
21 
41 

3 
38 
38 
41 
14 


and disposal units; about the same 
number will continue to merchan- 
dise home freezers, refrigerators, 
and water heaters; a considerably 
smaller number in 1952, 
pared with 1946, will merchandise 
attic fans, traffic appli- 
ances, vacuum cleaners, washing 
machines, and water pumps. 

Of the appliances that were not 


being 


com- 


as 


ironers, 


generally in 
1946, television leads with 40 per 


merchandised 


cent of the electric utility compa- 
nies reporting that they will sell 
this appliance in 1952. Thirty-one 
per cent of the companies will sell 
28 per cent will 
and 20 per cent 


electric blankets, 
sell wash driers, 
will merchandise 
number 


window fans. 
of 


A larger appliance 


Table 3—Sales Training Methods 
(Percentage of Dealers Using Them) 


1952 
6 
89 $1 
48 16 
12 6 


1946 
66 





dealers today, in comparison with 
1946, are sticking to the merchan- 
dise of a single manufacturer. For 
example, 69 per cent of the dealers 
reporting sell only one line of re- 
frigerators, 19 per cent carry two 
lines, and 6 per cent carry three. In 
1946, the corresponding 
ages were 49, 27, and 8. 
In the case of ranges, 47 per cent 


percent- 


of the dealers carry one line only 
while 32 per cent carry two lines 
and 11 per cent three lines. In the 
case of washers, 41 per cent carry 
one line, 35 per cent two lines, and 
15 per cent three lines. 

Although there is evidence that 
the most important problem facing 
dealers today are those of main- 
taining and training a capable sales 
force, the records show that consid- 
erable progress has been made in 
this respect since the beginning of 
the post-war period. 

Only 27 per cent of the dealers 
employ a sales manager, but this 
low figure undoubtedly results from 
the fact that the owner serves in 
this capacity in the great majority 
of smaller appliance outlets. On the 
other hand, 62 per cent of the deal- 
ers replying indicate that they have 
outside sales forces whereas in 1946 
only 17 per cent of the appliance 
dealers actually employed outside 
salesmen although another 59 per 
cent indicated at that time that they 
would soon employ outside sales- 
men. 


Compensation plans 
The plan of compensation for 
outside salesmen has not changed 
much in the past several years. A 
combination salary and commission 
is favored by 55 per cent of the 
dealers, while 32 per cent use a com- 
mission plan only, and 13 per cent 
pay their outside salesmen a 
straight salary. 

There has been a definite recog- 
nition on the part of appliance deal- 
ers that additional incentives other 
than salary and commission must 
be provided for outside salesmen. 
This is indicated in Table 2 show- 
ing the percentage of dealers offer- 
ing special incentives in 1952 and 
1946. 

The most popular extra incentive 


for salesmen is vacation with pay 
reported by 81 per cent of the deal- 
ers in 1952 as compared with only 
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46 per cent in 1946. Group insur- 
ance is now offered salesmen by 43 
per cent of the dealers in 1952 as 
compared with 19 per cent in 1946. 
The corresponding figures for hos- 
pitalization plans are 31 per cent 
and 14 per cent. 

Very few dealers have developed 
retirement plans for salesmen. Only 
8 per cent reported such plans in 
1952 and 6 per cent in 1946. 


Sales training 

There is evidence that appliance 
dealers are making increasing use 
of sales training materials. This is 
shown in Table 3 which lists the 
percentage of dealers using various 
sales training methods in 1952 as 
compared with 1946. By far, the 
most popular sales training meth- 
ods involved the use of sales meet- 
ings and sales manuals with 96 per 
cent and 89 per cent of the dealers 
reporting the use of these methods 
in 1952 as compared with only 66 
per cent and 51 
tively, in 1946. 
being made of sound slide film for 


per cent, respec- 
Increasing use is 


trainine purposes with 48 per cent 
of the dealers who operate outside 
sales forces using this method as 
compared with only 16 per cent in 
1946. 

Only 23 per cent of the dealers 





Table 4—Advertising Media 
Considered Most Effective 
(Percentage of Dealers Naming Them) 
Newspapers 80 
Direct Mail 48 
Radio 47 
Telephone Directory 35 
Movie Trailers 24 
Billboards 13 
Handbills 12 
Road Signs Il 
Shopping News 3 
Car Cards 3 


Table 5—Sales Helps 
Most Wanted from 
Manufacturers 
(Percentage of Dealers Naming Them) 


Local Advertising $2 
Folders 82 
Display Materials 72 
Catalogs 65 
Sales Training Aids 63 
National Advertising 60 
Training of Service Men 58 
Merchandising Ideas §7 
Presentation Albums 39 
Consumer Education 34 











operating outside sales staffs had 
their men specialize on certain ap- 
pliances, but 35 per cent of the deal- 
ers do have their salesmen special- 
ize on certain groups of related 
appliances. 

There is wide variation on the 
part of dealers as to what the aver- 
month of a good 
salesman should be. On the average, 


age income per 


dealers in smaller communities felt 
that a good appliance salesman 
should be able to earn from $300 to 
$350 per month; dealers in larger 
consider that the average 
should run from $400 to $600 per 
month. 

Although 62 per cent of the ap- 


cities 


pliance dealers participating in this 
indicated that 
ployed outside salesmen, 65 per cent 
of the expect that their 
largest 1952. will 
come from sales made on the sales 
floor. About 60 per cent of the deal- 
ers believe that their 1952 sales will 
} divided 
users and replacement sales, but 


survey they em- 
dealers 
sales volume in 


between new 


25 


ye evenly 


per cent of the dealers believe that 
most of their sales will be to the 
replacement market. 

Most their 
most serious competition in 1952 
will come from other independent 
retail appliance outlets like their 
per cent of the 
dealers belief. 
Only 25 per cent of the appliance 
dealers feel that their most serious 
competition will come from the 
chain stores, and only 9 per cent re- 


dealers expect that 


own. Sixty-nine 


concurred in this 


port that their most serious com- 
petition will come from the electric 
utility company stores. Seven per 
cent of the dealers reported that 
private brand merchandise, gener- 
ally sold by large department stores, 
give them their most serious com- 
petition. 


Promotion plans 

On the whole, the 1952 survey in- 
dicates that appliance dealers are 
becoming more promotionally 
minded. There is evidence that they 
recognize that business in the pe- 
riod ahead must be sought more 
aggressively. 

A large percentage of the dealers 
are employing the recognized basic 
promotion procedures. At least 72 
per cent of the dealers maintain a 
prospect 


comprehensive current 
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materials from time to time 


Assistance in training of salesmen 


Table 6—Services which Electric Utility Companies 
Will Render for Their Local Dealers 
(Percentage of Companies Reporting Various Services) 


Assistance in selecting store locations and making store layouts —. . 
Analysis of the dealer’s potential market and suggestions as to how it can dis “st be reac hed 


Preparing suggestions for effective merchandise displays, for stores and windows, and furnishing senna 


Assistance in locating and selecting salesmen ° ° ° ° 


Planning and developing balanced sales programs, along with development of store traffic : 
Conducting inspirational meetings on appliance opportunities and possibilities with dealers and salesmen 
Preparation of dealer newspaper and other advertising material 
Development of joint advertising programs in newspapers . 

Development of joint dealer displays, shows, and exhibits in major communities 
Development of sound trade-in and resale practices ° 


Development of time-payment financing of dealer sales oat ai ction of eaitiil payments 


Assistance to dealers in establishing effective appliance service and repair departments 
Assistance to dealers in training service department personnel ° 
Development for use of dealers of prospect lists and lists of users 
Will your home service department follow up any dealer sales of major appliances? 


Will your own advertising recognize and support dealers? 








file; 88 per cent of the dealers are 
maintaining a file of 
the past; 


users sold in 
65 per cent of the dealers 
are employing some method of re- 
warding users for supplying the 
names of prospects; and 47 per cent 
of the dealers are rewarding non- 
selling employees for supplying the 
names of prospects. 

Newspaper direct 
mail, and radio spots represent the 
three preferred advertising media 
of appliance dealers. Table 4 lists 
the advertising media considered 
most effective by dealers and gives 


advertising, 


the percentage of dealers naming 
these media. At the bottom of the 
neighborhood 
shopping news, and car card adver- 
tising. 


list are road signs, 


Table 5 lists the sales helps most 
wanted from manufacturers and 
gives the percentage of 
naming them. Participation in lo- 
cal advertising leads the list with 82 
per cent of the dealers mentioning 
it. Eighty-two per cent of the deal- 
ers also named attractive folders 
for handout and direct mail as the 
sales help which they most wanted 
from manufacturers. 


dealers 


Other sales helps from manufac- 
turers rated high by appliance deal- 
ers are display materials, catalogs, 
and sales training aids. The sales 
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helps least wanted are presentation 
albums and consumer education 
booklets and materials. 

In the several years that have 
World 
War II, appliance dealers have re- 
versed their thinking about the ef- 
fect which electric utility company 
merchandising has on dealer sales 
volume. In the 1952 survey 66 per 
cent of the dealers reported that 
their sales volume 


elapsed since the end of 


benefited from 
utility company merchan- 
dising efforts and only 34 per cent 
of the dealers felt that the power 
company merchandising programs 
hurt their sales volume. In 1946, on 
the other hand, only 25 per cent of 
the dealers reported that electric 
utility merchandising helped their 
sales volume while 49 per cent re- 
ported that it hurt. 

The majority of dealers believe 
that nationally 
policies of manufacturers will help 
them, 88 per cent being of this 
opinion. 


electric 


advertised price 


Appliance dealers appear to be 
participating to a large extent in 
the financing of their sales. Sixty- 
two per cent of the dealers report 
that they carry a part of their 
credit paper and 20 per cent of the 
dealers report that they do all of 
their own financing. The corre- 


1952 


sponding percentages reported in 
the 1946 survey were 45 per cent 
and 27 per cent, respectively. Most 
dealers appear to recognize the 
having customers make 
their payments at the store regard- 


value of 
less of how sales are financed. 


Trade-in policies 


The subjects of trade-ins and 


appliance servicing no longer ap- 


pear to be particularly contro- 


versial. Dealers are pretty much in 
agreement as to how these situa- 
tions should be met. However, there 
is a 50-50 opinion as to whether 
trade-ins will 


problem in 1952 


become a_ serious 
Fifty-two per 
cent of the dealers feel that they 
will—the other 48 per cent dis- 
agreeing with this opinion 

But regardless of whether trade- 
ins become a serious problem or 
not, 96 per cent of the dealers are 
expecting to accept trade-ins, and 
practically all of them are making 
plans to recondition and dispose of 
the appliances accepted in trade 

The most generally accepted 
method of handling trade-ins is to 
recondition them in the dealer’s own 
service shop. Eighty-seven per cent 
of the dealers reported that they 
would follow this practice. However, 
12 per cent of the dealers reported 
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that they would obtain some help 
from special service firms. Only ' 
of 1 per cent of the dealers reported 
that they would seek help from dis- 
tributors or manufacturers in the 
reconditioning of trade-ins. 

The disposition of reconditioned 
trade-in units is handled by 70 per 
cent of the dealers by setting up 
separate trade-in departments. Only 
5 per cent of the dealers reported 
that they operated an entirely sep- 
arate store for the sale of recondi- 
tioned units, and 8 per cent of the 
dealers reported that they sold them 
to other dealers. 

The number of dealers operating 
service departments has increased 
somewhat in the last few years. 
Sixty-seven per cent of the dealers 
reported that they serviced all types 
of appliances; another 15 per cent 
reported that they serviced major 
appliances only; and 9 per cent of 
the dealers reported that they serv- 
iced small appliances only. 

In answer to the question how 
service can best be handled, 77 per 
cent reported “in their own service 
shop.” Fifteen per cent reported 
“by self and distributor,” and 7 per 
cent “by self and manufacturer.” 
Only a very small number thought 
that the utility company should do 
any appliance servicing. 

At least 85 per cent of the elec- 
tric utility companies are planning 
comprehensive programs to assist 
co-operating electrical appliance 
dealers in their territories in 1952. 
The scale on which these programs 
are carried out will vary and not all 
of the companies will offer the same 
services. 

The services which electric utility 
companies will render for their 
local dealers are listed in Table 6 
with the percentage of companies 
reporting these 
The services most 


services. 
frequently of- 
fered by electric utility companies 
are those of recognizing and sup- 
porting independent appliance deal- 
ers in the utility advertising; in 
having home service department 
employees follow up dealer sales of 
major appliances; and in rendering 
assistance in the training of sales- 
men. Eighty-six per cent, 83 per 
cent, and 72 per cent of the com- 
panies, respectively, offer these 


various 


services. 
For the most part, the co-opera- 
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Adequateness of display 


Adequate sales staff 

Sales training of sales staff 
General sales promotion plans 
Special promotions 
Financing arrangements 
Trade-in policy and practices 
Service facilities and staff 





Table 7—How Electrical Appliance Wholesalers 


Rate Their Electrical Appliance Dealers 


(Percentage Reporting Under Each Classification) 


Completeness of lines and stock 


Fair Poc 
53 i 
53 10 
46 25 
36 53 
50 32 
46 


Good 


43 








tion extended by electric utility 
companies to local dealers is avail- 
able on the same scale today as it 
was in 1946. In only four types ot 
service to co-operating dealers has 
there been a substantial drop in the 
number of companies offering these 
services. These are assistance in 
selecting store locations and making 
store layouts, development of sound 
trade-in and resale practices, devel- 
opment of time-payment financing 
of dealer sales and collection of 
monthly payments, and assistance 
to dealers in training service de- 
partment personnel. These services 
together with that of preparing 
dealer newspaper and other adver- 
tising material represent those least 
available in the 1952 survey. 
There are indications that the 
utility company co-operative mer- 
chandising programs have accom- 
plished a great deal in better dealer 
relations with the result, as report- 
ed previously, that two-thirds of 
the dealers today believe that elec- 
tric utility company merchandising 
programs help their sales volume 
rather than hurt it, and that only 9 
per cent of the dealers 
utility company selling as 


consider 
their 
most serious competition. 


Wholesalers help dealers 


Included in ELECTRICAL SOUTH’s 
1952 Survev of Electrical Appliance 
Merchandising Plans and Practices 
were a representative number of 
electrical appliance wholesalers. A 
large percentage of these reported 
that they were rendering special 
assistance of some kind to appliance 
dealers. Seventy-five per cent re- 
ported that thev were giving special 


aid in the training of retail sales- 
men, 52 per cent are making avail- 
able the services of home econo- 
mists to dealers, and 72 per cent 
are participating with dealers in 
special promotions such as cooking 
schools, contests, and so forth. 

In the service category, 61 per 
cent of the wholesalers 
that they were assisting dealers in 
the training of service men and 75 
per cent reported that they operated 
department to handle 
service for dealers who desired it. 

These wholesalers were asked to 
rate their own electrical appliance 
dealer customers with respect to 
certain features such as adequate- 
ness of display, completeness of 
lines, adequate sales staff, adequacy 
of training of sales staff, general 
sales promotion plans, special pro- 
arrangements, 


reported 


a service 


financing 
trade-in policies, and service facil- 


motions, 


ities. 

The ratings which the electrical 
appliance wholesalers furnished on 
their average retail customer are 
which shows 
how electrical appliance wholesalers 
rated their dealers, giving the per- 
centage of wholesalers using the 
terms “good,” “fair,” and “poor.” 

This report indicates that most 
wholesalers do not consider that 
their average appliance dealer is 
operating at peak efficiency. In the 
matter of sales training of the sales 
staff, more than 53 per cent of the 
rated their average 
dealer customer as poor in this re- 
spect. Also, a fairly large number 
of wholesalers rated their average 
customer as fair or poor in so far 
as general sales promotion plans, 


analyzed in Table 7 


wholesalers 
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special promotions, and service fa- 
cilities are concerned. 

A fairly large number of whole- 
salers reported their average dealer 
as good or fair in so far as com- 
pleteness of lines, financing ar- 
rangements, and trade-in policies 
are concerned. 


“What 


In answer to the q lestion 


in your opinion is the most impor- 
tant problem facing appliance deal- 


ers today?” most wholesalers named 
the problem of manpower and sales 
training. In the following para- 
graphs, direct quotations are given 
from the questionnaires received 
from the electrical appliance whole- 


alers. 





Wholesalers express views 


on dealer problems 


“Without a doubt, our worst prob- 
iem is sales manpower. Defense jobs 
and other positions that are not so 
demanding are attracting many po 
tentially good appliance salesmen. 

“The average dealer must recognize 
the fact that adequate compensatior 
along with advertising and sales pro 
motion is an absolute must if good 
salesmen or good potential salesmen 
are to be retained. 

“It’s one thing to hire men; it’s an 
other to keep them. 
certainly recognize the importance of 
each individual in his employ. Many 
servicemen could be developed into 
salesmen on a satisfactory part-time 


basis.” 


Dealers should 


* + 


“The most important problem today 
facing dealers is manpower. There is 
a shortage of people available to fill 
sales and service positions. 

“Another problem is the fact that 
many dealers are not training thei 
sales staff to the point where their 
salesmen are willing to stay on and 
make more money. Part of this is the 
fault of the manufacturer and the dis- 
tributor, but most of it is with the 
dealer. 

“The enthusiasm in the postwar pe- 
riod with dealers is not what it was 
in prewar days. To lick some of these 
problems, dealers will have to hire 
men in the older age bracket and 
whatever men are available in the 
younger bracket. 

“Dealers and along 
with manufacturers will have to train 
their sales personnel a lot better than 
in the past. Dealers will have to offer 
men a career in the selling: business 
and then see to it that these men are 
trained for more responsible positions. 

“Dealers will have to face the prob- 
lem of giving the customer better ser- 
, products they seil with the 


distributors 


vice or all 
low through. Dealers today 

> competing among one another for 
ales help. Dealers should organize a 
personnel agency for sales help and 
ervice men where men can apply for 
a position through 


] 


his agency 
“Dealers will face and 


of so mucl 
help by having 

right type of compen | 

“Manufacturers and distribu 

will have to make available » dealers 


msultants to help solve many of the 


dealers’ problems.” 
wide - awake 

know their products; 

vice program to assure 

satisfied customers.” 

“Dealers are slowly 1 

ning themselves out of business 

price-cutting.’They seem to think that 

price is the only means of sellin: 

they would return to the basis of 

ing features, utility, 

price factor would disappear 


and quality, 


“Training all sales personnel is the 
greatest need at the present. Through 
co-operation with manufacturers, job 
bers, power companies, sales courses, 
and magazines, this lack of training 
can be overcome if propel interest and 
importance of it is expressed by the 
head of the department, owner, o7 
whoever the boss may be in charge of 
sales help. 

“Good display, advertising, conte 
etc., all help, but knowledge of the 
product and proper sales technique 
are needed today probably more thar 
any one thing by the average dealer.” 

* * 

“To know the products in thei 
stores other than just the selling 
price. To go to work and stop kid- 
ding themselves about how hard they 
are working. Put some doorbell 
ers to work for them and go out 
their canvassers.” 


Imost comp! 
training of retail sal 
seem to care whe 
Little or no ap 
the times set 


‘dole’ type « 
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“The most important problem f 
ng appliance 


limited profit on applia 


dealers today is 
ifacturer should set t] 
enough whereby the large 
as refrigerators, range wate! 
rs, and televisi : s, could e 
old to the ne 
tributor on a 40 per cent from 


dealer tl rh t 
‘ 
asis which would enabl ie dealer 


to make a fair margin of profit 


‘The high cost of 
mpossible for most fam 
appliances. Dialers shou 
outside soliciting to find the 


who can buy.” 


cannot co-oper: 
de ilers because 


today and tomorrow someone 


them. Most of the time we can’ 


tell who our dealers are. Our dealers 
in this territory have their businesses 
so diversified that they can’t 
cular attention to any 
“Poor salesman 
itside salesmen.” 
‘The appl 


roblem today is, the 


ince 
naking ales without 
l ymprehensive 
Our experience 
imple and whe 
nakes a sale he orders o fron 
distributor 
“T figure stocking appliance a 
oint responsibility divided between 
the dealer (who should stock ‘ 
or three’s), and his distribut 
should stock in 20’s or 30's 
‘The most important problem is to 
create the old-time sales technique 
Most of the men still do not know the 
honeymoon is over.” 
* 


“Inadequate knowledge of the appli 
ances being sold. More attention by 
dealers to the products they sell, and 
more experienced salesmen will elim 
inate this failure 

see 

“Lack of specialty selling men. Th 
an be met by the dealers re zing 
this and hiring specialty selling men 
and training them to sell his products, 
and give them compensation that wil 
keep them.” 

“The present crucifixion of dealers 
by Regulation W should be 
mmediately, and could be done by 
joint pressure of al] distributors and 
lealers on their Congressmen. Thi 
country was built on $10 down and $ 
per month. It cannot irvive under 
present regimentation.” 


* 


removed 


“The last 12 months have 
importance 


tablished 


dealers 
yusine 
rades and cut 
dent in today’s app! 
“Most of the dea 


turn to 


page 
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Harry B. Price, Jr., “Electrical retailer of the year” 


in 1951, tells how he plans to meet... 


Personnel problems 
of the future 


® “By FAR the most important im- 
mediate problem which is facing 
the southern appliance retailer is 
that of personnel,” according to 
Harry B. Price, Jr., head of Price’s, 
Inc., outstanding three-store ap- 
pliance dealership of Norfolk, Va. 

Mr. Price, who did a volume of 
more than 2% million dollars dur- 
ing 1950, is one of the state’s lead- 
ing appliance merchandising ex- 
perts. In building up a single store 
since 1926 into three modern ap- 
pliance stores, and a separate tele- 
vision store, he has concluded that, 
first and last, personnel is the point 
at which most appliance retailers 
bog down. 

“T believe that any retailer’s sales 
force is the major factor in whether 
or not he shows a profit,” Mr. Price 
said. “Only if he has a contented 
sales force, making a good living, 
proud of the organization for which 
they work, well-trained, and pleased 
with the boss, can the appliance re- 
tailer help to show a consistent 
profit. 

“Now that war conditions are 
imminent, the subject of personnel 
is doubly important, through the 
fact that now the retailer must add 
such elements as acquiring draft- 
proof men, loyal personnel who can 
be depended upon to stick with the 
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organization through trying times.” 

The Norfolk appliance dealer has 
set up several basic considerations 
which he gladly offers to appliance 
dealers who have had the usual 
unsatisfactory experiences with 
hiring and training of specialty 
men. 


by Robert A. Latimer 


First, in the matter of obtaining 
new men, Mr. Price feels that no 
dealer will ever be able to get along 
without the “Help Wanted” type of 
classified ad. 

“It is too difficult to contact men 
in general, without inviting them 
to visit their future place of em- 
ployment,” he said. 

“However, one consistently help- 
ful step which we have taken, is to 
publicize our need for salesmen 
among the men already on the 
payroll. The dealer should not for- 
get that salesmen already on the 
job will be anxious to obtain men 
who will be a credit to the firm, 
bringing in additional volume, and 
thus provide the discounts and ad- 


For his store’s outstanding leadership in distributing famous product brands 
during 1951, Harry B. Price, Jr., center, of Price's, Norfolk, Va., was awarded 
a plaque as “Electrical Appliance Store Brand Name Retailer of the Year.” 
Mort Farr, left, president of the National Appliance and Radio Dealers Assn., 
received a certificate of distinction at the same time from C. T. Lawson, right, 
director of the Brand Names Foundation, and vice-president in ch: 

Kelvinator sales. Mr. Price explains in this article that he believes “any re- 
tailer’s sales force is the major factor in whether or not he shows a profit.” 


ELECTRICAL SOUTH for MARCH, 1952 








ditional income which benefits the 
whole. 

“Therefore, when we need new 
men, we are sure to see to it that 
our salesmen know of the fact, 
understand the expansion program, 
and we can usually rely upon them 
to bring around high-caliber ap- 
plicants.” 

No matter wkat the source may 
be, however, Mr. Price is extremely 
painstaking about original inter- 
views and hiring. First, he has set 
up a basic set of requirements into 
which each man must fit before he 
is interviewed. 

All Price’s salesmen-applicants 
must be over 25 and under 40, mar- 
ried, owners of private automobiles, 
financially solvent, with a record 
which will permit them to be bond- 
ed, possess proper psychological and 
mental qualifications, and most im- 
portant, must have had no more 
than three job changes in the pre- 
ceding five years, no matter what 
the reason. 

If a man meets these basic points, 
he is considered reasonably stable, 
and a worth-while investment for 
expensive training. 

The screening process 

Next, in interviews, every sales- 
man goes through a screening pro- 
gram which eliminates many of the 
applicants. “We have frequently 
interviewed as many as 40 to 50 
prospects before hiring a single 
man,” Mr. Price said. 

“It may appear at first glance 
that we are overly exacting, but 
actually, scrupulous attention to 
small details in such interviews will 
ultimately turn up the ideal man, 
we believe. 

“It may require a month or more 
of interviewing before we decide on 
a salesman, but when we have de- 
cided upon him, we will back him 
all the way, spend freely to insure 
that he has the proper training, 
and rely on him thoroughly.” 

Mr. Price also utilizes an_ in- 
telligence test which every man 
must take. The test, which requires 
about half an hour to complete, is 
an adaptation of the type provided 
by an appliance manufacturer, and 
has the principal virtue that if a 
salesman is not willing to submit 
to it, he is not considered a worth- 
while applicant. The simple psy- 
chological tests do away with the 
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prima donnas and maladjusted in- 
dividuals well in advance. 

Also important during these pre- 
liminary steps, is the necessity of 
giving the salesman a clear under- 
standing of what his prospects will 
be if he is accepted. 

Explained to him is income, the 
number of special bonuses, profit- 
sharing plans, etc., in which he 
may participate, an estimate of 
what his earnings should be, and a 
straight - forward, truthful sum- 
mation of the problems ahead. 

Many men will drop out after 
hearing this, Mr. Price said. 

Thus, it may require as much as 
a month of constant interviewing 
and testing to add one or two new 
men to the Price stores. Once this 
is completed, the training program 
swings into effect. 

Mr. Price, who employs a total of 
115 people, believes in budgeting a 
certain amount of his annual profits 
to training of the entire staff. Thus, 
every new man is given plenty of 
time to be trained before he takes 
on selling responsibilities. 

After testing many training 
methods, Mr. Price has discarded 
all but the ‘“one-thing-at-a-time” 
formula. He assigns every new spe- 
cialty man to a certain type of ap- 
pliance, concentrates training on 
that until the salesman can present 
a convincing sales story, knows all 
factors of the appliance, and is a 
polished salesman. 

“Once the man has learned every 
detail of refrigerator selling, for 
matter to 
switch him over to another appli- 
ance,” Mr. Price added. “This takes 
time, of course, and we pay the 


example, it is an easy 


new salesman an adequate salary 
while he is learning.” 

Mr. Price high- 
pressure sales meeting where every 
sales person is told how to make 


deplores the 


sales. Instead, he believes in show- 
ing the man how to do it. Mr. Price 
and the managers of each Price 
store are out on the road daily with 
new salesmen, teaching them the 
techniques of appliance 
under actual fire. 

Despite the large size of his or- 
ganization, Mr. Price himself makes 
selling calls with new men, and be- 
lieves that only if the salesman is 
convinced that “the boss could do 
it,” can he do it himself when the 
sledding is difficult. 

Ringing doorbells, following up 


selling 
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on floor contacts, floor salesman- 
ship, etc., are all phases in which 
Mr. Price is an expert, and which 
he delegates to no one else so far 
as training of new salesmen is 
concerned. 

More commonplace is the over- 
all training program, which incor- 
porates a definite meeting 
every morning, with short, helpful 
lectures and demonstrations. Every 
man is required to attend these 
meetings, as well as regular train- 
ing programs through the year on 
salesmanship, psychology, the sell- 
ing of specific appliance items, etc 


sales 


Incentives needed 


Once the man has demonstrated 
that the store’s confidence in him 
has been well placed, he then has an 
opportunity to enter the many sales 
contests and incentive programs 
conducted by Price's. “While we 
have tried for many years to break 
away from stereotyped procedure 
in sales contests, there is actually 
no substitute,” Mr. Price said. 

“We offer, at regular intervals, 
contests which we feel are better 
planned than usual. Each of our 
contests must be a simple compe- 
tition, with quotas assigned to each 
man, which gives him a reasonable 
opportunity to meet the quota with 
respect to his territory. 

“We also let the public in on each 
contest, so that they may help their 
favorite salesmen by buying from 
them during the contests. We never 
run two contests alike, and by see- 
ing to it that there are plenty of 
chances for everybody to win, we 
do not discourage those who are 
not so adept at selling.” 

Mr. Price also insists that a daily 
sales report be turned in by every 
specialty salesman on the staff, with 
complete information on the num- 
ber of calls made, reasons why sales 
were not made, any suggestions or 
‘omplaints from the sales force, etc 

Mr. Price reviews each of these 
daily, confers with salesmen where 
a consultation will help, and thus, 
keeps his fingers on the general 
sales efficiency pulse 

It is easy to see that the Virginia 
appliance retailer puts in a lot of 
time with his men—in fact, the 
major However, Mr 
Price is well convinced that only if 
his salesmen are satisfied and earr 
ing a worth-while income, will there 
be profit for the boss 


percentage. 
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Schwitzer-Cummins— 
Window and portable fan 
WITH THE IDEA of furnishing a fan 

package with the utmost utility for a 
wide variety of uses, residential and 
business, Schwitze. have a 
and improved combination re- 
versible window and portable fan. 
Two sizes are offered, with 12- and 
16-inch fan blades. For 


reversible, 


-Cummins 
new 


loca- 


two 


window 
have 
speeds, and fit all usual widths. 

To make a portable, the fan 
immediately the 
fan panel. A tubular 
frame, rubber tipped, permits place- 
desks, shelf, 


anywhere, as well as on the floor. 


tion both are 
unit 


remov from win- 


dow handsome 


tables, or eleva 


tior 


The fan pivots in its frame to blow 
up towards the ceiling, down to the 
floor, 01 turned to serve any 
lightweight, carries 
easily, has good looks, top air delivery, 
and qualities that permit any- 
where it can be plugged in. 


can be 
corner. It is 


use 


Both sizes can be bought separately 
as reversible window fans or as port- 
ables, or as a package consisting of 
fan unit, side panels for adjusting to 
width, plus a tubular stand to convert 
the fan for floor o1 

Ratings of all units, two speeds: 
12-inch, 1280 cfm and 800 cfm; 16- 
inch, 2100 cfm and 1750 cfm. 

Manufacturer is Schwitzer-Cum- 
mins Co., Ventilating Div., 1125 Mas- 
sachusetts Ave., Indianapolis, Ind. 


other locations 
} 


Duct booster fan 
THE 
fan, 


NEW POWER line duct booster 
Type PLDX, 


pressure, is a 


fe Chelsea for 
against static heavy 
duty, belt-driven fan with motor out 


side of air stream. 


use 


the fan are 


} 


Special applications of 
in paint booths, 
hood 
heating systems 

This belt-driven recom- 
mended for air movement up to 
F, is relatively quiet, and will 
ate against moderate 


up to 2 inches 


spray 
exhausters, or ve 


fan is 
350 
oper- 
static pressure 
ast 
propellers, 


Equipped with non-overloading 
aluminum .§airfoil-type 
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Fan business in the South 
and Southwest is big 
business every year — 
and 1952 will be no ex- 
ception. Because deal- 
ers begin to give some 
serious consideration te 
fan orders at this time 
of the year Electrical 
South presents a special 
section in this issue 
stituting a 


ron- 
“Fan Show™ 
in print. New and fea- 
tured models of the man- 
ufacturers are illus- 
trated. Al anufactur- 
ers represe be 
glad to se complete 
details of their lines 
upon request. 











these ball-bear- 
semi-enclosed or 
Hoods 
punting. 
available in sizes 
and air deliv- 
000 efm. 
No. 


aescribing 


units are 


motors 


completely 
Ing and are 


explosion-proof, as required. 
can be supplied for outside m 
The units are 
from 16 to 36 inches, 
2700 to 
Chelsea’s new catalog 
Bulletin No. 405-A, 
units in detail, 
manufact 
Co., Ine., 
Nid 


eries from 


1 100 or 
these 
from the 
irer, Chelsea Fan & Blowe 
South Ave., Plainfield, 


are available 


639 


National Appliance— 

Ventrola utility fan 
NEWEST MEMBER of Ventrola 
line of ventilating fans, the Model 80. 
is primarily or basement 
and _ utility 


moisture caus 


the 
designe f 
rooms to remove exce 
ed by automatic laundry 
equipment 

Its one - 


piece nine 


lickly removing moisture 


laden 


the anproximate rate of 500 efm, i 


a_ perfect 
moisture 
ceilings, 
pliances. 

The 


l! 
damage to 


neating 


unit is 


surance pollcy against 
walls, 


ap- 


basement 
equipment, and 


designed to harmonize 


with all modern appliances in laundry, 


utility room, or kitchen. 
weatherproof, 


“one-unit” 


area of any type window 


sash 


rht and 


installation in 


Its compact, 

and 
glass 
wood 


design, 
the 


ultra-thin 


ithe 


with a 
without 


minimum lo 
the 


bothersome 


ation of additional metal pane 


makes it additionally suitable for any 


home, apartment, o1 


It is 


mounting 


easily 


and re- 


t formerly o 


I eature 
grille, 
ename! 


nolseles 


radio and television interference, and 


super 
face 


motor 


office. 
removed simply by de- 
vlazing the opening 
upied. 

nelude lifetime chrome 
white porcelain-type 
plate, fully 

shielded to 


enclosed, 
prevent 


aluminum finish on all exposed parts 


Specifications: 


incnes; 


capa 


square ; 
‘ity in 


face plate, 10% 
window opening, 95/16 
excess of 500 cfm; 


fan, one-piece, nine-blade, rust-proof ; 


motor, 
110 volt. 
aquest 
Additional 
30-C ceiling 


Model 50 


wall 


induction-type, 60-cycle, a-c 
Prices are available on re 


include Model 
Model 40 wall fan, 
Model 61 re 


models 
fan, 
fan, and 


versible window fan 


Manufacturer is 


nliance Co., 


Detroit 9, 


National Ap 
Hwy.. 


the 


1814 W. Vernor 


Mich. 


0. A. Sutton— 
Vornado easement window fan 


COMPLETELY REVERSIBLE 
Model 
Window 


installed and easily moved 


able, the 


The 


borate 


and adjust- 
Vor: 


tor is easil) 


30CF 
Air Cire 


ado Case- 
No costly, 
on worl i re- 

xoks easily 
frame on 
The cir 


creen 


dow 
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TWO-WAY INSURANCE dapererarsn 


is vitally important to customers and 

alike. In the sale or purchase of any 
appliance on the ComMercIAL Creprr PLAN, 
both parties are protected against loss by 
Automatic Property Insurance coverage 
(cancels unpaid balance in event of loss of, 
or damage to merchandise, as defined in 
policy) and Automatic Life Insuranes 
coverage (cance Is unpaid balance in event 


of purchaser's death.) 


More appliance dealers use 
Commercial Credit financing 


than any other national plan 


DEALERS CONTROL FINANCING OF STOCK [rom FINANCING AS USUAL REGARDLESS WRITE, WIRE OR PHONE 

listributors warehouse to customer living Not only do time / now and prefer cat Crepir offi 

room with the CommerciaL Crepit Pian COMMERCIAI ‘epiT financing, but de 

: a: i everywhere | -come to re re COMMER( 

deal with one reliable source only. Commercial 
Crepit financing is alwa de pendable in 
war or pear prosperity or depression. And 


they know they ean count on Commercial \ OMMERCIAL Crep 


Crevir also provides t necessary financing 
for dealers to ma i idequate floorstocks 
eliminating necessity fe tying up needed Crepirt for quit efficient handling of all t 
‘ ipital in invents ind instalment sale many details of credit ir stigatio 


No wonder more dealers are using this plan. ion adjustment and customer 


COMMERCIAL CREDIT CORPORATION 


A Subsidiary of Commercial Credit Company, Baltimore ... Capital and Surplus 
over $120,000,000... offices in principal cities of the United States and Canada. 





culator can be installed permanently 
with two small screws. 

Air where you want it is obtained 
with Vornado’s feather-touch tilting 
and Turnabout feature. Used in an 
intake position during the day, the 
Vornado Casement Turnabout pulls 
hot, stagnant air from every connect- 
ing room while use of the exhaust fea- 
ture at night brings in cool night air, 
making for more comfortable, relaxed 
sleeping. 

The new fan can be carried easily 
from room to room. Finished in Vor- 





nado gray-green, the unit has three 
speeds for more flexible performance, 
and is ideal for use in sleeping rooms, 
living rooms, kitchens, and offices. 

Also in the Vornado line of air cir- 
culators for 1952 is a complete range 
of models including desk and pedestal, 
turnabout reversible window, and 
table-top. 

Manufacturer is The O. A. Sutton 
Corp., 1812 W. 2nd St., Wichita, Kan 


Heleomb & Hoke— 
Silent Breeze exhaust fan 

THE NEW 1952 Silent Breeze “Gold 
Seal” exhaust fan is especially de- 
signed for either horizontal (lay- 
down) or vertical installations. Both 
fan and motor are lubricated for life. 
Ball-bearing throughout, they need no 
attention, once installed. 

The four large die-formed blades 
and deep venturi move more air with 
lower rpm, insuring silent, longer-life 
operation. Amazingly versatile, it is 
used in suction systems for wall, pent- 
house, suction chamber, and lay-down 
installations. 

The “Gold Seal” Silent Breeze is 
available in seven sizes, with blade 
diameters from 24 to 48 inches, used 
singly or in series for every possible 
type installation. 

The Silent Breeze is also available 
in the economical “Standard” model 
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made for vertical installation only. It 
has a sleeve bearing motor which re- 
quires occasional lubrication. Other- 
wise, it is equal in quality to the 
“Gold Seal” model and comes in the 
same number of sizes with equal air 
deliveries. 

The two Silent Breeze fans are for 
use in residential, commercial, and in- 
dustrial installations. Optional acces- 
sories include the automatic “Com- 
fortrol” for automatic on-and-off 
operation, for pre-set periods of time; 
vertical automatic outlet shutters and 
automatic ceiling shutters. 

Complete fan and installation lit- 
erature is available from the manu- 
facturer, Holcomb & Hoke Mfg. Co., 
Inc., Fan Div., 1545 Van Buren St., 
Indianapolis 7, Ind. 


Kisco— 
All-steel floor circulator 

THE Kisco Company, Inc., 2400-40 
DeKalb St., St. Louis 4, Mo., who man- 
ufacture a complete line of floor-type 
air circulators and window fans under 
the trade name of Kisco Circulair, 
“Successor to the Fan,” announce that 
their new streamlined all-steel Regal 
Aire is proving to be the most popular 
model in their 1952 line. 

They attribute the popularity of the 
Regal-Aire to its stepped-up modern 
styling and efficiency and the attrac- 
tive price of $44.95 at which the unit 
is being offered. 

The Regal-Aire, which is available 


in a choice of Tyrolian Green, Soft 
Fawn, or Office Gray, utilizes a 12- 
inch blade and a three-speed motor. Iv 
is guaranteed for five years by the 
manufacturer and bears the Under- 
writers’ Laboratories listing. 


Rebbins & Myers— 
Compact attic fan 

THE ADVANTAGES OF the attic fan 
for home ventilation and cooling are 
now within the reach of every home 
owner, according to Robbins & Myers, 
who are now offering a compact attic 
fan that greatly reduces the cost of 
attic fan installation. 

This vertical discharge unit mea- 
sures about 3 feet square and projects 
only 17% inches above the attic floor. 
These dimensions make it ideal for 
use over narrow hallways and in low 
attics found in so many present-day 
homes. 

Installations can also be made over 
the kitchen or other rooms, depending 
on construction. In new construction, 
this fan can be installed in less than 
an hour. All that is needed is a ceiling 
opening and adequate exhaust areas. 

The fan unit rests on the attic floor. 
No screws or bolts are required to hold 
it in place. Heavy rubber bases pro- 
vide an air seal and cushion between 
fan frame and attic floor. 


= 
” 


Another feature of the R&M 
Package Fan is an improved ceiling 
shutter, which opens and closes auto- 
matically as the fan is turned on or 
off. This shutter is installed by at- 
taching to the wood frame of the ceil- 
plastering, 

required 


ing opening. No extra 

painting is 
Shutter and trim are finished in light 
ivory (baked enamel) to blend with 
any room color. 

This new R&M Package Fan is 
available in 4750 and 6800 cfm ca- 
pacities with air delivery ratings cer- 
tified. It is very quiet and requires 
little or no maintenance. Robbins & 
Myers also makes 7700 and 9500 cfm 
package fans and other fans for attic 


papering, or 
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Get the 
LION’S SHARE © 


of the rich ROOM AIR CONDITIONER market 


LABS 


with 





A GREAT NAME 


HOUGH marketed in volume for 
Le three vears, the room air 
conditioner industry racked up almost 
$100,000,000 in sales in 1951. It’s the 
} new appliance 


fastest growing of a/l 


lines. Fedders sales have increased fast 


IN COMFORT 


Fedders backs up its dealers with 
the most power-packed advertising 
and sales promotion campaigns in the 
industry, and Fedders offers the most 
complete line 
terms of engineering, design and per- 


second to none in 


er than any other line 


Model WHIGE 
ng capacity Ha- 
sott toned 
ivory finish 


—_— 
Lad 


Model WH19C 
4 ton capacity 


urtous mahogany 


Model F210 
1 ton capacity. All wood 
cabinet finished 11 


mahogany ofr 


lustrous 


odire 


ELECTRICAL SOUTH 


tor two reasons 


Model WH19D 
avodire londe 


j 


tert 


ends with moc 


Model WH14 
4g ton 
average bedroom 


attractive Hawauiar Tar 


Model FI7C 


4, ton Console comes ir 
mahogany veneer or blonde 
avodire 


Perfect for home 


r Office 


for MARCH, 1952 


cooling capacity for 


Comes in 


formance under all conditions 


Model WHI6B 
2 capac ty superb 
stvled 


finist 


Model WHIGE 


M6 tor apacity finished 


Ha Wallal Tar 
to 325 sq. tt 


For rooms 


Model F215 
114 ton capacity. Rich ma 
hogany or blonde avodire 
For executive offices, large 


rooms 


with beautiful ivor 


" 
ly 


v 





If you haven't stocked (| 
maker vo ssing at 

















ventilation with air deli 
22.500 cfm. 


veries up to 


Literature is available from Rob 
bins & Myers, Inc., 387 So. Front St., 
Memphis 2, Tenn. 


Hunter— 
Reversible window fan 


THE SMARTLY designed 1952 Hunte 
window fan brings ventilation and 
cooling to the apartment or small 
home inexpensively. This quiet, power- 
ful fan will cool several rooms. The 
18-inch size delivers 2500 efm; 22-inch 
size, 3400 cfm 


ratings certified 


f 
‘ . E 
( 


This new fan is electrically revers- 
ible to cool two ways. As an exhaust 
fan, it pulls cool outside air through 
the rooms. As an intake fan, it cir- 
culates far more air than most fans. 
High and low speeds regulate air ve- 
locity as desired. 

Styled to complement modern room 
decoration, the Hunter window fan 
has a streamlined cabinet in light 
ivory finish and a spiral grille with 
silver finish. Flat 
minimum projection into the room. 

Adjustable side panels fit any 
standard window. Only a screwdriver 


silhouette gives 


is needed for installation. 

Literature is available from Hunter 
Fan and Ventilating Co. 400 So. Front 
St., Memphis 2, Tenn. 


Valley— 

Economy fan line 
FoR THE 1952 fan season, Valley 
Fan Manufacturing Company offers 
a new Economy Line, either of the in 
dustrial or household type. These fans 
are built in 30-, 36-, and 42-inch sizes 
with cfm range from 8900 to 13,400 
Features of the new fans include 
die-formed tubular steel construction 
with ventura front, Torrington blades, 
SKF ball bearings, and machined 
pulley V-belt drives, Westinghouse o1 

other standard-make motors. 
Other items in the Valley line of 
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exhaust fans include portable coolers, 
twin heavy-duty industrial units to 
50,600 cfm, and weather-proof sheet- 
metal penthouses for installation on 
roofs. 

A new 
the entire Valley Fan line for 1952 
is now ready for distribution from 
Valley Fan Mfg. Co., P. O. Box 206, 
It. Valley, Ga. 


complete catalog covering 


ig— 
Power roof ventilator 


PosITIVE controlled ventilation in 
dependent of wind or weather condi 
tions is now available with the new 
lg type “PR power roof ventila 
tors. 

This unit, consisting of a house 
direct-connected centrifugal fan and 
motor, is offered in 11 sizes, 40 speeds, 
and capacities from 400 to 25,300 efm, 
providing air deliveries over the un 
isually large range of pressures from 
free air to 11-inch static pressure. 

The weather-tight, housing contain 
the complete fan unit and air control 


accessories, elimin¢g ig t ar 


expensive high-profile curbing and fit- 
ting of all contro] accessories into the 
roof or curbing section. It is easily 
and quickly installed, wired and ser- 
viced. 

Typica! Ilg quality features include 
self-cooled, direct-connected motor; no 
belts, no pulleys in any sizes; self 
compartment; floated- 
drive sound isolation; non-overloading 
backward-curved-type wheel. Units 
have sturdy welded steel frame and 


cooled motor 


have galvannealed iron housing with 

steel or brass fan wheel. 
An optional feature 

insulation to 


s sprayed-on 
prevent condensation 
forming on inside of housing in the 
handling of steam, ete., in cold 
weather. 

The manufacturer, Ilg_ Electric 
Ventilating Co., 2850 No. Crawford 
Ave., Chicago 41, Ill., also manufac- 
tures a complete line of propeller fans, 
centrifugal fans, and unit heaters for 
ndustrial and home use. 


Lakewood— 
Window ventilating fans 

LAKEWOooD Engineering & Mfg. Co., 
Inc., 1756 W. Lake St., Chicago 12, 
Ill., producers of the “Country Aire” 
line of air control equipment, have an- 
nounced two window ventilating fans 
for home and office use. 

The Country Aire window ventila- 
tor W-18, with 18-inch blades, offers 
thre e speed adjustment of 1550, 1150, 





and 850 rpm. The motor is rubber 
mounted, held in place by rigid sup- 
port arms and direct-connected to fan 
shaft with resultant absence of vibra- 
lion in nousing. 

Blades are precision-balanced and 
deliver 2500 cfm. The entire unit is 
smartly and ruggedly 
Shipping weight is 42 lbs., 
price is $49.50. 

Model W-20 with a 20-inch blade 


has the same general specifications, 


constructed. 
and retail 
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One of America s 


Leading Lines 


it carries a 


10 YEAR 


Guarantee 


Jackson Automatic Gas Water Heaters 
Offer You Excellent Profits 


Jackson stands firm}y behind you in guarantee- 
ing its water heaters to home owners. So confi- 
dent do we feel about the quality of materials 
and workmanship in our heaters that we guar- 
antee them for a full ten years under our 
warranty and protections plan. This added sales 
feature makes these heaters sure-fire with home 
owners, offering you an important source of 
new business. 


Phone, wire or write today 
for details on the Jackson 


products and franchise. 
Approved by the 
American Gas Association 


W. L. JACKSON MANUFACTURING COMPANY, INC 


1222 E. 40th Street 


Chattanooga, Tennessee 
SALES REPRESENTATIVES 
J. A. LLOYD FACTORY SALES AGENT L. 0. LEDFORD GEORGE H. ANDERSON 
Wandin Dentin Caaied SALES AGENCY COMPANY 


375 Whitehall S s. W 2506 Lucena Stre« 
t *harlo N 


311 Chickamanga Avenue 
Charlotte os Georg 


Atlanta. Georgia RK \ 
Telephone LAmar 1977 Telephone 89-5554 
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delivers 4500 cfm, shipping weight 48 
lbs., and retails for $54.50. 

Under series numbers “RW,” Coun- 
try Aire offers 12-inch reversible win- 
dow ventilators with simple flick-of- 
the-wrist change from intake to ex- 
haust. The reversible models adjust 
to fit any window or transom without 
special installation. 

They remove smoke, odors, and stale 
hot air from rooms when on “ex- 
haust,” or bring in cool, fresh outside 
air when switched to “intake.” Ship- 
ping weight is 20-29 lbs., depending on 
window size, and the retail price is 
$35.75. 

Also included in the “Country Aire” 
line are 12-inch floor circulators, 18- 
and 24-inch low pedestal air circula- 
tors, as well as industrial spray booth 
fans, direct-drive exhaust fans, belt 
driven fans, shutters, and blades. 


Viking— 
Window fan 

THE 1952 Viking window fan, made 
by the Viking Air Conditioning Corp., 
5601 Walworth Ave., Cleveland 2, 
Ohio, is designed and built to do all 
the cooling jobs in the average home, 
with emphasis on night-air cooling. 

The Viking’s three accurately bal- 
anced 22-inch-diameter blades exhaust 
3100 cfm at 750 rpm, rating certified 
by PFMA. Rated by the method used 
by NEMA, it circulates 4500 cfm. The 
motor is 1/6 hp, 110-volt, 60-cycle 
single-phase, and consumes on %4 kw 
per hour. 

The Viking is available in both 
single- and two-speed models, 2000 cfm 
being the capacity of the two-speed 
model on low. Each fan comes com- 
plete with mounting brackets, adjust- 
able spacers which fit into any double- 
hung window 24 to 42 inches wide, 
cord, plug, switch, and easy instruc- 


a Pau Shou 


tions. Any homeowner can install the 
Viking by himself in less than 15 min- 


utes. All Viking fans are listed by ~ 


Underwriters’ Laboratories. 

In addition to its window fans, 
Viking also makes a complete line of 
attic fans for installation both in new 
and occupied dwellings. Literature is 
available through the company on the 
complete fan line. 


DiehI— 
Table-type air circulator 


THE DIEHL table air circulator for 
offices, homes, apartments, reception 
and club rooms, beauty parlors, and 
small stores, combines the functions 
of a coffee table, cocktail, or general 
utility table with that of a draft-free 
air circulator. 

It provides large volume, well-dif- 
fused air movement, and is quiet in 
operation. Available in genuine ma- 


hogany, walnut, or blond oak, it is 
styled to harmonize with fine interior 
decorations. 

The unit is 17 inches high with a 
top 16% inches square. A %-inch 
raised table edge permits inserting 
glass, mirror, tiles, or linoleums over 
the top if desired. 

The dustproof motor is totally en- 
closed, of shaded pole induction type, 
and causes no radio or television in- 
terference. Bearings are porous 
bronze, long-life, self-aligning type. 

Four aluminum blades with a 12- 
inch diameter are streamlined for 
maximum air delivery and minimum 
air hum. Ventilating unit is rubber 
resilient mounted, and a sturdy wire 
guard prevents injury to children or 
pets. 

Special louvers distribute air 
evenly, without draft or blasts. The 
convenient control switch can be set 
for high, medium, and low speeds. An 
8-foot cord and switch are furnished. 
The unit weighs 25 lbs. 

Diehl also manufactures a complete 


line of desk and bracket fans, window 
ventilators, air circulators, ventilat- 
ing fans, and exhaust fans, for resi- 
dential, commercial, and _ industrial 
uses. 

An explanation of the Diehl 1952 
promotion plan is available from 
Diehl Mfg. Co., Finderne Plant, Som- 
erville, N. J. 


Periect-Line— 
Pertectaire wall-type fans 
THE PERFECTAIRE 500 Series wall- 

type fans have been designed, built, 
and priced for low-cost home produc- 
tion by the Perfect-Line Mfg Corp., 
Hicksville, N. Y. 

The G-E motor is 110-volt, 60-cycle, 
single-phase, totally enclosed, life-lu- 
bricated, and radio and TV shielded. 
The 8- or 10-inch fans have five deep- 
pitch Torrington Vairified blades. 

There is a choice of three finishes 
for the inside grille: new brush satin 
stainless steel, baked Dulux porcelain 
enamel, or polished chrome. Housing 
is ruggedly constructed of heavy- 
gauge steel with a baked finish. 

Outer louver is pre-coated, heavy- 
gauge steel with a baked finish and 
wind-tight, sponge-rubber gasket. The 
8-inch size delivers 400 cfm, and the 
10-inch, 600 cfm. 

Closing of the outside louver auto- 
matically shuts off the motor. A 
unique design allows the fan to op- 
erate if the louver becomes frozen 
shut, permitting warm inside air to 
speed thawing. 


The unit is wired for immediate in- 
stallation. Telescopic housings adjust 
to varying thicknesses for all types of 
walls, including brick. The wiring box 
contains a motor plug receptacle 
which permits easy removal of motor 
for cleaning. 


Trade-Wind— 
Ceiling model ventilator 
AN ENTIRELY NEW ceiling model 
ventilator for kitchens and all small 
rooms up to 1000 cubic feet, and which 
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10 HELP You he THE SALES Tr: CLIMBING A L SUMMER LONG : 


WY 2 








PAS \p 


WA the hottest ak our 
industry has seen in years! 





New Zenith Deluxe Clock Radio. 


An extra powerful performer with amazingly 


oe a 


| 


sensitive Long Distance AM reception 


Built-in Wavemagnet antenna 





Handsome plastic cabinet in Bisque, 
Walnut, Ebony, Ivory and Down Grey, 


WITH “BIG SET” TONE— 
New Zenith Clock Radio. DISTANCE— PERFORMANCE! 


A moderately priced set featuring famous 


Zenith Long Distance AM reception Let's keep that sales curve climbing —'round the clock and ‘round the seasons. And to 
i istanc i 


Built-in Wavemagnet antenna. Gleaming help you do just that Zenith brings youtwo sure-fire ‘round the seasons sales hits, certain 

Ebony, Walnut, Ivory, French Green to keep sales high—and profits climbing—even during the usual summer doldrums 

and Dawn Grey plastic cabinets Yes, it had to be Zenith to bring you these two magnificent new style Clock Radios 
They're entirely new—entirely different. They boast “Big Set” Radio 
Quality — Tone — Distance — Performance! 

And they seli on sight—because they're so different, so beautiful. so 
moderately priced. They come in an array of customer-winning, fashion- 
keyed colors to blend with any room—any decorative scheme 

= One more thing about these profit-leaders. They take little room—and 
LONG DISTANCES RADIO Ry are easy to stock. A simple counter display is certain to pull in sales galore 
and TELEVISION So don’t miss out. Keep that sales curve high. Stock up! Display! Sell 


Zenith's great new Clock Radios! 


ZENITH RADIO CORPORATION + Chicago 39, Illinois + Also Makers of Fine Hearing Aids 
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incorporates dual blower wheels and 
interchangeable horizontal and verti- 
eal discharge, has been announced by 
Trade-Wind Motorfans. 

The new Model 1501 Trade-Wind 
Clipper develops a certified 300 cfm, 
using a 1/30-hp motor turning the 
twin 6-inch  squirrel-cage blower 


wheels at 1450 rpm. This relatively 
slow speed permits unusually quiet air 
movement. Like other Trade-Wind 
models, the motor is completely iso- 
lated from the greasy air stream. 

Discharge is interchangeable on the 
job from horizontal to vertical. The 
discharge takes standard 314- by 10 
inch furnace duct, and a full line of 
installation accessories is available. 

As on other Trade-Wind ventila- 
tors, the metal housing of the new 
unit is permanently installed within 
the joist space. A bead around the 
bottom of the housing *4 inches from 
the edge locates the proper depth to 
allow for plaster ground. The blower? 
assembly is quickly installed in this 
housing by means of clamps, while the 
grille is easily installed or removed 
by two thumb turns. 

The unit is only 7% inches high. al 
lowing easy installation within 8-inch 
joist spaces. It is 874 inches wide and 
14 inches long. 

Complete information and prices o7 
the new Trade-Wind model 1501 
available by writing the manufa 
turer, Trade-Wind Motorfans. Inc.. 
5725 So. Main St., Los Angeles 37, 
Calif 


Phil Rieh— 
Horizontal attie fan 


A NEW HORIZONTAL Windmaker at- 
tic fan is now being offered for the 
first time this season by Phil Rich Fan 
Mfg Co., Ine. 

According to the manufacturer. the 
Windmaker features the most desir- 
able parts and finest materials in a 
combination designed for silent, effi- 
cient performance, trouble-free opera- 
tion, and simple installation. 

The simple-installation feature en- 
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ables home owners to install the fan 
without outside assistance. SKF rub 
ber-mounted ball bearings, a rubber- 
mounted G. E. motor and sponge-rub- 
ber mounting gasket for the entire 
frame assure quiet operation. 

Attractive, sturdy, and silent-oper- 
ating automatic shutters at competi- 
tive prices are also featured. A full 
five-year guarantee covers the entire 
fan except for the G. E. motor, which 
carries a one-year guarantee. 

The Phil Rich Company also manu- 
factures Windmaker circulators in 
20-, 18-, 16-, 14-, 12-, and 10-inch sizes 
for use as floor, table, window, wall, 
and ceiling fans, and ice air conditior 
ng units. Pedestal stands are avail 
able for the 18- and 20-inch sizes. 

Complete information for dealers 
and distributors is available from Phil 
Rich Fan Mfg. Co., Inc., 2701 So. 
Main St., Houston 2, Texas. 


Jackson— 
Attie package unit fan 

THE JACKSON Package 
new attic fan complete wit 
to buy and is economica 
just cut on the opening in 
insert the fan, automatic grill, 
molding. 

This flat horizontal fan, the G 
fits almost any roof. It comes complete 
with grill and built-in molding. A 
quiet fan, the Giro is rubber-mounted 
at vibration points, with the motor 
ent mounted 
ades are well 


also resili 
The bl: 


designed for smooth, quiet operation 
and maximum air-movement. Addi- 
tional features include a fusible link 
on the motor for protection. 

Fan and plenum chamber are 
inches deep. Guarantee on the fan is 
for five years, and for the motor, one 
year by motor manufacturers. 

Manufacturer of the new Giro attic 
fan is Jackson Mfg. Co., Inc., Mont- 
gomery, Ala. 


Chicago Electrie— 
Handybreeze fan 
THE ADDITION of a new Safe-T- 
Guard fan to their 1952 Handybreeze 
fan line has been announced by Chi- 
cago Electric Mfg. Co. 6333 W. 65th 
St., Chicago 38, Il. 
Strong wire mesh completely en- 
+} 


closes the blades, making the fan per 


fectly safe for use in the nursery, or 
near children or pets. 

Finished in frost gray with medium 
blue fan blades, the Safe-T-Guard is 
a 12-inch oscillating model having an 
approximately 1000 


price is $26.95. 


air delivery of 


cfm. Retail 


Lau— 
Portable window fans 


THREE SIZES of combination port- 
able window fans are available in the 
new line offered by Lau Blower Co., 
Dayton 7, Ohio. Each size is built for 
a specific purpose, but all three em- 
body the same design and operating 
principles. 

Model 1252, designed for casement 
windows, has three-speed control, 12- 
inch blades, is 16 inches square, 5% 
inches deep, and weighs 14 lbs. This 
fan hangs easily in casement win- 
dows. It may be lifted from the sup- 
port bar and carried into any room. 


Adjustable metal space panels for 
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. « . are coming aboard the 


DULANE 


fit Plane 


aint O84 Bifunp > 


Ke > 
Guaranteed by 


Good Houseke peping 


6 Gay decorator colors and gleaming chrome—Fryryte 
adds another first with colors to harmonize with any 
kitchen. There’s more to say and more to display with 
Fryryte. 


More compact in exterior design yet larger in cooking 
volume. Women like the minimum storage space 
requirements of Fryryte and simply love its big-family 


cooking capacity. There’s more to see than meets the eye. 


No messy pots to clean. Fryryte brought new conven- 
ience to deep fried cooking. Oils are stored in Fryryte 


for repeated use. 


Automatic — Quick — Fryryte introduced new, time- 
saving magic in cooking better foods. Accurate 
temperature controls assure more nourishment and 


digestibility in Fryryte cooked foods 


DULANE _ 
Froryte.... 





RADE mame 


ORIGINAL AUTOMATIC ‘Qe 
ELECTRIC DEEP FRYER 


<= 
DU LANE INC. 1900 RIVER ROAD- RIVER GROVE, ILLINOIS 
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sash-type windows 26 to 36% inches 
wide are available. 

The window fan with side expand- 
ers, Mode] 2052, is also portable, 22 
inches square, 5% inches deep, with 
20-inch blades, and weighs 25 lbs. The 
complete fan and expanders are 
shipped in one package. The hub of 
the fan blade is mounted in rubber for 


quiet operation. This model can also 
be adjusted and mounted in sash-type 
windows from 30% to 39% 
wide. 

Model 1652 is a larger fan than 
Model 1252 for casement windows. It 
is 2 inches larger over-all than 1252, 
but delivers almost 50 per cent more 
air movement. It will fit most case- 
ment windows, and is adaptable for 
practically all windows. This model 
has a three-speed switch and 16-inch 
blades, and was especially designed for 


inches 


a large room or two small rooms. 
Dimensions are 18 inches square and 
5% inches deep. 


Fasco— 
Oscillating and floor fans 
Two NEW Fasco fans—a deluxe 
Model 127 12-inch blade oscillating 
fan, and a deluxe Model 40 10-inch 
blade Lo-Level floor fan—have just 
been announced by Fasco Industries, 
Inc., No. Union at Augusta, Rochester 
2 ms ee 
The oscillating Model 127 is a 
heavy-duty three-speed fan, built to 


Fan Shou 


precision standards for heavy continu- 
ous use. No carrying handle is needed, 
because the guards are produced from 
heavy wire, rugged enough to with- 
stand ordinary abuse. Three felt pads 
on the die-cast aluminum base prevent 
scratching of painted surfaces. 

This fan can be wall-mounted by 
removing the steel base plate and re- 
versing its position. The head of the 
fan can be adjusted to almost any 
angle for effective circulation of air, 
and can be locked in a stationary posi- 
tion if desired. Model 127 is guaran- 
teed for five years. 

The second new fan, Model 40 Lo- 
Level floor fan, is powered by shaded 
pole motors, A distinct feature of this 
model is the solid bottom cone in the 
fan, preventing the air from dragging 
dust and dirt across the floor, through 
the fan, and out into the room. 

All three supporting legs are die-cast 
aluminum and securely mounted, and 
each one has felt padding on the bot- 
tom. Heavy-gauge wire rings above 
and below bottom and top cones are 
so spaced to provide absolute safety. 

This attractive model has a finish 
of mahogany and bronze with chrome 
guard wires, and is guaranteed for 
five years. 


Emerson— 
Cireculator-window-fan 
THE EMERSON Electric Mfg. Co., 
St. Louis 21, Mo., has announced a 
new, dual-purpose, 16-inch portable 
circulator-window-fan. Versatile in 
use and adjustment, it may be used as 
a window fan for night cooling, and as 
a circulating fan during the day. 


Since it requires no installation, it is 
particularly desirable for homes with 
casement windows. 

This new fan is adjustable in 
height from 28 to 48 inches, floor to 
center of blades. Vertical-tilt adjust- 
ment permits directing air flow with- 
in an are of 180° (straight-up to 


straight-down). Wheels permit ready 
portability. 

Quiet-type overlapping blades and 
a two-speed capacitor motor are added 
features that assure large-volume ait 
delivery and quiet operation, at low 
cost. Closely spaced spiral guards on 
the front and back of the fan provide 
protection. The fan is attractively 
styled and finished in silver gray. 

The new circulator delivers 3750 
efm on high-speed reading taken 3 
feet from the fan, and carries a five- 
year factory-to-user guarantee. List 
price is $79.95. 


Air Controels— 
Window-attic fan 

NEWEST ADDITION to the Rex-Airate 
line of window and attic fans, manu- 
factured by Air Controls, Inc., a di- 
vision of The Cleveland Heater Co., is 
the 28-inch “headliner” model, for 
window and attic cooling. 

By bridging the gap between win- 
dow and attic cooling, which ordi- 
narily are kept separate, the head- 
liner becomes one of the most 
versatile comfort coolers on_ the 
market. 

This model was built to meet a need 
created by many new five- and six- 
room homes. Placed either in a win- 
dow or in the attic, the headliner will 
keep the home, office, or apartment 
comfortably cool. 

Specifications, in addition to the 28- 
inch blade assembly, include: sliding 
brackets for quick, easy window in- 
stallation; 9 feet of extension cord, 
with a built-in switch; a reversing 
switch, for intake or exhaust cooling; 
a wire mesh safety grille on the “in- 
door” side, for protection; a 43-hp, 
split-phase motor with overload pro- 
tection, mounted to absorb 
shock and noise; and finished in a cool 
Hammerloid green baked enamel. 


rubber 


Additional information is available 
from the manufacturer, Air Controls, 
Inc., 2310 Superior Ave., Cleveland 14, 
Ohio. 
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FOR 20° BELOW ZERO 
Chill Chest provides fast-freezing 
range from normal operating tem- 
perature Zero to 20° below Zero. 
The adjustable control is in tamper- 
proof location behind the easily re- 
moved, automatic signal-light panel. 


Join the Growing Family of 
Successful, Independent 
Chill Chest Freezer Dealers 
Revco provides every help to make your Chill 
Chest venture into the Food-Freezer Market a 
successful one. Nationally advertised, your Chill 
Chest Distributor will help you do a good local- 


level merchandising job. Act Now...Write for 
name of Distributor near you! 


REVCO, INC. 
ELECTRICAL SOUTH for MARCH, 1952 


FOR FAST, QUICK FREEZING 
Chill Chest superiority in construction 
of freezer walls assures the highest 
efficency in the uniform conductivity 
of frigid cold temperatures through- 
out the inner food compartment for 
fast, quick freezing and safe stor- 
age of frozen fresh foods. 


FOR PRACTICAL BEAUTY 
Chill Chest by Revco means smartly 
styled, home-approved design in 
Food Freezers. Counter-balanced, 
full-opening lids with automatic in- 
terior lighting provide greater con- 
venience and accessibility. 


FOR SAFE, FOOD STORAGE 


Chill Chest has high-density Fibre- 
glas, non-settling insulation, an en- 
gineering advancement which per- 
mits more safe, storage space inside 
for frozen foods. Frost Free Seal 
Zone surrounding food compartment 
opening provides perfect lid seal... 
helps keep cold temperatures in. 


____—_ a 


_ ™ 





DEERFIELD, 


Pp 


CHILL CHEST 
15 CU. FT. CAPACITY 
ONE of THREE GREAT FREEZERS 


MICH. 
113 








General Electric— 
Portable electric fan 

AN UNUSUAL new portable electric 
fan which may be used as a ventilator 
as well as a circulator has been an- 
nounced by the General Electric Co., 
Bridgeport 2, Conn. 

The all-purpose fan is a brand new 
design. The entire mechanism is en- 
closed in a two-tone gray rectangular 
plastic case mounted on a wide re 
tangular base. Both the front and 
back of the case are covered with lou- 
vered grilles, spaced as closely to 
gether as possible for safety reason 


The fan, designated Model A-1, may 
be used as a desk or table fan, a win- 
dow ventilator or a floor circulator. It 
can be tilted at any angle from verti- 
cal to horizontal. Polished steel sup- 
ports hold it firmly in position without 
aid of knobs that must be tightened. 

Weighing only 9% pounds, the fan 
is easy to carry. A slot in the back 
forms a handle. 

The fan operates at two speeds and 
delivers 1050 cfm at top speed. It has 
a noise level of only 56 decibels. 

The fan, which carries a fair trade 
price of $34.95, is the lead item in Gen- 
eral Electric’s 1952 fan line. This in- 
cludes the twin-fan ventilator and 
hassock fan introduced last year but 
produced only in small volume; stand- 
ard 10-, 12-, 16-, and 24-inch fans; 
and a wall-cabinet ventilating fan. 


Standard Eleetrie— 
4 eral-purpose fan 


FoR EXHAUSTING dangerous or ob- 
noxious fumes, vapors, dirt, heat, and 
smoke, and for other applications 
which it is desirable to have the mo 
tor outside the air stream, Standard 
Electric has brought out a general 


purpose-type fan combining a numbe 


of improvements. 

The fan is available in a wide range 
of fan sizes from 18 to 42 inches, and 
is equipped with explosion-proof, en- 
closed- or open-type motors as re 
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Underwriters’ Laboratories 


quired, 
specifications for spray booths are 
met in the unit. 

Features include sealed SKF bear- 
ings in readily replaceable flange con- 
rugged construction and 
double-angle motor support to minim- 
ize vibration; adjustable motor base 
for belt tale-up; and heavy cast- 
aluminum fan blade. 

This type SP fan is now available 
in various capacities up to 30,500 cfm 
free delivery (7% hp) from Standard 
Electric Mfg. Co., Inc., W. Berlir 
N. J. The manufacturer states that 
the new units are manufactured in 
quantities, delivered promptly, and at 
low cost, and that their “Most Com- 
plete Fan Line” catalog is available 


struction; 


on request. 


Baldor— 
Pedestal air circulator 
THE BALpor Electric Co., 4353 Dun- 
can Ave., St. Louis 10, Mo., has an- 





nounced the developmeni of a 24- and 


3U-inch air circulator. Both sizes are 
available in ceiling-suspension type, 
counter-column, and floor-column type 
with adjustable pedestal to vary the 
distance between the floor and the cen- 
ter of the fan blade. 

Additional features include capaci- 
tor start, capacitor run motor; bal! 
which further 
lubrication for their entire life; rub- 


bearings require no 


ber-mounted motor; and 


fan blade. 


aluminum 
The Baldor line also includes ex- 
haust and window fans in 16-, 20-, 
and 24-inch sizes, and an all-purposs 
portable 16-inch fan. 

Further 
from the Apparat 


dor Electric. 


information available 


Division of Bal- 


Westinghouse— 
Double-duty fans 
Two NEW double-duty electric far 
highlight the ten-model 1952 line of 
fans manufactured by Westinghouse 
Electric Corp., Springfield, Mass. 
One of these is a 16-inch combina- 
tion window ventilator and portable 
fan, and the other a 16-inch floor fan 
that doubles as a coffee table. E 
additionat models ran from a 
inch oscillating fan for homes to a 
16-inch pedestal fan, a long-range air 
circulator for stores and offices. 


The combination window ventilator 
and desk fan can be used as a window 
exhaust fan or snapped out of its 
panel for » independently as a 
portable fan. The unit can exhaust up 
to 1,260 cfm, enough to deliver a new 

ipply of fre air every two minutes 
to two 10- by 13-foot rooms. 

Installation of this model 16WF fan 
for exhaust purposes requires only 
four wood screws set in the window 


(Please turn to page 132) 
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Model 101 





5-YEAR GUARANTEE 


is the “final touch” which clinches 
sales at full, profitable mark-up. 
It applies to FASCO’s 6 best-selling 
deluxe fans. The Registry of fan 
purchase which your customer fills 
in and sends to the factory is proof 
positive that he’s invested in a 
product of unquestioned quality. 
Why not make your selling easier 
by stocking and showing these 
FASCO leaders? 


Got your new “5-Year Guarantee”’ 
window streamers? If not, just 
drop a note to Dept. ES, 


Model 127 Model 163 


Jormerly ¥. &. SMITH MFG. CO., INC. 


FASCO Industries, Inc. 


ROCHESTER 2, N. Y. 


Model 165 
16-inch 
pedestal 
oscillator, 
3 speeds 


Model 40 Mode! 55 


10-inch oscillator, 1 speed 12-inch oscillator, 3 speeds 16-inch oscillator, 3 speeds 10-inch floor fan, 2 speeds 12-inch floor fon, 3 speeds 
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WHAT EVERY SERVICEMAN SHOULD KNOW ABOUT ELECTRIC RANGE UNITS 


CHROMALOX 
SUPREME “ D-wancta-“mn-/ 
RANGE 
UNITS 


a 


MM 
_PROFITS* 

AN 

PREFERENCE’ 


OUTER HEAT COIL for uniform, economical 
cooking in large frying pans and utensils. 


INNER HOT-SPOT saves up to 45% of the 
electricity used in small pans and percolators. 


*K Alert Dealers Profit with Chromalox Units 


BECAUSE: You fill service calls in minimum time with maximum satisfactior 


with Chromalox Units for replacements or complete range-top 
modernizations. Chromalox Adaptor Rings insure perfect fit in 
} any range opening regardless of age, make or model. 


| Smart Homemakers Prefer Chromalox Units 


BECAUSE: Chromalox “2-Units-in-1" design give the Right Heat for every 
cooking need; the Right Area for every utensil! Too, Chromalox 
Units give economical cooking, cooler cooking, easiest cleaning— 
last longer! 
ee a 
Get the Facts 
Send for 


“CATALOG RU-149" 
for your service 
dept 


FOR NEW OR OLD RANGES, PROFITS COME FASTER 


Cll ROMALOX 


Supreme Kein 2 Unuitlil . /rc-3? 
EDWIN L. WIEGAND CO., 7600 THOMAS BLVD., PITTSBURGH 8, PA. 


C. B. Rogers, 1000 Peachtree St., N.E., Atlanta 5, Ga.; L. R Ward C 2711 Co > 
Dallas 1, Texas; 1814 Texas Ave., Houston 3, Texas: 1519 So oatin kv oe 
W. R. Phillips, Route 3, Raleigh, N. C. 


“THE SWITCH IS ON” 
for your range 
| ___salesmen 





, Tulsa 14, Okla.: 








News Roundup 





Washington Institute 
plans training program 
BECAUSE OF THE terrific selling 
job required for 1952, and the im- 
portance of keeping this fact con- 
stantly before management and 
sales personnel of the electrical in- 
Electric Institute of 
Washington is scheduling four 


dustry, the 


breakfast meetings, to be held on 
successive Thursdays, 8:00 a.m. 
through 9:30 a.m. 

Whitney D. Watkins, sales train- 
ing director of the Institute, ex- 
plained that this portion of the pro- 
posed sales training program for 
the spring of 1952 will include the 
subjects of “How We Can Sell with 
Display,” “How We Can Sell with 
Radio and Television,” “How We 
Can Sell with Direct Mail,” and 
“How We Can Sell with People.” 

The second activity revealed by 
Mr. Watkins is a 10-session course 
created for appliance salesmen on 
“How to Speak Effectively.” The 
Institute feels that for a salesman 
to become top-flight, he must be 
able to speak effectively and con- 
vincingly. These 
scheduled to begin February 18 in 
the Electric Playhouse, Pepco Bldg., 
10th & E Sts., N. W., and last for 
10 weeks. Limited to 30 students, 
the course is a $125 value available 


sessions were 


to members of the Institute for $15. 

Two combination electric range 
and home freezer classes are sched- 
uled to be presented during the 
month of May. Each class will re- 
quire three nights for completion 
and will be held in the Training 
Hall of the Institute, 6:00-8:30 p.m 


CMPR 7 amended 

for clarification 

MATERIALS Plan 
dealing with repair 


CONTROLLED 
Regulation 7, 
parts and materials for repairmen, 
has been amended for clarification 
purposes. 

With the words “and installa- 
tion” NPA 
made it plain that a repairman may 
in each quarter use the RE allot- 
ment symbol on delivery orders for 


inserted in Section 3, 


copper wire mill products for func- 
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Again in OE 


REGINA 


UL tu beosy POLISHER « SCRUBBER 


SCRUBS - WAXES - POLISHES - BUFFS 


Same low price 


from coast to coast 


$6450 


Plus excise tox 





Also producers of 
Industrial Twin-Brush Floor Machines 


National advertising reaching 


Wan liiitela Macys le (2) c5 


: in 9 major-league publications 
Pisee) leipite). ii, ica <i ; 


for sanding, dry cleaning 


covering the mass, class, and farm markets: 
refinishing, etc 


only $1095 LIFE * AMERICAN HOME * WOMAN'S DAY 
SATURDAY EVENING POST>* THIS WEEK MAGAZINE 
McCALL'S MAGAZINE * HOUSE & GARDEN 
COUNTRY GENTLEMAN. + SUCCESSFUL FARMING 
No other polisher has performed 
so efficiently...on so many floors MAIL 


with such long-lasting, trouble-free CQUPON 





service...as Regina—Finest of all 





NOW! 


floor polishers for over 20 years! 
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tional uses up to $150 worth or 20 
per cent (whichever is greater) of 
what he used in his repair, mainte- 
nance, and installation work in the 
calendar vear 1950 

This 
done for persons not eligible for a 
quota under CMP Reg. 5 ( Mainte- 
nance, Repair, and Operating Sup- 
or any other NPA order or 


base period). 


provision applies to work 


plies ) 
regulation affording such assis- 
tance. 

The amendment does not change 
the major provisions of Regulation 
7. It was made simply to clarify 
a point which has aroused specula- 


tion in the trade, officials explained 


Unique use 
of air conditioners 


A UNIQUE appliance showroom 


was unveiled recently in Clear- 
Fla., Mayor Herbert 
Brown of that city officiated at the 
opening of the “Mitchell House of 
Air 


family 


water, when 


Conditioning,” a typical one- 


home in which every room 


Present at the opening of a unique 
room in a typical « 
window-ty pe ro 
Herb Rose, Florida r 
service oper: 

for Mitchell; 
vice-president re 
president of the St. Anthony 


mal sales representative 


» Chester MeMu 
Mitchell 


of St. Anth 





in attic ventilation the right way is 


anchHeuse 


Package Fan 


Designed to fit any type building easily, so that time, 
effort and installation costs are cut down to a mini- 
mum. WIND-WAY sets on the floor of the attic or trim 
of the well hole, is NEVER fastened in any way, yet 
moves MORE AIR quietly with asbolutely NO NOISE 
or vibration. WIND-WAY sells “on sight" to people 
who recognize it as a simple, foolproof, superior fan. 


om 


WAY 


ae 


FAN AND VENTILATOR CO. 
531 St. Joseph St., New Orleans 12, Lo. 


WIND * WAY 


Write for descriptive 
bulletin No. 9150 





-r: Mayor Herbert Brown 


« Air Con 
orp., Mitchell distribut 


*, me 
haw 
" 


appliance showroom, in which every 


family home was equipped with a different Mitchell 
r conditioner, were, left to right: 


for the Mitchell Co.: Charles 
: John Jenning 


Sechre« 

es, chief engineer 
Count a.; E. A. Tracey, 
’ Robert C. Haworth, vice- 
1 Florida; and Paul Miller, president 


a different in- 
model of the Mitchell 


conditioner. 


stallation or 
window-type room air 
The 


established by 


air-conditioned house was 
Paul Miller, 
Anthony Cor} 


Clearwater, 


presl- 
dent of the St. Ora- 


tion of exclusive dis- 
tributor in the Florida 
the Mitchell Mfg. Co., Chicago 

Mr. Miller, the 


house was designed to illustrate in 


region for 
According to 


the most graphic way the advan- 
conditioning. 
said E. A. 
Tracey, Vice-president in charge of 
the Mitchell Air Conditioning di- 
“Mr. Miller is 


ing in the strongest 


tages of low-cost air 


“In our opinion,” 


vision, demonstrat- 
possible man- 
ner the story. of the important role 
plaved by the room air conditioner 
in the life of the average man by 
the average 


actually putting it in 


man’s home.” 


Houston wholesaler 
runs newspaper section 


THE PEOPLE OF Houston were cor- 
dially invited to visit “one of the 
most complete electrical 
merchandise displays in the South- 
west in the new modern home of 
Starr Electric Supply Co., Capitol 


Please 127) 


largest, 


turn to page 
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5 NEW FANS 


with the famous 


5-YEAR GUARANTEE 


yours for profitable fan sales in ’52! 








To the hottest line of fans that ever cooled your customers, Emerson-Electric now adds 


reversible window fans plus the exciting new Portable Circulator-Window-Fan! 
popular non-reversible window fans in 16”, 


Emerson-Electric line for °52. 


av" 


The 


24” and 30” sizes are also in the 


To be certain that you will have adequate stock at the start of the fan season contact 
your nearest Emerson-Electric Distributor today, or write for Catalog No. D24. 


THE EMERSON ELECTRIC MFG. CO. 


St. 


16” TWO-SPEED 
REVERSIBLE WINDOW FAN 


Direction of rotation is reversed 
at a flip of the switch to pull 

in outdoor air or to exhaust 
indoor air, as desired. Equipped 
with 4 overlapping quiet-type 
blades, which deliver 2000 
C.F.M. Mounting accessories 
for window openings 16” to 
36” in width. $55.50 list 


20" TWO-SPEED 
REVERSIBLE WINDOW FAN 


Equipped with 3 full-type 
blades for maximum air 
delivery of 3200 C.F.M 
Current-saving capacitor motor 
is quiet, economical to operate, 
electrically reversible. May be 
used with accessories furnished 
in windows 20” to 36” wide 
Attractive baked ivory enamel 
finish. Lists at $75.50 


24” TWO-SPEED 
REVERSIBLE WINDOW FAN 


All purpose, electrically reversible, 
provides rapid air movement 5000 
C.F.M. Six blades, perfectly 

balanced. Belt-driven. Split-phase 


motor, resilient (rubber) hub-mounted. 


Equipped with 4 rubber feet for 
insulating fan housing from floor or 
window sill. Lists at $99.50. 
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Louis 21, Mo. 


TWO-SPEED PORTABLE 
CIRCULATOR -WINDOW-FAN 


Startlingly new, dual-purpose, with 
exclusive adjusting features. Height 
adjusts from 28” to 48” (floor to 
center of fan). Direct air flow at 
any angle within 180° arc. 16 
overlapping blades. Beautifully 
engineered for utility, portability 
and appearance. Has 4” diameter 
steel wheels with solid rubber 

tires for convenient use anywhere 
Heavy safety guard, front and back. 
Lustrous baked silver gray enamel 
finish blends with any decoration 
List price $79.95 


30° TWO-SPEED 
REVERSIBLE WINDOW FAN 


Maximum air movement, 2-speed 
flexibility to provide cool comfort in 
large apartments, homes and business 
establishments. Each belt-driven, 
6-blade fan assembly individually 
shaped, pitched and balanced for 
quiet, nt volume air — 

6700 C.F.M. Lists at $115 


EMERSON <*> ELECTRIC 


FANS « MOTORS 
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APPLIANCES 








SSS 


Uoeminion is 


[UZ LEADS OFF BIG CAMPAIGN 
HOMEMAKERS ADMIRE, DESIRE 








Y Dominion has the 


complete program 
that builds your profit 
volume when you... 


TIE-IN LOCALLY 
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ready. 0/7 


THAT WILL MAKE MILLIONS OF SMART 
AND REQUIRE DOMINION APPLIANCES! 


- helel Gall 


ek A 
DispLay 8 1 T8 


FOR COMPLETE INFORMATION 
Send this coupon to 


DOMINION ELECTRIC CORP., MANSFIELD, OHIO 
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‘1,000,000 on the line behind 


\ 


" 
* PLUS COOPERATIVE ADVERTISING 


ey 


= : : J EANING 
' wwunil/OL Cl! 99 “pIMCont nt 


OVER 500,000,000 
SELLING IMPRESSIONS 


2-page color spread announcement ad 
Life—March 3 issue... out February 29 
CONTINUITY! Every other week, month after month, right 


; POWER! Over 20,000,000 readers per issue — over 
through the selling season and into Fall and Winter! 


62,000,000 sales ‘‘contacts” after 13 issues! 
IMPACT! Dynamic big-space ads in color, spreads and full VOLUME! Continuity + Impact + Power = volume sales 
pages to dominate all other cleaner advertising for every retailer at full profit and low selling cost! 


al “Self-Selling” 
3. Sensation Merchandiser! 


the. Ct 99 


MARKETEER!: 


R d to pull and EVERY DEALER needs this com 
h eee ea benvie | plete merchandiser that works all 
in 
srore wee location. — onto day 10 800 end sell cleaners ' 
poe fe no Jot 99 mine, volume. It adds another _— 
OStR! Give its “two” for the 
Closer! Gives the salesman the | to your staff, sells 
to “move in” ono 
perfect spot i 
— = ee distributor for details. 
close the sale 


1 
price of * tone”! See your Universo! 


Here’s $1,000,000 on the line! 
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e 3,000 Billboards 


blanket most \. EMPTIES m2 Secowos' 


towns 10,000 . meFet 99 


and over—coast 


a 360,000 POSTER-Days: 
24-cheay market with full color 
mane fevers at high-visibijiz 
mr y-traffic locations as clo . 
" store as Main Stre oe 
a carries q dealer ies 
a where-to-buy" sign that 
es your area. — 


THOUSANDS OF Tie-1 


DEALER NAME AND ADDRESS Hepe 





N IMPRESSIONS 
ready to move lealers who are 


in on 
market at bargain rates the cleaner 


Model VC 6710 


PLYS - “Quick-Selling” Radio 
and TV Spots and a great news- 
paper program for you 


Millions of selling contact's for a “part of a penny” each... 

that’s what these Jet 99 radio and TV film spots mean for you. Add 

“retail-minded” newspaper advertising mat ads and you have a local = 
program that will lift your cleaner volume to a new high. a ‘sl tke 


( Good Househeep! * ) 
No other program gives you all this plus the greatest collection Xs. se ad a 
of time-tested selling helps in cleaner history—from a beautiful The Cleaner 
selling catalog to sales training films. of 99 Uses 


Never before in the industry has so much selling 
power been packed into a cleaner program . . . supported 
by a great cooperative advertising plan to tie you in with 
the “hottest cleaner discovery” in a decade! 


Americo’s Most Complete Line of Home Cleaning Equipment 


4 
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For Styling... Performance...and Durability... 


16 


fans for 53 | 


18” and 22” ELECTRICALLY REVERSIBLE 
WINDOW FANS 


Easy to install with only a screwdriver. Ad- 
justable mounting panels of 18” fan fit any 
window up to 35 inches wide; the 22” fan, 
windows as wide as 39 inches. Electrically 
reversible. Flip of a switch forces air in or 





out. Two speeds on both intake and exhaust. 





Four blades, direct-connected. Quiet. 
Weather-proof motor. 18” size has 2500 
CFM delivery; 22” size, 3400. Ivory enamel 
with silver-finish grille. Guaranteed five 
vears. 18” size, $59.95*; 22” model, $79.95*, 


retail. 


“QUIET DE LUXE” OSCILLATORS 


First choice for homes, offices, sales- 


rooms, and stores. Smartly styled to 
blend with modern furnishings. At- 
tractive gunmetal finish with sturdy 


cadmium-plated guard. Adjustable for 


stationary or oscillating service. Tilts 
and locks at any angle. Super-quiet. 
High-velocity air movement. Guaran- 
teed 5 years. 16” fan, $52.95*, retail. 
Also 12” R & M Quiet oscillators at 
$24.95*, retail. Guaranteed 1 year. 


12° “BREEZE-ALL’ 
FLOOR FAN 


Beautiful in mottled-mahogany 
plastic and gleaming chrome. 
Full 360° air circulation—and from floor 
to ceiling. Sturdy, serves as an extra seat 





or low table. Safe from top, bottom, sides 
even for tiny fingers. Unusually quiet. 
Three speeds. Delivers a whopping 3500 
CFM. Extra-low-cost operation. Guar- 
anteed five vears. $49.95*, retail. 





ROBBINS &« MYERS 
Lens for /7$2 


Robbins & Myers, Inc., Fan Division 
387 So. Front St., Memphis 2, Tennessee 


Rare, new TV Fitms FEATURING YOUR STORE 
-~— 


Zi AVAILABLE ON R&M ATTIC AND WINDOW 
\ FANS. WRITE FOR DETAILS, NOW. 
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Bob Schaefer says, “Without Farm Sales 
...-1 Could Not Stay in Business ” 


TRY SSEAREROT SP 2 
i z + . . 
ae , Mr. Schaefer is the owner of the Home Im- 

provement Company which started in 1940 
and now does a major portion of the total 
appliance business in the Cullman trading 


area. There are 27 competitive organizations. 


“* 


After examining the list of Farm and Ranch- 
Southern Agriculturist subscribers in Cull- 
man County, Mr. Schaefer said, 


“T've long been aware of the pulling power 
of Farm and Ranch-Southern Agriculturist, 
but I was surprised at the actual number of 
my good customers who are Farm and Ranch 
subscribers. These are fine people top 
citizens in this community I am proud to 
have them for customers and you should be 
proud to have them for subscribers.” 


Mr. Schaefer went on to say, “About 65% of 
my business is on the farm. This market is 
brand new. The thousands of newly electri- 
fied farms in this area have produced an equal 
number of new customers and a correspond- 
ing volume of virgin sales. No trade-ins 

and therefore, higher profits.” 


‘To make the most of a market like this takes 
advertising in magazines that are actually 
read by farm people. Your circulation list 
proves that beyond question. Farm and 
Ranch-Southern Agriculturist has the great- 
est circulation of any Magazine in my trading 
area and the names I recognized are some of 
the best of our farm customers.” 


Farm and Ranch-Southern Agriculturist is 
made for farm people. They read it and 
they like it...this much I know. In my opin- 
ion Farm and Ranch-Southern Agriculturist 
is the biggest producer of farm sales. To me, 
this means everything because, without 
farm sales, I couldn't stay in business.” 


Bob Schaefer is a highly successful appliance dealer, operating over a radius Special Notice to Advertising Managers 
and Media Directors. What Mr. Schaefer has 
to say about the Southern Farm Market is 
fully substantiated by the agricultural statis- 
fied. Mr. Schaefer was winner of the 1951 Domestic Engineering National tics in the 1950 census. We are preparing 
Award. He led the state of Alabama for 1951 in Range sales for one of the 4 state-by-state digest of these figures 
major manufacturers. as they are released. We will be 

happy to mail them to you as 


they come off the press. 
Just sign the cou- , 
“os 
- pon and mail oe 
AN D it to us. Pe ot 
thi a A a? 
«al oF 
& 


‘> 
7 oe 


SOUTHERN AGRIGULTURIST — -ccsem" 


of 30 miles surrounding Cullman, Alabama, a town of 7,000 population. In 
the Cullman trading area there are 27,000 farms of which 23,000 are electri- 


a P 


NASHVILLE, TENNESSEE A SF 
More Southern Farm Families read Farm and ‘ 
Ranch-Southern Agriculturist than any other pub- a at ge? 


: = a a y~ 0 
lication . . . circulation guarantee— 1,290,000. _~ 


cS of 


\2 
ot 1 ss Y 
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LUBRICATED 


for LIFE! 


NO SERVICING + NO CALL BACKS 
EASY TO INSTALL 


ATT 


RESIDENTIAL - Cc FA > INS & 
——— = Y 


that builds respect and 
profits is <i 
into every 


ANY WHITE PORCELAIN TABLE 
SAME FAN FOR EITHER VERTICAL TOP MODEL! 
OR HORIZONTAL INSTALLATION sd A 


NO OILING. Silent Breeze “Gold Seal” fans 


and motors are ball-bearing throughout, lubri- ee \ i 1 
cated for life! place f 

CERTIFIED RATINGS. Air deliveries conform ig ' he OTTE R 
with U. S. Dept. of Commerce Commercial / Yn |) 


~ . “O17 / i Automatic Water Heoters—Gas and 
Standard CS178-51. ceeatehe 


SS W724 


A 


MOST UNIVERSAL FAN on market. No ac- m5 Therefore, White Dealers Win 


cessories needed for any type installation. a Out—Today and Tomorrow! 
Models for every job. Sizes 24” to 48”. SS) 


Year in and year out, owners of 
: C White WATER-HOTTERS give 

SILENT, TROUBLE-FREE. Deep venturi, four one a ¥ this a 
° ¥ . fes= rear¢ 1ousehole servant tucker 

large, die-formed blades, move more air with the tah's dei away in some inconspicuous corner 
| er RPM serving faithfully with never a mo 
ower = ment’s attention. Time after time, 
though almost unconsciously, home 
| nine WHITE PRODUCTS akers bless the White dealer who 
ale and installation. The 


REDUCE YOUR INVENTORY CORPORATION hous Kents af cand <i Gis Gath 


» . — up for “tomorrow” by today’s profit 
Write for New 1952 Water ae able sales is one of the many fran 


INVENTORY REDUCING PLAN as tedeteien tamcineeehe husmonem 


dealers. To learn how it means money 


Increase Your Profits EXPORT OFFICE in YOUR pocket today and added 


: 201 N. Well : security for your future, contact your 
with SILENT BREEZE Wells St., Chicago $, Wlinois White distributor or White direct 


RIGHT NOW 


\ =) rath . 
ELECTRIC—Round and GAS—Round 
HOLCOMB & HOKE MFG. CO. Inc. wii Ris seotel 


models only 
1545 E. VAN BUREN STREET : b 


uaranteed by 


INDIANAPOLIS INDIANA Houssheoping 
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(Continued from page 118 


at Crawtord,” on the first page of 
an eight-page tabloid run recently 

y Starr kKiectric in the Houston 
Post. 

lhe supplement, 1142 by 16%, 
nches, contained views of the new 
showroom at night and numerous 
displays in the interior. Overhead 
fixtures, lamps, lanterns, and elec- 
tric clocks were just a few of the 
many displays illustrated in the sec- 
tion, 

The ceiling fixture displays 
shown in several of the photo- 
graphs can be turned on with the 
flick of a switch by any employee 
for the benefit of customers seeking 
commercial or residential light fix- 
tures. 

Ads for many of Starr's suppli- 
ers, offering congratulations on the 
new showroom which doubled the 
space available in the old one, were 
plentiful in this pictorial piece 
which reached many of Starr's 
prospects and customers. 

D. A. Starr is president of the 
wholesale distributing firm, which 

located in downtown Houston. 


New Georgia 
firm organized 

GEORGIA Appliance Co., Inc., a 
new appliance and television dis- 
tributing firm, has been formed 
Atlanta, and is located at 1405 
Spring St., N. W 

The company replaces the 
Georgia Appliance Co., which was 
formerly operated by Herndon 
Thomas. Mr. Thomas recently sold 
his interest in the business to P. ( 
Gilham, Jr., of Electric Sales & Ser- 
vice Co. 

The new firm will operate in the 
same territory as the original com- 
pany, and will be wholesale distrib- 
utors for Apex appliances, Welbilt 
electric and gas ranges, Olym- 
pic television, and Bryant wate) 
heaters. 

Officers of the firm are Walter 
Trippe, president; Garrett Joseph, 
vice-president; and Frank Smith, 
treasurer. 

Mr. Trippe has been in the appli- 
ance business in Georgia for 21 
years, and for the past 10 years has 
been in the appliance distributing 
business. He was executive Vvice- 


(Please turn to page 130) 
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MIMMsS 


VENTILATING FANS 


em Mimms design features make dealer soles easy 

Air Circulators with draft free circulation! 

Pedestal and Lowstand models that assure quiet, smooth operation 

as a distinct feature! And now a sensational 20” window fan that 
just hauls off and sells itself... 


4 
Mode! 20” window fan — 9 
features a sweep back , 
blade and a 's” insulation 
of rubber between the hub and the as 
sembly that supports the blades. The 
sweep back design permits the blades to 
rotate around the motor instead of in front 
of it resulting in an unusually thin fan. The 
rubber insulation absorbs sound and vibra- 
tion. Many other features including three 
speeds, adjustable panels, and other re 
finements described in our circular 





16 inch Mode 


In addition, MIM\AS makes an industrial Mancooler and 2 variety 
of exhaust fans to give you added sales. Some exclusive Jobber 
territories are now open! 


VENTILATION FOR HOME— 


mimms COMMERCIAL AND 


VENTILATING FANS _— INDUSTRIAL USE 


E. N. MIMMS CO. 
908 Mason St., Louisville, Ky. 

















THE OLDEST NAME IN ELECTRIC IRONS 


38 Continuous Years of Fine Craftsmanship 


Pride of Brides for Three Generations 


YOUR DisTRIBUTOR KNows — ASK Hin Now / 


AMERICAN ELECTRICAL HEATER COMPANY * DETROIT 2 
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WWCOREASE your 


production with 
efficient— 


CHELSEA TYPE IND EXHAUST FAN 
For factories, mills, theatres, schools, 
hotels and churches. Features belt drive 
with ball bearing motor and fan shaft 
Sizes from 24” to 72 


(AAV step-up ourput 
=(' (00 and quality of 
\//= workmansh é 
=]-xq workmanship, re 
Aé£ \ duce industrial ac- 
cidents and employee fatigue 
with proper ventilating and 
cooling equipment. CHELSEA 
Fans remove excessive heat, 
fumes, dirt, dust and grit, also 
dead stale air. 30 models, in 
over 200 sizes, are available, 
and each fan or blower is es- 
pecially engineered and tested 
for its recommended applica- 
tions. All ratings are certified 
by P.F.M.A. test methods to 
insure proper performance. 
Check on your ventilating re- 
quirements, now 


dato and $ 

lowers for 

cial OPP 
sts to DePt 


Complete 


PROPER VENTILATION 


FOR EVERY 
APPLICATION! 


TYPE MC MANCOOLER 
BELT DRIVEN 


TYPE PLF 
POWER LINE FXHAUST FAN 


TYPE BB 
ALL PURPOSE EXHAUST FAN 


TYPE PHD 
PENTHOUSE UNIT 


F. 


TYPE PLOX 
POWER LINE DUCT BOOSTER 


TYPE PLDU 
POWER LINE AIR BLASTER 


1S AN INVESTMENT! 
“ Look for this Symbol of Quolity 
PMI < Look for this Seal of Certified Ratings 


HELSEA FAN & BLOWER CO., inc. 


PLAINFIELD, NEW 


JERSEY 
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of MAKE WELCH SELLING EASIER 


Compare these exclusive features with the 
fan line you are now selling: Welch Styling 
—selected by MUSEUM OF MODERN ART as 
an outstanding example of modern design 
Welch Performance — means more cooling 
air than any comparable circulator. Welch 
Dependability — proven by thousands of 
satisfied customers—backed by the famous 
Welch 5 Year Guarantee. 
MODEL 12 
MODEL 11 


MORE PROFIT FOR YOU! 


This vear Welch is promotionally “loaded for bear” with a 





bigger-than-ever line-up of dealer helps displays newspaper 
mats and direct mail — and all backed by more newspaper 


MODEL 4 advertising — more magazine advertising than ever! 


SEE THIS 
*"ALL-PURPOSE” 
FAN 





MODEL 15 
MODEL 24 











YEAR GUARANTEE ACROSS THE BOARD 


WELCH # Ve 


LIGHT 


C/RCULATORS 


WELCH 


W. W. WELCH COMPANY CINCINNATI 2, OHIO 
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Continued from Page 127) 
BIE /s\I] [P} president of Georgia Appliance 
j Company under Mr. Thomas’ own- 
Sure signs of big summer business! The _— 


NEW, IMPROVED BERNS AIR KING Mr. Joseph has been associated 
— designed to start a sales heat wave with Bona Fide Mills, Inc., as its 


styled 1 store. Built for extra service. . tS Southeaste1 epreselr Atl Ve since 
ed for dded appe “F september, 1949. 


aie value. Four big reasons why the 
complete BERNS AIR KING line is your 
assurance of profitable selling weather. AN General Electric 

revises production 

THE GENERAL Electric Company 
has announced that it will manu- 
facture major home appliances in- 
stead of jet engine parts in the first 
building at its new “Appliance 
Park” development at Buechel, Ky., 
near Louisville. 

Clarence H. Linder, general man- 
ager of the company’s new major 
appliance division, said that a re- 
scheduling of Air Force require- 
ments over a longer period will 
eliminate the need for jet engine 
production in the building. 

Mr. Linder emphasized that the 
change in plans will have no effect 
on the long-range employment 
schedule at Appliance Park where 
the company ultimately will pro- 


manny prof & Opportumties ea duce all of its major household 
DRI-AIRE , FAN-MOBILE appliances. 

Electric Dehumidifier powerful—portable— all-purpose “This change means we will 
The dehumidifier market is opening! Now yor The one fan that does practically everything— 


reach ¢ gher volume o ome ap- 
can offer typical BERNS AIR KING quality, helps you sell every prospect! Can be moved reach a higher volume of home om 
style and value in a unit that efficiently dehu- from room to room... ventilates an entire jiance production at an earlier 
midifies 8,000 to 10,000 cubic feet... yet ‘ average home or apartment... exhaust or < a os 
requires only 13°x13" of floor space. Removes . intake. Adjustable in height, 3-speed opera- date than originally antic ipated, 
2 to by Low “ water every 24 hours. Perma- tion, 16-inch blade and more efficient Ven- , -d 
nently oiled, hermetically sealed. . tura design. ammertone grey finish and 1e SAIC 
$139.95 he sai 


List, incl. excise tax, only mg Aa List, incl. excise $69.95 
Tappan appoints 
Georgia distributor 
KENROW, INC., Atlanta, has been 
appointed exclusive Georgia dis- 
tributor for the Tappan range line, 
according to a recent announcement 
by Frank W. Manus, executive vice- 








president of Kenrow 
The 1952 Tappan range line to be 


c ee ; 

: x : : ; ; 
hear selling cdvavkagte 33 handled by Kenrow will consist of 
20” PORTABLE Blower Type Fan Blade 22 models, each a flush-to-wall de- 
WINDOW VENTILATOR BUILT-IN KITCHEN FAN sign with body sides and chassis in 
Extremely popular thin model NOW ELEC- Most improved kitchen fan ever a ble 
TRICALLY REVERSIBLE to make it even Extremely shallow .. .. mounts in CEILING 
more sales-appealing! Does a big job of cooling OR SIDEWALL. Eaquioped with blower models range in size from the de- 
yet can be a moved from room to room. type pressure blade thot maintains con- | t 
nstalis with just 4 screws, adjustable in stant hich cir exhaust ume—hele re- ce 40-inch units ne compact, 
width. 20° model with 2 speada eee | luxe 40-inch units to the com 
ALSO: ORIGINAL BERNS AIR KING One screw removal of grille. Fully Auto apartment-size, 20-inch Tappan- 
MANUALLY REVERSIBLE WINDOW VEN- matic, Wall Switch Controlled and Pull 
TILATORS that permit adjustment to any Chain models, 8-inch and 10 D-inch sizes nette models. 


position. America’s fastest selling models also a ailable $27. 55 | 
available in 10°, 12” and 16” sizes. priced fror ex 


stain-resisting porcelain finish. The 


iia ees Eleven of the Kenrow personnel, 
including both state salesmen and 
service department members, spent 
Available Through Leading Electrical Wholesalers Everywhere or write for complete catalog to. . a week in Mansfield, Ohio, recently 
for sales training and study of the 

BERNS MANUFACTURING CORP. rades epee sat snes Oe 


manufacturing process 
3050 NORTH ROCKWELL STREET, CHICAGO 18, ILLINOIS ” % 
— Stove Co. 
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YOU CAN DEPEND ON 
THE INCOMPARABLE 


marks the 25th anniversary of the first Firns- 
worth inventions that made today’s television 
possible. The mind that created them has im- 
proved, refined, brought them to perfection in 
only one instrument—the incomparable Capehart. 


Here is the key to Capehart’s quality leadership. This is why 
Capehart is the first choice of the cream of your prospects. 
The superiority of the Crystal-Clear picture—the fame 
of the Symphonic-Tone System—the sterling performance of 
the Capehart full power chassis—the pacesetting quality of 
Capehart cabinetry —these make Capehart the line it 
is for prestige—and profits! 


There may be a pathway-to-success Capehart franchise 
open in your territory. Why not investigate! See your 
Capehart distributor or write Fort Wayne. 


npehant 
The CAPEHART Clock Radio 


The fastest selling clock radio on the mar- 
ket — the most wanted, the highest-styled 
now available. Beautiful plastic 
cabinet in choice of colors. Only $4995 





“Includes Federal Excise Tax 


The CAPEHART Table Radio 


True Capehart quality in miniature. Dis- 
tinguished design beyond compare. Unbe- 
lievably beautiful tone. Choice $3295 


of colors. Only 


= 


i iff 


The CAPEHART “Quebec” 


20-inch tube for Crystal-Clear picture. Pro- 
vincial styling in mellow fruitwood. Sym- 
phonic-Tone. True Capehart quality for only 


The CAPEHART 
Personal 
Portable 

Plays where you play. 
Sets the pace for styl- 
ing for perform- 
ance Light-weight 
plastic cabinet in 


choice of colors $2995 


Warranty and installation extra. Prices for Zone 1 


O CAPEHART-FARNSWORTH CORPORATION, Fort Wayne 1, Indiana 


An Associate of International Telephone and Telegraph Corporation 
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Vacuum cleaner offer 

A NEW SPRING vacuum cleaner pro- 
motion, consisting of two specially 
priced product combinations, has been 
announced by the vacuum cleaner de- 
partment, Westinghouse Electric Ap- 
pliance Div., Mansfield. Ohio. The 
promotion will run from March 15 to 
May 25. 

One combination features a model 
F-11 upright cleaner and a model 
H-9 Hand Vac cleaner. The second 
combination features a model T-4 
tank-type cleaner and a speed pol- 
isher. Each combination offers a re- 
tail savings of approximately $24. 





£ 
Another City Heard From! 


BENDIX 


Automatic Washers 


LEAD IN 
NASHVILLE 


almost one out 
of three sold 


The proof rolls in! In city after city, 
market after market, surveys show 
Bendix Washers leading the field by 
tremendous margins. Bendix not 
only commands a lion’s share of the 
market but also frequently sells 
as much as the next several 

brands combined! 


BENDIX HOME APPLIANCES 
Division Avco Manufacturing Corp., South Bend, Ind 
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Dates Ahead 

Chicago International 
Trade Fair, Navy Pier, Chi- 
cago, Ill., March 22-April 6, 
1952. 

Protective Relay  Engi- 
neers, Fifth Annual Confer- 
ence, Dept. of Electrical 
Engineering, A & M College 
of Texas, College Station, 
Texas, March 24-26, 1952. 
(For further information, 
write L. M. Haupt, confer- 
ence chairman.) 

International Association 
of Electrical Inspectors, Ten- 
nessee Chapter, Andrew 
Jackson Hotel, Nashville, 
Tenn., March 31-April 1, 
1952. 

Edison Electric Institute, 
Sales Conference, Chicago, 
Ill., April 1-3, 1952. 

IAEI, Mississippi Chapter, 
Robert E. Lee Hotel, Jack- 
son, Miss., April 3-4, 1952. 

Illuminating Engineering 
Society, Southwestern Re- 
gional Conference, Hotel 
Tulsa, Tulsa, Okla., April 6- 
8, 1952. 

* Southeastern Metermen’s 
Association, 27th Annual 
Short Course Meter Confer- 
ence, University of Florida, 
Gainesville, Fla., April 7-11, 
1952. 

IAEI, Alabama Chapter, 
Montgomery, Ala., April 9- 
11, 1952. ‘ 

IAEI, North Carolina 
Chapter, Carolina Hotel, 
Raleigh, N. C., April 15-16, 
1952. 

IAEI, South Carolina 
Chapter, Columbia Hotel, 
Columbia, S. C., April 18-19, 
1952. 

Illuminating Engineering 
Society, Southern Regional 
Conference, Hermitage Ho- 
tel, Nashville, Tenn., April 
20-22, 1952. 

IAEI, Georgia Chapter, 
Bon Air Hotel, Augusta, Ga., 
April 21-22, 1952. 

Southeastern Electric Ex- 
change, General Conference, 
Boca Raton Hotel and Club, 
Boca Raton, Fla., April 21- 
23, 1952. 

IAEI, Florida Chapter, Mi- 
ami Beach, April 25-26, 1952. 

IAEI, Joint Meeting of 
George Welman, North Lou- 
isiana-East Texas, Texas and 
Texzs Gulf Coast Chapters, 
Washington Youree Hotel, 
Shreveport, La., May 2-3, 
1952. 


Fourth International Light- 
ing Exposition and Confer- 
ence, Cleveland Municipal 
Auditorium, Cleveland, Ohio, 
May 6-9, 1952. 

National Association of 
Electrical Distributors, 44th 
Annual Convention, Atlantic 
City, N. J., week of June 9, 
1952. 

“International Home Fur- 
nishings Market, including 
showings of housewares, 
major and electrical appli- 
ances, radios and television, 
lamps and shades, The Mer- 
chandise Mart, Chicago, IIl., 
June 16-26, 1952. 

Illuminating Engineering 
Society, National Technical 
Conference, Edgewater Beach 
Hotel, Chicago, Ill., Septem- 
ber 8-13, 1952. 

IAEI, Southern Section, 
24th Annual Meeting, Her- 
mitage Hotel, Nashville, 
Tenn., October 13-15, 1952. 

American Institute of Elec- 
trical Engineers, Fall Gen- 
eral Meeting, New Orleans, 
La., October 13-17, 1952. 


* Asterisk indicates meet- 
ings announced for the first 
time in this column. 


Westinghouse fans 
(Continued from page 114) 


frame. The fan is placed on the inner 
side of the window frame so it does 
not interfere with the normal opening 
and closing of the window sash. The 
steel panel of the fan is adjustable 
for window widths from 24 to 36% 
inches. 

When snapped out of its panel and 
used independently, it can circulate 
1,630 cfm. Finished in beige and 
chrome, it will sell at a suggested re- 
tail price of $49.95. 

Second of the featured fans is a 
16-inch floor model, the 16DA Deb- 
onaire, believed to be the largest fan 
of its type available, which is capable 
of circulating 2,700 cfm. It can double 
as a coffee table because it stands 20 
inches high and its top surface, 22 
inches in diameter, is flat. 

Available as an accessory Is a spe- 
cially designed serving tray, 19 inches 
in diameter. When not in use, the tray 
may be tucked away beneath the top 
plate of the fan. Made of lightweight 
Micarta plastic, the tray has a neu- 
tral wood-grain finish resistant to 
stain, alcohol, and burns. 

The quiet-operating 16DA fan is 
finished in green, grey, and chrome. 
It will sell at a suggested retail price 
of $54.95. The serving tray will sell 


at $9.95. 
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ALL BRAND NEW for 52 


Amazing in Styling 


and Superior Performance 


=e 


Niteqir’: 
’ Large Window 








Fans 








LAU brings you the MATCHED Line of 
New! Mode! 1252 Color Harmony window Fans! These large, 
“‘Color-Harmony Matched’’— ) powerful, quiet 24 inch and 30 inch 
Combination Window and Port- 
able Fan with fingerproof guards x ; , 
front end rear. Just 16” square, sai a switch—they will cool several rooms, 
5%" deep, weighs 14 Ibs. Moves an apartment or a small home. Simple, 
1200 cfm ot hi-speed. Metal ex- 
panders available. 


Window Fans are reversible at the flip of 


quick and easy to install and windows 
may be opened or closed freely without 
moving fan. They match . . . in color and 
New! Model 1652 styling . . . the smaller window fans. 


“Color-Harmony Matched’’— : Handsomely finished 2-tone green baked 
Combination Window and Port- ' ! . ° 
de tn toes welt Om enamel . . . with fingerproof guards and 


1252, above) .. . for exhaust or ' rubber cushioned feet to protect polished 
intake. 18” square, 5%” deep. 4 surfaces. See them! Feature them for free 
Moves 1700 cfm at high speed. i f home demonstration! 
Metal expanders available. 

Two models with 2-speed motors: 


New! Model 2052 — with Expanders 2452-WR2, reversible 24” Fan, moves 3873 
? cfm at hi-speed, 2600 cfm at lo-speed 
“‘Color-Harmony Matched’’— 

Window exhaust or lnteke fen. ~ 3052-WR2, reversible 30” Fan, moves 5745 
Quick and easy to reverse or lift / cfm at hi-speed, 3800 cfm at lo-speed. 

off for a Portable. 22” square, | Phe. also . . . with single, Hi-speed motors (ex- 
5’ deep, weighs 25 lbs. Moves my haust only) Models 2452-W and 3052-W, 
2500 cfm at high speed. » same cfm as above. 


THE LAU BLOWER. COMPANY : 2019 Home Ave., Dayton 7, Ohio 


See Your Jobber or Distributor or write us Now for details! 
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FOR HOME AND INDUSTRY SINCE 1935 





20" to 30” WINDOW FANS 


Lowest priced. Belt-driven for high air vol- 
ume and quietness. Cools like attic fan. 
1/4 HP standard motor. Also available with 
reversible or 2-speed motors 
Blade CFM HP No 
20” 3500 14 5F76 
4 3900 14 5F80 
24” 4600 14 5F84 
¥ 14 5F88 


List Price 


Reversible 
20” UTILITY WINDOW FANS 


Low-priced, fast-selling. Reversible 1000 
RPM motor. 20” quiet blade. Exhausts and 
circulates air. 2100 CFM. 22x30” panel 
extends to 39”. Silver gray finish. 

No. 4F229. 20” Reversible List, $52.95 
No. 4F224. 16” Non-Reversible $34.00 
No. 4F219. 10” Non-Reversible $21.00 





94" to 48” ATTIC FANS 


Built to outlast the house it cools. Vertical 
or horizontal types. Standard motors. 
Blade .CFM HP Mount No. List Price 
4,500 1 Vert. 5F51 $77.00 
7,500 1 Vert. 5F52 87.00 
9600 1 Vert. 5F53 102.00 
12,000 1 Vert. SF54 129.00 
16,200 1 Vert. 5SF55 177.00 
4,500 1 Horiz. SF61 98.00 
7,500 1 Horiz. 5F62 105.00 
9.600 1 Horiz. 5F63 120.00 
12,000 1 Horiz. 5F64 146.00 


WwWWwwWww NWwweS 











KITCHEN FANS 
b\* 
sli 


itt 





WRITE FOR JOBBER PRICES. MADE AND GUARANTEED BY— 
DAYTON ELECTRIC MFG. CO. CHICAGO 6 
DISTRIBUTED THROUGH 43 NATIONAL WAREHOUSES BY— 


RAINGER,INC. 


GENERAL OFFICES: 740 WEST ADAMS ST., CHICAGO 











Silent Salesmen 





General Eleectrie— 
“Sink Center” 

A NEW DEALER display occupying 
ynly 6 feet of wall space, but exhibit 
ing every product line of the electric 
sink and cabinet department of the 
major appliance division, has been an- 
nounced by the General Electric Co., 
310 W. Liberty St., Louisville 2, Ky. 

Known as the “Sink Center,” the 
display incorporates in a single in- 
tegrated unit the following products: 
undercounter dishwashing machine, 
front-opening and top-loading; gar- 
bage disposer installed in sink; 
moulded, one-piece, continuous, plastic 
counter top; 27 cubic feet of kitchen 
storage in heavy-gauge steel, all- 
welded cabinets, and drawers with 
roller-ball slides; cabinet accessories 
such as cup hooks, plate and condi- 
ment racks, towel racks, and cutlery 
tray; and work-surface lighting and 
automatic interior lighting. 

Centered over the sink is a large 
sign identifying the display as the 
‘Sink Center,” while directly below 
the sign is a rose-tinted mirror on 
which is lettered “A New Kitcher A 
New You.” 


Landers, Frary & Clark— 
Jet 99 Marketeer 

KEYSTONE OF successful Jet 99 re- 
tail selling is the story-telling mer- 
chandiser known as the Jet 99 Marke- 
teer, a self-service salesman, available 
from Landers, Frary & Clark, New 
Britain, Conn. The marketeer is link- 
ed directly to Landers, Frary & 
Clark’s national advertising in Life 
magazine and billboard program. 

This merchandiser hits hard on the 
main selling features of the Universal 
Jet 99 with dynamic illustrations and 
provides the dealer salesman with a 
living demonstration of consumer ben- 
efits. It is a traffic-stopper and a 
sales-closer and lets the prospect sell 
herself on the Jet 99. 

The Marketeer is 6 feet tall and 4 
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Plan to Cash in with 


and t 8 Fa J 


NOW IS THE TIME! 


Join this new team that’s going places. With the resources of International Tele- 
phone and Telegraph Corporation to back up Coolerator, we're on our way to 
the championship! Here’s just the beginning of a master plan designed to make 


Coolerator one of the “greats.” Join us now. Look what we've got lined up for you: 
8 . ) 


NEW! Remodeled, expanded, streamlined plant facilities. 


NEW! Perfected Automatic Defrost in a completely new line of refrigerators 
designed for today’s market. 

NEW! Greatly improved line of ranges and freezers that have more ‘‘sell”’ 
than ever before. 

NEW! Expanding, growing organization of hand-picked distributors and 
dealers. 

NEW! Advertising as never before, with full coverage in national magazines, 
strong support in local markets and hard-hitting merchandising and 
point-of-sale material! 


DON’T SETTLE FOR LESS! Cash in with Coolerator and IT&T. 


Watch for powerful 
advertising at the peak of the 


refrigerator season... in 


BETTER HOMES AND GARDENS 
McCALL’s 

GoopD HOUSEKEEPING 
SATURDAY EVENING Post 
LADIES’ HOME JOURNAI 

FARM JOURNAL 

SUCCESSFUL FARMING 

SUNSET 

HOUSEHOLD 

SMALL HOMES GUIDE 


LOOK AT THIS GREAT NEW LINE FOR 1952. CHOOSE COOLERATOR AND SELL THE FINEST! 


HA-19 HA-18 HA-17 HA-16 


| — 


AL 
a) ne 


FA-184 





FA-130 


_ 


HA-15 


See your Coolerator distributor or write 


THE COOLERATOR COMPANY 
Duluth 1, Minn. 


HA-14 HA-12 





\ aura 


a 
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feet wide with a big carpet for dem- 
onstration and a chair-height cleaner 
stand for easy demonstration of the 
‘empties-in-2-seconds” feature. Big 
color transparencies sell the Jet 99 
features and color photographs pre- 
sent the Serva-Tools with their 99 
uses. 

The Marketeer is constructed of 
permanent materials and trimmed in 
attractive colors. It is designed to con- 
trol the point-of-sale demonstration to 
provide the ideal background for a 
10-second or 10-minute demonstration. 





It adds another salesman to the 


° dealer’s staff, self-sells shopper traffic 
This BEN-HUR - when no saleman is present, and pro- 


vides in one vacuum cleaner center all 


“Let's Prove it” | cating eo: Ac punch of a factory trained 


Ben-Hur 
13.2 cubic 


Family Savings Estimator “2.::-2 wmnthicen Best" dtaplay 


Your prospect sells himself when you let him fill out this DEALERS HANDLING Permaglas wa- 
Family Savings form! Shows dollars-and-cents savings based ter heaters now have the full-time ser- 


on actual family food needs. PROVES how fast a Ben-Hur vices of & super-salesman character 
named ‘Ruthless Rust, natural 


Freezer pays for itself! It's irresistible! : 
enemy of clean hot water. 


Ask your Ben-Hur Distributor about this “Let’s Prove It” In a new display being distributed 
idea and other surefire Ben-Hur selling aids. Or write for to A. O. Smith water heater outlets, 
the whole story. “Ruthless Rust,” idle and unhappy, 
BEN-HUR MFG. CO. + Depot. ES —634 E. Keefs Ave. Milwaukee 12, Wisconsin 
: FARM and HOME FREEZERS 
EALTHFUL LIVING THROUGH FROZEN FOODS 











NEW MAGIC CIRCLE 
HEATING ELEMENT 


MawicCircle 


WILL HELP YOU SELL 
ph bas 
PLENTY OF 
State ( AN HOT WATER! 
. 
T E R spends his time, chin in hand, spin- 
fe ning a two-faced yo-yo that tells the 
viewer “Glass Can’t Rust” and “Costs 


No More.” 

The 5%-foot display is available 
from A. O. Smith Corp., Water Heater 
Div., Kankakee, IIl., in a kit that in- 
cludes two miniature displays for 
hot water in a hurry. And State's new Magic Circle Heating counter or water-heater-top use. 
Element means fast hot water and low electric bills. 


Your customers want a water heater which delivers plenty of 


Yet State's New Magic Circle Heating Element is just one of Mitehell— 
State's nine points for profits — nine sale points that create 
sales and keep customers. It will pay you to get the full 
story and complete catalogue and specifications on State 
the South's most profitable of electric water heaters. Write 


Air conditioner display 


FLOWING AIR from a Mitchell air 
conditioner is put to work in a four- 
unit mobile showing the features of 
Mitchell’s window-type room air con- 
STATE STOVE & MANUFACTURING co ditioners. The display, to be offered to 

‘ Mitchell’s retail dealers nationwide, 
509 25th Avenue N. Nashville, Tennessee is meant to be hung above and slightly 


or wire. 
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in front of an operating air condi- 
tioner. 

According to Mitchell, the mobile 
will make use of a hither-to unused 
area in the show room, that is, the 
space between head level and ceiling. 
The mobile also makes an eye-« 
window display. 

The units of the mobile are printed 
in five colors and suspended from 
lengths of invisible black cord. Any 
movement of air is sufficient to make 
each of the pieces revolve slowly, af- 
fording a complete view of the device 
from every side. 

The topmost, or balance piece bears 
the Mitchell name-plate surmounting 
a free-form design showing air move- 
ments and a lead-in to the Mitchell 
story told on each side of the three 
lower units. Principal secondary unit 
shows the movement of air through 


‘atching 





























Te 


Proctor— 
Toaster counter display 


An attractive Scotch plaid and black 
counter display card is available 
from Proctor Electric Co., Inc., 480 
Lexington Ave., New York 17, N. 
Y., at no charge for sales-minded 
retailers handling the new model 
No. 1476 Proctor de luxe toaster, 
which is backed with a 10-day home 
trial money-back guarantee. 


the Mitchell air conditioner, graphi- 


cally illustrating the way that heat, 


dirt, humidity, and pollen are re- 
moved by the filter and evaporator 
units of the machine. 

The other units of the display tell 
the prospective customer that only 
the Mitchell air conditioner has the 
features of the Dyna Cooler and the 
*“Weath’r Dial.” Of these sections the 
upper shows a perspiring, miserable 
man on one side and an iceberg for 
contrast on the other. The lower unit 
is a replica of the “Weath’r Dial,” 
Mitchell’s one-knob control by which 
five conditions of interior climate can 
be individually “dialed in 

The unit is packaged in such a way 
that it is fully assembled and ready to 
hang when received by the dealer, and 
is available from Mitchell Mfg. Co., 

No. Clybourn Ave., Chicago 14, 


General Electric— 
Fan selling aids 

SEVERAL NEW selling aids are being 
introduced by the General Electric 
Co., 570 Lexington Ave., New York 
22, N. Y., to supplement their annual 
“early bird” drive to promote electric 
fans to distributors and retailers 

The company’s promotional effort 
this year will be built around a happy 
little snow man and the theme: “Hot? 
Keep cool with a G. E. fan.” 

One of the selling aids is a complete 
kit that includes a snow-man display 
piece that fits on any standard Gen- 
eral Electric fan; a full-color counter 
or window display for use with the 
newly introduced A-1 all-purpose fan; 
as well as two window streamers six 
display-type price tags, two display 
balloons, and a quantity of colorful 
stuffers. The entire kit (Publication 
No. 12-501) sells for 98 cents 

To display the hassock fan intro- 
duced last year but produced in 
limited quantities, the company has 
also brought out a large display piece 
for window or counter use. It is 
headlined “Whole Room Cooling,” and 
shows how the fan moves the air in 
all corners of the average room. The 
display carries the publication num- 
ber 12-231, and sells at $1.50 

The twin-fan ventilator will be pro- 
moted with a large display which 
shows how and where the fan can be 
used to ventilate stuffy rooms. It is 
publication No. 12-241, and carries 4 
price of $1.50. 

As special promotional items, the 
company is also making available a 
set of snap-on-grill guards for the 
twin-fan ventilator and a plastic cover 
for the hassock fan. 

The grill guards, made of polished 
steel, provide extra protection against 
contact with the fan blades. They have 
a retail value of $2.25; will be sold to 
dealers at $1.55 each for less than 
three; $1.49 each for more than three. 

When the hassock fan is not in use, 
the new cover may be slipped on to 
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DEFROSTS WHILE YOU SLEEP’ 


AUTOMATIC 
DEFROSTING 


coOrUr,.. 
a a by 
4g Houschooping 


a 
, ; 
\ Scam 


PARAGON 


de-frast-@ 


Cash in on the Swing 
to Automatic Defrosting 


The big news in refrigerators in 
1952 is Automatic Defrosting! A 

more and more refrigerator manu 
facturers play up this wanted fea 
ture—more and more housewives 
are sold on its advantages—and this 
creates a tremendous market for 
you... no matter u hat make of 
refrigerator you sell! For now you 
can offer simple, clean, worry-free 
automatic defrosting for any refrig 
erator, new or old, with Paragon’s 
performance-proved “de-frost-it!”’ 


An Untapped Market of 
29,000,000 Refrigerator Owners 
Is Waiting for 


Metrestt 


| DEFROSTS ... WHILE YOU SLEEP” | WHILE | DEFROSTS ... WHILE YOU SLEEP” | SLEEP 


TeADEMARE 


at $995 


_ @ de-frost-it is the only com- 
plete unit . . hung any 
where . . . no installation 

no extra cord to buy. 


rc a 
nothing else to buy. 


@ de-frost-it is completely 
performance proved 
hundreds of thousands of 
satisfied users. 
de-frost-it is made ond 
bocked by the world's larg 
est exclusive manufacturer of 
time controls. 
de-frost-it is bocked by ag 
gressive national advertising 

reaching over 7,000, 
000 prospects . . . month 
after month. 

@ de-frost-it merchandising 
plans sales policies 

. dealer aids help you 
cosh in on customer demand. 


PARAGON ELECTRIC COMPANY 


1618 TWE'TTH STREET © TWO RIVERS, WIS. 


“my de-frost-it 
does away with 
hand -defrosting 
mess and bother, 
soves me hours of 
time, keeps food 
longer — cuts 
down electric 
bills and refrig 
erator weor, No 
wonder I'm sold 
on the Poragon 
de-frost-itl'* 
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Another City Heard From! 


BENDIX 


Automatic Washers 


LEAD IN 
FORT WORTH 


more than one out 
of three sold 


rhe proof rolls in! In city after city, 
market after market, surveys show 
Bendix Washers leading the field by 
tremendou Bendix not 
only commands a lion’s share of the 
market but also frequently sells 
as much as the next several 

brands combined! 


margins 


BENDIX HOME APPLIANCES 
Division Avco Manufacturing Corp., South Bend, Ind 





ELECTRIC CLEANING 
ACTION EVER BUILT! 


CLecito- Sweep 
WITH Magic § Broom ACTION 


Brand new electric cleaning 
principle sweeps 3,500 
strokes per minute! Faster, 
easier cleaning at new, low 
cost! 


A PRECISION CLEANER 


Picks up hair, lint, tiny par- 
ticles better than finest vac- 
uums. New wheel-less ''Float- 
ing’ Action reaches every- 
where. Jiffy controls. 





ONLY 


$19.95 


RETAIL 


Built For Mass Market Sales 


Only Electro-Sweep is priced right for every 
home! Budget-minded homes can now afford 
electric cleaning. Class market homes will 
want Electro-Sweep for fast, light pickup jobs 
DAVIS MFG. COMPANY, PLANO 1, ILL. 


Southeast Rep 
H. K. Dewees Co 
Walton Bidg. 
Atlanta, Ga 


Southwest Rep. 
M Huie Co 
Thomas Bidg 
Dallas, Tex 











keep out dust and converts the fan 
into a comfortable television seat or 
foot rest. The cover comes in red, 
green, brown, and ivory and is 
trimmed in white. Made of 12-gauge 
plastic, it is water- and stain-proof. 

It is sold in lots of 24 at a price 
of $42. Assorted colors are available. 
The General Electric catalog number 
is 12-541. 


Remington— 

Dealer promotion package 

REMINGTON Air Conditioning, Div 
of Remington Corf., Auburn, N. Y. 
has released a new dealer promotional 
package covering their 1952 line. This 
is in the form of a handy, envelope- 
type sales kit containing complete 
specification sheets on Remington’s 
new 1/3-hp, model 4, Roomette; the 
1o-hp, model 6, Bedfellow; and the 
%4-hp, model &, Professional window 
units. 

Specification sheets covering the 
l-hp and 144-hp, models 10 and 12 
consoles, and the 1-hp and 1%-hp 
Remington Leader model air condi- 
tioners are also included. A new full- 
“complete line” folder carries 
illustrations of each basic model in the 
Remington line and dramatizes the 


color, 


benefits of true air conditioning. 

Two distinct direct mail campaigns 
are provided. Supplementing this di- 
rect mail material is an envelope 
stuffer and a single sheet flyer. A self 
mailer and a brochure designed to 
appeal particularly to the industrial 
field is included. Also included are 
stuffers, for the motel and hotel, doc- 
tor and dentist prospects. 

Also included in the merchandising 
kit is the ad mat catalogue offering 
strong selling mats for dealers’ co- 
operative advertising. A brief descrip- 
tion on the sales kit describes 
Remington’s point-of-sale display ma- 
terial. Sample publicity releases for 
radios, television, are also included. 
The program also includes counter 
and point-of-sale signs, banners, and 
window streamers. 

Remington will continue to offer its 
easily operated “comfort selector” to 
dealers as an aid in making fast cus- 
tomer surveys to establish the proper 
size unit to assure complete customer 
satisfaction. 

The theme of this entire 
tional program for 1952 is: “4-Season 
Selling the 


promo- 


Remington way,” and is 
the strongest promotional program 
Remington has yet offered to the 
trade. 


and “Faces 





Frank E. Rhodes has been appoint- 
ed general sales manager of the 
Youngstown Kitchens division of 
Southern Appliances, Inc., Charlotte, 
N. C., according to a recent announce- 
ment by Calvin D. Mitchell, president 


Frank E. Rhodes 


of Southern Appliances, who has just 
icquired the Youngstown Kitchens ex 
clusive distributorship for the Caro 
linas. 

A special division of the company is 
being organized to handle this line. 
Fourteen kitchen specialists, dish- 
washer merchandisers, and _ builder 


representatives will be under the 
managership of Mr. Rhodes, who pre 
viously was an executive with Cannon 
Distributing Co., Charleston, S. C. 
7 
G. F. Keeton has been appointed 
vice-president in charge of sales of 
the Dexter Co., according to Tom B. 
Hunt, president. 
Mr. Keeton most recently has been 
associated with American Standard. 
e 


Reid M. Cox Co., Atlanta, has been 
appointed representative for the 
Chicago Electric Mfg. Co., and will 
handle the company’s Handyhot and 
Sterling lines throughout Florida, 
Georgia, Alabama, and the eastern 
part of including Nash- 
ville. 

Mr. Cox will be assisted by his two 
field men, Harry P. West and W. W. 
Massengale. 


Tennessee 


A. B. Bechaud was promoted to the 
position of executive vice-president at 
the annual meeting of the stockhold- 
ers of Ben-Hur Mfg. Co., according to 
Henry H. Uihlein, president. Malcolm 
Olson was also elected to the position 
of secretary. 

Mr. Bechaud organized the Ben-Hur 
freezer division in 1943 and served as 
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its sales manager. He was elected 
vice-president of the company in 1948. 
Mr. Olson has served as director of 
purchases since May, 1948. 

© 


James E. Steele has been appointed 
regional sales manager for the south- 
ern states by Horton Mfg. Co., ac- 
cording to L. F. Koranda, sales man- 
ager. Mr. Steele attended a recent 


James E. Steele 


Horton dealer show in Birmingham, 
Ala., where Clark & Jones, Inc., 1601- 
2nd Ave., are newly appointed distrib- 
utors. 
a 

A. M. Thyness has been named re- 
gional manager in the southern area 
for The Hallicrafters Co. 

Mr. Thyness’ territory will include 
North and South Carolina, Florida, 


A. M. Thyness 


Georgia, and Tennessee. He was form- 
erly regional manager for the area of 
Pittsburgh, Pa., and the New England 
states. 
° 

Joseph Tiers has been promoted to 
the position of general merchandising 
manager and Robert Dewalt to sales 
manager for distributor sales, ac- 
cording to Walter M. Schwartz, Jr., 
president of the Proctor Electric Co. 

Mr. Tiers joined the Proctor Elec- 
tric Company in 1934 and has served 
in every department of the company. 
For the past three years he has been 
sales manager for distributor sales. 

In his new position, Mr. Tiers will 











PRODUCES PROFITS ——— 
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Fast or slow market — it makes no difference to Bossy _ 
...8he keeps on giving. That’s the way it is with the 
Radion indoor TV antenna too! When business is 
bustling, Radion installations are profitable because 
[— they save you time and manpower. When the market ~ 
slows, Radion’s “Free Installation” promotion pro- 
duces profitable action for you. 





-— Finest quality... high profit has made Radion the 
Industry Standard... 2,500,000 units sold steadily 
since Radion originated the indoor antenna prove 
Radion’s leadership — prove smart dealers use Radion 
in all seasons to sell TV. Get on the year-round profit 
wagon... write Radion today! 








—_ 





















































The Radion Corp., 1130 Wisconsin Ave. 
Dept. ES-3, Chicago 14, Illinois 
Send me free ‘8 ways to profit with Radion” 


Nome 
Firm 


Address 






































Represented in the South by: FLOYD FAUSETT & SON, ATLANTA, GEORGIA 
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More profit- less work 


with 


"EASIER-TO-INSTALL 
Fay Lite 
RECESSED LIGHTING 


FIXTURES 
(1000 series) 


Ay Lets 
SAVE INSTALLATION TIME 
CCause, ee 


UL. APPROVED FOR ANY STAND- 
ARD BUILDING WIRE—No asbestos 
wire required—approved for R, T 
TW, Romex, etc 
NO FRAMING IN—Adjustable 
mounting straps eliminate framing 
in. Housing locks into position 
BUILT-IN PULL BOX — prewired — 
saves one box and hook-up time 
ADJUSTABLE PLASTER GROUNDS— 
Fit any finish from '2” to 2” thick 
ALWAYS EASY ACCESS—Pull box is 
accessible from either side or hous- 
ing may be dropped through plaster 
flange to reach box from below 
SNAP-ON” FRONTS — Firmly held 
by spring tension—no nuts, bolts 
screws or hinges to fool with; merely 
snap-on—snap-off 
INTERCHANGEABLE FRONTS—Some 
Pry-Lite models have six different 
lens patterns and a choice of four 
finishes. You can change fronts al- 
most as fast as Mrs. Homeowner 
can change her mind—snap-on— 
snap-off—just as easy as that 
There's a Pry-Lite Model for Every 
lighting Need 


alog today 
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be responsible for all merchandising 
programs and promotional effort on 
both a local and a national scale. He 
will supervise all advertising, estab- 
lish merchandising policies and test 
merchandising programs on new prod- 
ucts. The Proctor Information Center 
will also come under his jurisdiction. 

Mr. Dewalt has served as_ sales 
manager for the company’s western 
region since June of 1950. 

© 

General H. Custer has joined the 
Alamo Distributing Co., San Antonio, 
as sales manager, according to a re- 
cent announcement by H. L. Roper, 
president. 

In 1948, Mr. Custer was a direct 
agent with Dexter washers in a majo. 
part of Ohio, and also recently repre- 
sented, during part of the same time, 
the Tennessee Stove Works 

« 

Eugene H. Neff has been appointed 
southern district sales manager < 
Apex Electrical Mfg. Co., according 
to A. C. Seett, Apex vice-president in 
charge of sales. 

Mr. Neff, who joined Apex in 1949 
as eastern district sales manager, will 
be in charge of Wash-A-Matic, Dish- 
A4-Matic, and other Apex product 
sales to distributors in Georgia, Ala 
bama, and Tennessee. He will move 
to his new headquarters in Birming- 
ham, Ala. 

* 

Harry Roehm has recently been ap- 
pointed domestic products sales man- 
ager for Cory Corp., Chicago, ac- 
cording to an announcement by J. W. 
Alsdorf, president. 

Mr. Roehm advances to the post 
from his previous position of mana- 
ger of the company’s Midwest divi- 
sion. He has also served as South- 
western division manager. 


In his new capacity, Mr. Roehm will , 


headquarter at the Chicago executive 
offices of the corporation. 

The duties which he undertakes 
were previously performed by N. H. 
Schlegel, Cory vice-president, who will 
now devote his full time to direction 
of the company’s over-all sales and 
advertising activities. 

a 

Otis M. Jackson has been made 
manager of the merchandise depart- 
ment of Electrical Wholesalers, Inc., 
Atlanta, according to a recent an- 
nouncement by F. H. Dendy, presi- 
dent. The company is Georgia distrib- 
utor for Sylvania television and radio, 
Amana home freezers, and Dextei 
home laundry equipment. 

Mr. Jackson, who has had 25 years’ 
experience in merchandising appli- 
ances, radios, and_ television in 
Georgia, was formerly vice-president 
f Gilham Electric Supply Company, 
in Atlanta. 

. 

\ recent announcement naming 
I. F. Russell as manager of the Miami 
branch of Raybro Electric Supplies, 


Inc., was incorrect. Mr. Russell was 
appointed merchandise manager for 
the Miami branch which continues 
under the general management of 
Cc. V. Brown. 

A. D. Boon has been promoted by 
Maytag Southwestern Company of 
Dallas to regional manager for the 
Dallas-North Texas area. 

Mr. Boon is former regional mana 
ger of the Rio Grande Valley area for 
the company. 

° 

After the election of G. L. Rees and 
S. W. Skowbo as Coolerator president 
and executive vice-president, The 
Coolerator Company announced two 
new appointments in the sales depart- 
ment 

H. C. Beresford has been named di 
rector of sales and advertising and 
Fred C. Margolf has been appointed 
Coolerator sales manager. 


H.C. Beresford 


Mr. Beresford was the first adver- 
tising and sales promotion manager 
for Coolerator. He returned to Cool- 
erator in 1950 as advertising and sales 
promotion manager and was _ subse- 
quently promoted to director of ad- 
vertising and sales promotion. 


Fred €. Margolf 


F. C. Margolf, formerly Coolerator 
regional manager for the New Eng- 
land and Mid-Atlantic States, is a 
veteran of more than 25 years in the 
home appliance field. He joined Cool- 
erator in 1949. 
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Mitchell, 
equipment 
General 


manager of 
sales for 
Motors 


Frederick M. 
home laundry 
Frigidaire Division, 


Frederick M. Mitchell 


Corp., has been elected new president 
of the American Home Laundry Man- 
ufacturers’ Association. 

. 

Lawrence R. Wells has been ap- 
pointed merchandising manager of the 
freezer sales section of the Crosley 
Division of Aveo Mfg. Corp., 
ing to an announcement by W. A. 
Blees, Avco vice-president and Crosley 
general sales manager. 

Mr. Wells comes to Crosley 
the Deepfreeze Division of 


accord- 


from 
Motor 


Lawrence R. Wells 


Products, where he has been district 
manager in Kansas City for the last 
two years. 


manager of the Texas division; Vern 
L. Kilby, Texas division; and George 
Headford, Atlanta. 

Ray Nugent, Southeast 
was awarded a trophy as a 
division’s leading the 


divisior 
manager, 
result of his 
nation in accessory division products 
sales. 
. 

Richard G. Becker has 
pointed assistant sales manager of the 
Clark Division, McGraw Electric Co., 
according to Scott Campbell, 
manager of the Clark Division 

Prior to his prometion and trans 
fer to the Chicago office, Mr. Becker 


been ap 


general 


Electric 
water 


McGraw 
Toastmaster 


represented the 
Company as 
heater district manager in the north 
central states, including Ohio, Penn 
sylvania, and upstate New York. 
e 

G. Edward Palmer has been pro 
moted to the position of general 
manager for Dulane, Inc., according 
to an announcement by Robert Dusek, 


sales 


president 

Mr. Palmer has been Eastern Re 
gional sales manager for Dulane sinc 
the company was formed in 1948. His 
office will be located at the plant’ 
new factory in River Grove, II] 
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He will work under the direct 
supervision of S. L. Faust, manager 
of the freezer sales section, in all 
phases of merchandisnng of Crosley 
home and farm freezers. 


J 
7 = 
John E. Ramsey, Atlanta, sales — WRITE FOR 
manager of Philco’s Southern terri- 2 : PRICES 
tory, has been named for the third eta INFORMATION 
consecutive fall season the top Philco OR 
sales manager in the nation. CATALOG 


He was presented the vice-president 
and general sales manager’s award 
by J. M. Otter at the recent Philco 
convention in Chicago for the best all- 
around performance and outstanding 
sales achievement. 

Other Southern territory awards 
went to J. L. Goldschmeding, sales 
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VENTILATING & WINDOW FANS 


H. Cc. ereaee cO., INC. we Sense AGENTS 
7 Morris St., N. W., Atlant 
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Window air conditioners 

A 15-HP and a 1-hp window-sill- 
type room air conditioner with a her- 
metically sealed refrigeration circuit 
for the 1952 air conditioning market 
has been designed by York Corp., 
York, Pa. 

The 1/3-hp unit, known as Model 
1, protrudes only 10 inches in the 
room and can be installed in almost 


uny type window. It is claimed to be 
the only 1/3-hp air conditioner to 
have four-way adjustable air distri- 
bution grilles, and features heavy- 
duty, disposable-type filters easily 
reached without having to remove the 
cabinet from its mountings. 

Controls are equally accessible and 
easy to reach. The 1/3-hp compressor 
motor has external starting relay and 
overload protection. 

The 1/3-hp unit was designed prin- 
cipally for small rooms in homes, 
hotels, offices, and hospitals. 

The other new  window-sill-type 
unit, the 1-hp conditioner, known as 
Model 51, was designed for handling 
large-size rooms. Draft-free circula- 
tion is accomplished by means of 
easily adjustable rotary grilles. The 
far-corners of the room are reached 
with cooled air by means of the unit's 
big multi-blade disk-type fan. 


Twe-door refrigerator 

IMPERIAL Cycla-matic Frigidaires, 
with “Roll-to-you” shelves and a revo- 
lutionary new system for automatic 
control of temperature, humidity, and 
frost formation, highlight the Frigid- 
aire household appliance lines for 
1952, as announced by Frigidaire Div., 
General Motors Corp., 300 Taylor, 
Dayton, Ohio. 

The new Frigidaire line includes 
four types of models with capacities 
ranging from 6 to 17 cubic feet, in- 
cluding three new Imperial models 
with Cycla-matic operation. 

Top model of the Imperial line is 
the two-door 10.8-cubic-foot combina- 
tion food freezer and refrigerator 
(IR-108), which offers large capacity 


with safe Levelcold 
throughout. 

The other two distinctively styled 
Imperial models offer the same basic 
features as the two-door model, but 
provide graceful full-length doors, 
with separately sealed-in food freez- 
ers. The larger of the two models 
(IR-106) has a storage capacity of 
10.6 cubic feet while the other (IR- 
90) has a capacity of 9 cubic feet. 


temperatures 


Canister-type cleaner 

A NEW canister-type cleaner fea- 
turing, according to the manufac- 
turer, the greatest suction power ever 
incorporated in a home vacuum 
cleaner, has been announced by Apex 
Electrical Mfg. Co., 1070 E. 152nd 
St., Cleveland 10, Ohio. 

The new cleaner is said to combine 
all the rug-cleaning efficiency of the 
best upright cleaners with a greatly 
increased above-the-floor utility of a 
good tank cleaner. 

Heart of the new cleaner is a spe- 
cially designed pancake-type motor, 
equipped with a revolutionary fan dif- 
fuser, which develops tremendous suc- 
tion. It is equipped with a pressure 
reducer for above-the-floor cleaning. 
The motor is fitted with long-life self- 
iubricating bearings, sealed against 
dirt. 

The motor is placed at the bottom 
of the canister, which lowers the cen- 
ter of gravity of the cleaner, giving 
it maximum stability. The homemaker 
no longer has the task of lifting a 
heavy motor whenever she removes 
the disposable paper dust packages. 


The new cleaner is said to be easy 
to use. It is 12 inches high and 13 
inches in diameter across the protec- 
tive rubber bumper, and is easily 
stored. It weighs 15 pounds. 

Its new, improved disposable paper 
dust bag is simple to install and re- 
move, and location of the flat, pan- 
cake motor in the bottom of the can- 
ister increases the dust capacity. 
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The new cleaner is equipped with 
a removable 20-foot cord which can 
be stored in the top of the cleaner 
when not in use. 

Cleaning tools are attached to a 7- 
foot hose, permitting cleaning of an 
entire room without shifting the posi 
tion of the cleaner. 

The new cleaner is available in an 
attractive pastel green with chrome 
and gray trim. 

e 


Automatic dishwashers 

AUTOMATIC dishwasher advance- 
ments that include dishracks that will 
hold the largest standard dinner 
plates, a larger container to accom- 
modate 60 pieces of silverware, a new 
center baffle for improved washing ac- 
tion, and a revised water inlet system 
that meets all plumbing and sanitary 
codes are being shown in the 1952 
models by Hotpoint, Inc., 5600 W. 
Taylor St., Chicago 44, Ill. 

In announcing the new models 
which include 48-inch combination 
sink units, as well as under-counter 
and free-standing types, the company 
said that emphasis was put on engi- 
neering improvements, rather than 
appearance changes. 

Points which users have indicated 
they want in a dishwashing machine 
are front opening; a dial control that 
automatically puts the machine 
through washing, rinsing, and electric 
drying cycles; a removable plastic 
silverware basket; overhead spraying; 
capacity for 10%-inch dinner plates; 
and new washing action that prevents 
glasses from spotting. 

In former models, the silverware 
container was placed in the center of 
the machine. The new basket is 10 
per cent larger and fits in the left 
front corner of the rack, where the 
user can load it more conveniently. 


Racks are designed to take the 
largest standard dinner-size plates, 
and still leave room for cups, saucers, 
glasses, and pots and pans. The ma- 
chine will hold 62 pieces of china. 

Pre-plumbed models that fit exist- 
ing kitchen plumbing are being con- 
tinued in the line. All models have a 


revised water inlet system that meets 
all plumbing and sanitary codes. These 
developments are aimed at reducing 
the cost of installation. 


Automatic refrigerator 

THE ADDITION OF a 9-cubiec foot, 
fully automatic defrosting refriger- 
ator to the 1952 line, to give dealers a 
popularly priced automatic model 
which will meet space limitations 
found in some new homes as well as 
requirements of medium-sized fam- 
ilies, has been announced by the Cros- 
ley Div., Avco Mfg. Corp., Cincinnati 
25, Ohio. 

The DAD-95 will have Crosley’s dis- 
tinctive “Soft Glo” treatment of the 
cabinet interior. In addition to the 
“Soft Glo” treatment, a new, comple- 
mentary color has been introduced in 
the crisper handles, the freezer com- 
partment door handle, and the tem- 
perature-control knobs. 

The freezer compartment holds 42 
pounds of food for storage or fast 
freezing. The insulated self-closing 
door serves as a handy rearranging 
shelf. The two ice cube trays have a 
lever for releasing the cubes, and all 


trays are in direct contact with the 
bottom of the freezer for fast 
freezing. 

An aluminum cover over the ice 
trays is an added convenience in the 
freezer, for food may be placed di 
rectly on top of it for easier storage 
and removal of the trays. 

The interior of the cabinet can be 
arranged to fit almost, any storage 
load. Handy lift-out shelves provide 
room for bulky items or tall bottles. 
Sealed crispers of clear polystyrene, 
light and easy to clean, retain mois- 
ture in greens and leafy vegetables. 


Low-priced range 

A NEW LOW-PRICED divided-top Pre 
way electric range with automatic 
even control has been introduced by 
Prentiss Wabers Products Co., Wis- 
consin Rapids, Wisc. 

Up until this point, the company 
stated, Preway apartment-size models 
spearheaded the company’s sales drive 
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“MISSISSIPPI DEALERS 
praise the adaptability 


of that BIG 
iking WINDOW 
2 FAN!” 





Says 
O. N. ‘Cotton’ FUSSELL 
461 N. Highland St. 
Memphis, Tenn. 
Viking Representative 





“The Viking Window 
Fan cuts my inventory 
investment. It fits any 
thing from a 24° to a 
42° window and does 
o really fine cooling 
job for homes in this 
area 





J. C. RAMSEY, Sales Mgr., Henderson- 
Baird Wholesole Hardware Co., 
749 Main St., Greenville, Miss 


Greenville Dealers Report: 





“The Viking Fon cer 
tainly is easiest to sell 
| leave it for overnight 
demonstration in the 
prospect's home. The 
temperature drop of 
20° to 25° in his own 
home convinces him of 
his need for Viking 
Comfort. Its a cinch 
sale 





J. D. ROSELLA, Rosella’s Appliances, 
712 Washington Ave., Greenville, Miss 


JOE DUCKETT, LaGrone’s, 
626 Washington , Greenville, Miss 


M iking 





The Viking big, 22 

inch blades, full pow 
ered motor, and two 
speed switch are qual 
ity features | can show 
my customers. Parents 
especially like the 
safety features. Kids 
can't get hurt when the 
Window Fan is Viking 





AIR CONDITIONING CORP. 


5601 Walworth Cleveland 2, Ohio 
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to give dealers super striking power fices, homes, apartments, hotels and 
in the starting brackets. motels, elevators, and _ laboratories. 
The new range in the Preway line, Size is 2 by 3 feet, finished in grey 
No. 25310, has a full stain-resistant with natural wood frame. The heater 
Titanium porcelain enamel finish, four is furnished complete with a 6-foot 
Tuttle & Kift high-speed burners, a plug-in cord. 

large oven with fully automatic con- Dual-voltage heaters using either 
trols, and weighs 230 Ibs. 110 or 220 volts are available at a 

slightly higher cost. 

3 
+ 
Electric lawnmowers 

TWO NEW competitively priced 
lawnmowers for the mass market 


have been announced by Jackson Mfg. 
. . ae . ine 952 ave been ¢ -e 
Co., 1501 W. Fairview Ave., Mont- line for 1958, have been announced by 


gomery, Ala the home laundry equipment depart- 
TWO-SPEED Model 16A mower, 16-inch, 1725 —_ 310 W. Liberty St., Louisville 
WIND-O-VENT FAN rpm, meets all small lawn problems, owe 


The deluxe model, designated AW- 
472, can take a load of 10 pounds of 
dry clothes and 19 gallons of water 
Pw Py, and has an “instinctive” wringer. 

~“ When the wringer is in operation, a 
f push or pull on it (or a tug on the 
/ clothes going through) will stop the 
rolls. The 2%4-inch balloon rolls will 
also automatically adjust themselves 
to the thickness of the garment. For 
added protection, a pressure release 

bar is located just above the rolls. 
Other features of the new model 
are a timer which automatically regu- 
lates the washing period up to 15 min- 
utes, a handi-lift cover which can be 
hung on the side of the machine, and 
four 24-inch easy-rolling black plas- 
AVAILABLE IN sai rpm, cuts all lawns and higher weeds. tic casters, two of which can be locked 
20, 24 and 30-inch s! CT he new mowers operate in either 
direction, are completely quiet, are 
equipped with a 50-foot cord, instant 
All the famous Reed quality fea- starting, and are listed by Under- 

tures in a smartly-designed two- writers’ Laboratories. 

speed window fan. Introduction of Motors in both models are 1/3 hp, Another City Heard From! 
the 20-inch model to the Reed line 110-volt, a-c 60-cycle, and each of the 


gives window fan dealers complete mowers carries a one-year guarantee. 
size range for all installation needs. 


The Reed RTS may be installed +. ° 
in eter wp OR Automatic Washers 


bottom of window. ; Electric panel heater 

Clever expansion a3 AN ELECTRIC Hot-Rock panel heate1 LEAD IN 

panel makes instal- which employs an entirely new electric 

lation easier than & 7 heat process that eliminates burning 

ever. een hot wire elements is now being manu- A 
factured by Electrofilm Corp., 7116 — 
Laurel Canyon Blvd., No. Hollywood, ’ 4 


Calif. almost every 


The Hot-Rock heater attains a uni- 
form temperature of approximately other one sold 
190° F. over the entire surface to - 7 
achieve maximum sunshine warmth. The proof rolls in! In city after city, 
It can be hung flush against a wall o1 ania saws Senet, Snenee eae 
: Bendix Washers leading the field by 


Wringer washers 
THREE NEW washers, to comprise 
the General Electric wringer washer 


and Model 16B mower, 16-inch, 3450 





Get full informa- 
tion about this new 
life size, full color ; te ; : 
Reed Display ms RY ed from the ceiling. It may be tremendou; margins. Bendix not 
Stand. Sure-fire plugged Into any 110-volt circuit. only commands a lion’s share of the 
cates thoneter fos The new heater is designed for of- market but also frequently sell 


as much as the next several 
the 1952 season. - brands combined! 


Write: 


Reed. WNiT-FANS, inc. 


1001 St. Charles Ave., New Orleans 8, La. BENDIX HOME APPLIANCES 


Division Avco Manufacturing Corp., South Bend, Ind 
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to hold the washer firmly in position. 

Also designed as a deluxe unit, but 
in the medium-price field, is the AW- 
372. This washer has a tub capacity 
of 8 pounds of dry clothes and 17 
gallons of water. Features of its con- 
struction are one-control wringer, ad- 
justable timer, and finger-tip wash 
and drain-control levers. 

Designed for the popular price field 
is the AW-172. Like the other modeis, 
washing is by agitator action. The 
wringer is of the one-control type 
with self-adjusting rolls and a pres- 
sure release bar. 

According to the manufacturer, each 
of the washers has been re-styled for 
appearance in addition to incorporat- 
ing design improvements for efficiency. 

© 
Electric range 

DELUXE CAPACITY at a popular iow 
price is the keynote of a new electric 
range mode] introduced by the Gibson 
Refrigerator Co., Greenville, Mich. 
Named the Model “J,” it is one of the 
new line of Diamond Jubilee ranges. 

The Model J offers as its outstand- 
ing feature, double ovens, both with 
the Gibson ConSealed oven units. Pre- 
viously this double-oven capacity was 
available only in the more expensive, 
deluxe Model H. 

In spite of the low price, the Model 
J also offers fully automatic cooking 


in the larger oven, super-speed cook- 


ing with seven-speed surface units, 
acid-resistant porcelain exterior, stor- 
xge drawers, and many other conveni- 
ences. 

According to the manufacturer, the 
Gibson Model J was specially designed 
to fill a definite need for extra bak- 
ing capacity at the lowest possible 
price. 

e 


1952 Ceolerater lines 

NEW MODELS in the 1952 electric re- 
frigerator and range lines manufac- 
tured by The Coolerator Co., Duluth 
1, Minn., have been shown to distrib- 
utors recently, and the eight new 
ranges and seven “completely new and 
highly styled” refrigerators are said 
to meet every market. The new re- 
frigerator line is also reported to in- 
clude several automatic defrost 
models. 

Introduction of the new line marks 
the completion of the first phase of 
the Coolerator expansion program. 
The second phase, a record national 
advertising campaign, was launched 
in December, under the sponsorship 
of IT&T, who purchased the Cooler 
ator Company in August. 

This ad program is being continued, 
showing full-page color ads of the 
new freezer line. 

Further expansion plans have been 


announced, with the introduction of 
a complete new merchandising and 
sales promotional program spear- 
eaded by an even more intensified 
national advertising schedule 

o 


Wholesaler views 
(Continued from page YY) 


on cutting prices sooner or later find 
themselves in a precarious financial 
situation. The short markup that ma 
jor appliances afford will not allow 
this practice unless it is a large fi 
nancially sound operation that is 
tootballing appliances in order 
their long-term items.” 


* * * 


to sell 


“Urge the dealers to increase their 
sales forces. See that they are prop- 
erly trained, and keep them out ring- 
ing doorbells. 

“They should also continuously call 
back on customers for repeat business 
and to get the names of people they 
know who might be prospects. The old 
“Use the User” plan can’t be beat!” 

* > > 

“Dealers need more aggressive 
trade-in promotions; better balanced 
stocks; and group selling plans. They 
should show a laundry group fairly 
priced; advertise better, more useable 
models; use less ‘come on’ advertising; 
built up good prospect lists and keep 
in contact with them.” 





Snug-Fitting 
Automatic Shutter 


Unusually sensitive to air currents, 
yet the shutters fit with a snugness 
never before achieved in an auto- 
matic shutter, and are rattle-proof 
Completely weatherstripped around 
the inner edge of the frame. Sizes 
from 12” to 72”—also rectangular 


“Echo” 


sane Elo" entilating 


pecialties 


Yip 


Automatic Ceiling Shutters 





SIZE 

0.D. 

CFM 

HP 
BEARINGS 


MOTOR 
SUPPORT 
FRAME 
BLADE 


LIST PRICE 


COMPARE! enc sans 


STANDARD NAME ON 
ELECTRIC REQUEST 
30” 30” 

36" x 36” 42" x 40” 
7800 

+ 


A 
BALL 


RUBBER MOUNTED YES 


G.E. 

TUBE 
VENTURI 

ARC WELDED 
AND RIVETED 
$97.90 


VENTURI 
BENT AND 
RIVETED 





“7 SEND US YOUR ORDER TODAY! 


° MANUFACTURING CO., IN 
WEST BERLIN 34, NEW JERSEY, U.S.A. 


Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvers being operated by the suction of the fan 


ELGO SHUTTER & MFG. CO. 
| PeENUTR 2738 W. WARREN DETROIT 8. MICH 
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* OFFERED TO YOU WITH CONFI- 
DENCE THAT THEY WILL PLEASE YOUR 
CUSTOMERS AND MAKE YOU MONEY. 
AVAILABLE IN A GENEROUS ASSORT- 
MENT OF SIZES IN POPULAR TYPES— 
ALL OF TOP PERFORMANCE, WITH 
MANY APPEALING, PRACTICAL SELLING 
FEATURES AND PRICED JUST RIGHT. 2 


POPULARLY PRICED FOR POPULAR DEMAND 


Model P12—P16. Portable Model RWP—Reversible, adjust 

os a hand bag and just as able window fan, two speeds, two 

useful. A jewel of a fan in sizes—12”, 16”. Available as a Model RW20—Electrically revers 
two sizes, 12” and 16”, two window fan only or as a ‘‘pack ible 20” adjustable window fon— = 
speeds. Popularly priced and oge’’ with stand to convert fan 2900 CFM. The answer for a fine, Model PSW 10—! 
the public wants it, easy to unit to a portable. Actually three powerful, quiet fon for a small ‘ 7 
carry ond breezes up or down fans in one for the price of one home or apartment at a modercte 





performing 


or into any corner. good fan price 


EVERY INDICATION IS THAT 1952 WILL DEMAND AN UNUSUAL QUANTITY 


of Attic Fans, vertical and horizontal. Fresh-Air Makers are 
fine performers, well known, with a fine reputation in the fan- 
fe 


cfm, for all installation requirements, vertical or horizontal. 


using South. 16 models—all delivery needs, 4,200 to 25,000 


SCHWITZER-CUMMINS COMPANY 
Fresh-Air Makers are de- 
iid sit teak te on VAs Bee® SOn bce eee se ened, | 
organization that has INDIANAPOLIS 7, INDIANA 


produced ventilating and 
iain cin tin ENGINEERS AND MANUFACTURERS 


in huge volumes for more Gg). * G) 

than a third of a century, ime Yan 
Model PAW241—A high delivery fan for YOU" assurance that the 

installation outside in the window. Revolu product will have quality 
tionary in the way it cuts installation costs and design appeal 





Your needs for centrifugal blowers . . . SINGLE INLET, DOUBLE INLET, 
DIRECT DRIVEN UTILITY UNITS. 51/2” to 25” wheel diameter, a few 
hundred CFM to 25,000. Compact, strong, top delivery, certified ratings 
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THE RIGHT HUB SIZE FOR ANY ENCLOSURE _ without ia 
excessive inventory: That's what Square D provides 1" a i 
complete line of raintight devices—circult breakers, fusible a 
service equipment, Types € and D safety switches at 
Square D's raintight enclosures have extruded openings, + 
threaded for :nterchangeable hubs. Any one of several hub ae | 
sizes can be quickly screwed into place Threaded joint elim- Fusible Service 
snates need for grounding strap. When no hub is required, 4 Cireuit Breekers = me 7 
closing cap C4” be used to seal the opening- 1-20 Circuits = Renge om 
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Prepared for Unforeseen Electrical Expansion 


WITH 


G-E Q-FLOOR 
WIRING 


Q-Floors are installed easily and quickly. They become 
working platforms. With G-E Q-Floor wiring, the floor 
is the raceway system. Each floor cell is a complete 
raceway, ready for wiring, ready for electrical changes 
any time during the life of the building. 


G-E Q-Floor Wiring System 
Means Electrical Flexibility — 


1. Header duct—at right angles to Q-Floor 
—carries wire from load center to cells 


2. Cells serve as raceways for power. sig- 
nal, and telephone systems. 


3. Floor outlets are installed by drilling 
Q-Floor cells at any point 


4. Junction units in header duct permit 
easy access to wiring at any time. 
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SOUTHWESTERN BELL TELEPHONE COMPANY BUILDING, TOPEKA, KANSAS 
Architect—Stookey and Howells, Topeka; General Contractor—M. W. Watson, Topeka; Electrical 
Contractor—Shrake Electric Co., Topeka; Owner—John R. Peach, Topeka 


The farsighted designers of this building leased by the Southwestern 
Bell Telephone Company have specified General Electric Q-Floor wir- 
ing for complete electrical flexibility—now and in the future. 

Predicting future requirements of an electrical system is difficult, yet 
today’s power, telephone and signal circuits must be adaptable to tomor- 
row’s layout changes. For adaptability make this provision for changes 
in the blueprint stage. Plan to meet all unforeseen electrical expansion 
with G-E Q-Floor wiring. 

This built-in raceway system provides for the placement of new or 
relocated power and communications outlets within six inches of any 
point on the floor—at any time during the life of the building. To add a 
new outlet, simply drill a hole through the top of the raceway cell... 
wire the outlet ... and set it into place. Outlets can be removed just as 
easily when they are no longer needed. And, the job can be done so 
quickly, normal operations continue undisturbed. 

Check the versatility of G-E Q-Floor wiring, yourself. See how it 
keeps commercial, industrial, and institutional buildings electrically 
young. For complete information and a free copy of the Q-Floor Wiring 
Data Manual call your nearest G-E district office. Or, write Section 
C 63-324, Construction Materials Division, General Electric Company, 
Bridgeport 2, Connecticut. 


Y 
Cfou can pul your confiilence in — 
a ji" ja 


ELECTRIC 


ELECTRICAL SOUTH for MARCH, 1952 





